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Top Cars 


New-cor registrations for 11 months, 
plus 10 states for December: 
































1959 
_ Make Pos. 
1—1,563,334 Chev. 1,354,483— 2 
9—1,311,678 Ford 1,354,925— 1 
$— 418,121 Plym. 363,850— 4 
4— 392,763 Rambler 334,362— 6 
5— 365,935 Pontiac 364,173— 3 
6— 336,058 Dodge 149,472— 8 
7— 323,481 Olds. 343,464— 5 
8— 242,192 Buick 232,274— 7 
9— 143,269 Comet pied taal 
10— 138,168 Mercury 145,417— 9 
li— 136,120 Cadillac 129,425—10 
12— 99,532 Stude. 122,486—11 
13— 72,555 Chrysler 59,282—12 
144— 22,013 DeSoto 40,341—13 
15— 18,076 Lincoln 25,793—14 
16— 14,931 Imperial 16,997—15 
478,289 Misc. 607,680 
Total All Makes 
6,076,515 5,644,424 


Further details on Page 44. 


ore Standards 


ike Car Output 
Above 100,000 


. Other Types Decline; 
Compacts Account 
For 29.7 Percent 


By Martin L. Whitmyer 
Staff Writer 

AR output in the United States 
rose above the 100,000-unit level 
for only the second time in the last 
weeks last week as Chevrolet, 
ord and Plymouth scheduled siz- 
ble production hikes in their 
Standard car lines. 

- Total car assemblies in the 
‘U, S. amounted to an estimated 
102,797 units last week—a 6.9 per- 
-cent gain over the previous 
'week’s 96,179 cars, but 37.4 per- 

cent below the week ended Feb. 6 
@ year ago, when the industry 
turned out 164,227 cars, 

Biggest gains were chalked up by 
the standard group, which upped 
its output 34.6 percent from 35,788 
assemblies a week earlier to an es- 
timated 48,155 units. Last week’s 
output also was good for 46.8 per- 
cent of total industry assemblies. 

Among the other groups, the com- 
Pacts were off 17.2 percent from 
86,805 assemblies the previous week 
to an estimated 30,489 cars turned 
out last week; the mediums declin- 
ed 2.2 percent from 20,251 to 19,813 
assemblies, and the highest priced 
group was off 9.2 percent from 
4,583 to 4,160 cars. 

On a percent-of-industry basis, 
the compacts took 29.7 percent last 
Col, 1) 


‘ 


if 


é 


(Continued on Page 55, 





World Markets 
Attract Rambler 


By Robert M, Lienert 


Associate Editor 


MERICAN MOTORS’ expansion 
into international markets is 





Pace, President George Romney 
told 250 stockholders at their an- 
Nual meeting in Detroit last week. 

Whether a more explosive ex- 
Pansion via a rumored linkup 
with Willys Motors, Inc., will take 
Place was left up in the air by 

mney. 

He did not rule out the possibility 
of such a merger. 

Later in the week, AMC an- 
hounced record first-quarter sales 
of $277,618,039 for the period ended 
ec. 31, a 6.2-percent increase over 

(Continued on Page 6, Col, 1) 
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Freed Deplores 
Dealer Mortality 


Make Problems Aired 


By Industry Committee 


By William Carroll 
West Coast Editor 

AN FRANCISCO.— “Our main 

problem today is lack of profit,” 

Charles C. Freed, chairman of the 
National Automobile Dealers 
Assn.’s Industry Relations Commit- 
tee, told a meeting of Make Advis- 
ory Committee chairmen here last 
week. 

“The factory has only one 
goal,” declared Freed, a Salt 
Lake City Chrysler-Plymouth 
dealer and former NADA presi- 
dent. “That is to make a profit, 
without regard to the dealer. 
Every factory should have a qual- 
ity-dealer program that insists 
the dealer make money.” 

He continued: “If open billing is 
the way, Ill go along with you. 
Frankly, I know of no other way. 
We've 10,000 fewer dealers than five 
years ago. This is a calamity, 

“I think if you are ever going to 
get quality dealers, the factories 
are going to have to sell cars on 
open account, Certainly no manu- 
facturer is going to extend credit to 
a ‘borderline’ dealer, if the factory 
must take the credit risk.” 


* ES oa 
A* A major item of business the 
committee passed a motion that 
NADA’s board of directors be re- 
quested to instruct the 1961 IRC to 
put the problem of inventory) relief 
and deferred billing at the top of 


(Continued on Page 53, Col. 1) 


Used-Car Sales 
Creep Upward; 
Dealers Hopeful 


LIGHT but noticeable improve- 

ments in the used-car market in 
the past 10 days has ignited dealer 
| hopes of a sales upturn across the 
board. 

Among dealers, the used-car 
quickening has been confined to 
retail business thus far, although 
firmer wholesale business has 
been noted at the auctions. 

Dealers, however, are hopeful 
that wholesale buyers will soon be 
making the rounds of the used-car 
lots, too. 











* * 


HERE has been some indication 
that one of the industry’s oldest 
rules of thumb—inoperative ever 
since the gigantic new-car surge of 
| 1955—is about to be reactivated. 
That free-hand guide is: As 
used-car sales go, 
sales. 
As used-car sales improve, 


* 


some 


Improvement along this line, deal- 
ers believe, could possibly break 
the logjam snarling new-car sales. 

ok ES *K 

RIOR to 1955, dealers could — 

with virtual certainty—estimate 





(Continued on Page 6, Col. 5) 


of the price pressure is removed. | 
This, in turn, enables dealers to} 
offer longer trades to new-car pros- 
pects. 


| 
| 
| 


so go new-Ccar | “ 
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Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


Here Are NADA's New Officers— 


On the cloging day of the National Automobile Dealers Assn. convention in San 
1), these new officers took over. From left are Thomas 
Fort Worth, first vice-president; 





Francisco last) Wednesday (Feb. 
F. Abbott jrj (Pontiac-Rambler), 





Walter B. Cooper 


(Chevrolet), Fort Collins, Colo., president; W. N. Neff (Chrysler-Dodge-Plymouth-Imperial- 


Rambler), Frémont, 


Neb., secretary, and William M. McCune (Ford), Kittanning, Pa., 
| treasurer. Other NADA Photos are on Pages 2, 3, 4, 6 and 8. 





Smaller Fords Con firmed ; 


Hahn Bars VW Price Cut 


AN 
ca, 


RANCISCO.—Lee A. Iacoc- 
ord Division general man- 


ager, last week confirmed reports | 


that the industry will produce even 
smaller cars in the future. 

“We’re going to have smaller 
ones and bigger ones,”-he said at 
a press conference in connection 
with the National Automobile 
Dealers Assn. convention here, 


Similar conferences were held by 
L./L. Colbert, Chrysler Corp. chair- 
man. 4nd president; Ben Mills, Lin- 
coln-Mercury general manager; 
CarY Hahn, general manager of 
Volkswagen of America, and Byron 
J: Nichols, Dodge general manager. 

Hahn 4aid VW has no plang to 
cut prices in the United States mar- 
ket, which was done recently by its 
chief competitor, Renault. 

Colbert said he was sticking to 
his original prediction that sales in 
1961 will compare favorably with 
those in ’60. 

Mills predicted that domestic pro- 
duction this year would drop to 
about 5.4 million units and that 
sales would be off by about 350,000. 

Nichols said that during the ’60s, 
model changes will be aimed more 
at improving the interior than the 
exterior of cars, adding that “styl- 
ing will always be an importaht 
factor, but engineering and mie- 


chanical] features are ranking high- 


er and higher.” 
’ * * * 

vehicles of 

shapes and 


tate additional 
even different sizes, 
performance’ characteristics,” 
cocca said. 

Iacocca made the observation ih 
commenting on the wide variety of 
sizes and shapes of the current 
models. 

Later he said “it is very possi- 
ble there will be a car in size be- 

tween the Falcon and the Ford.” 

He added that any new car in- 
troduced by Ford “would hold six 


ARKET requirements may dic- | 


Ia- | 





people, because the chances of sell- 
ing a car that holds six people are 
better than those for one holding 
four people,” 

Ford is known to be working on 
a 96-inch wheelbase model, which 
is 13 inches shorter than the Fal- 
con, and there are reports that the 
company will introduce a 115-inch 
wheelbase car in the fall. This ve- 
hicle would be four inches shorter 
than the standard Ford, and would 
be matched by Chevrolet’s H-35 
“senior compact,” 

There also are reports that the 
smaller compact will be introduced 
next spring rather than in the fall, 
which would be in line with Iacoc- 
ca’s comment that “you might see 
more running changes than in the 
past.” 

Iacocca reduced his estimate of 
the number of domestic and im- 
ported cars that will be sold in the 
U.S. in 1961. 

Last fall he predicted a total of 
6.6 million, He has trimmed the 

(Continued on Page 4, Col. 1) 
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NADA to Organize “Task Force’ 
For Profit Appeal to 


© 


Factories 


'U.S. Plea Eyed 
‘As Last Resort 


Maker ‘Cooperation’ 


Is New Chief’s Goal 


By Robert M. Finlay 
Editorial Director 

AN FRANCISCO. — Alarmed by 

high déaler mortality and with 
the retailing industry still facing a 
grave financial crisis, NADA 
adopted last week at its convention 
here a task-force approach to its 
problems. The job of the task forte 
is to find out what is wrong and 
do something about it. 

The resolution speaks of ap- 
peals for Federal or Congression- 
al intervention if prompt action is 
not forthcoming from the manu- 
facturers “to assist in rebuilding 
the dealer franchise system.” 

However, Walter B. Cooper, new 
NADA president, made it clear that 
it is not an anti-factory resolution. 
Top NADA leaders, imeluding Re- 
tiring President Birkett Williams, 
have noted that factory-dealer re- 
lations have been excellent. 

cd * * 
E WILL seek the cooperation 
of the manufacturers in the 
task-force effort to find the solu- 
tion,” Cooper said at a press con- 
ference last Wednesday. 

“I have a hunch,” he added, “that 
we will find 75 percent of the prob- 
lem is due to dealers themselves.” 

He referred, he said, to profit- 

(Continued on Page 51, Col. 1) 





Dealer Discount Revised 


By Ford of Canada 


TORONTO. — Ford of Canada 
has revised its dealer discount on 
some Canadian-built cars and 
trucks, replacing the five-group, 
volume structure with a 25 per- 
cent discount on standard cars 
and light and medium trucks. 

Compacts, imported cars and 
trucks and Canadian-built heavy 
and extra-heavy trucks are not 
included. Dealers also may qual- 
ify for a one percent bonus based 
on individual quotas. 

In the United States, Lee A. 
Iacocca, Ford Division general 
manager, said “we are studying 
the (discount) problem, but are 
not contemplating any changes 
at the moment.” General Motors 
of Canada declined comment. 





NADA Convention News 


Profits seen in truck franchises. Page 16. 
President Williams reports progress. Page 24. 
Car stocks what dealers ordered, Colbert says. 


Page 2 


Adman urges ‘new way’ in ‘new world.’ Page 32. 
ATAM calls profit outlook dim. Page 3. 

Business upturn forecast for this year. Page 24. 
Old Timer membership up 400 percent. Page 24. 
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Fight Back in Los Angeles 


AUTOMOTIVE NEWS, FEBRUARY 6, 1961 


Coast Dealers Rebel 
On Discount Houses 


Epitor’s Note: Last week’s tape 
recording of discount house pur- 
chase methods brought a storm 
of comments from dealers and 
organizations mentioned by Joe 
Myers, in his pitch to John Coch- 
rane, of Malcolm-Dodge, Fuller- 
ton, Calif. Here is what the peo- 
ple involved told AvTOMOTIVE 
News, in our third report on the 
situation. 

By William Carroll 
West Coast Editor 

OS ANGELES, — “The worst 

thing about discount house 
cars,” says John Cochrane, owner 
of Malcolm-Dodge in Fullerton 
(who provided the tape recording 
of his conversation with Joe 
Myers), “is that new cars are sold 
without the dealer ever seeing his 
customer, 

“This means complete destruction 
of the dealer franchise system. It 
takes a dealer to provide the most 
economical service and stock the 
parts a new-car buyer deserves. If 
the dealer goes, every factory may 
have to establish parts depots and 
service shops to care for cars on 
the road. 

“Quality, ethical dealers take 
care of their customers,” continu- 

ed Cochrane. “But with discount 
houses in the business, our liveli- 
hood is chopped right out from 
under us. And when a salesman 
loses a couple deals to the dis- 
count operator, he loses enthusi- 
asm. 

“Soon, no one ig selling cars any- 
more and the factories will not 

have an organization to hold them 
together during a tough period. In 
my opinion, discount house sales 
of new cars are not in the best 
interests of the customer.” 

In the taped conversation, Myers 


Unpaid Drafts 
To L. A. Dealers 
Nearly $60,000 


LOS ANGELES. — Unpaid drafts 
totalling nearly $60,000 reportedly 
are held by a number of Los An- 
geles dealers who were selling new 
cars to Robert Chico for resale by 
Chico through “discount” houses in 
Orange and Los Angeles counties. 

Confirmation of Chico’s failure to 
accept the drafts was given AvuTo- 
MoTIVE News by Chico’s attorney. 
who said: “We have sent a letter 
to most of the creditors, asking for 
their cooperation,” 

Dealers reported holding Chico’s 
drafts were interviewed by AUTOMO- 
tive News, All requested their 
names be omitted from their com- 
ments. A Lincoln-Mercury dealer 
said. “I don’t know what to say, so 
I guess I’d better say nothing.” 

A Chevrolet dealer said he was 
badly hurt, with possible losses of 
nearly $20,000. A Pontiac dealer 
said he was owed nearly $10,000, 
and had no information to give. A 
Buick dealer said, “I’ve been told 
(by my attorney) to make no state- 
ments,” 

Reports are circulating that some 
discount houses will make the Chico 
drafts good to prevent customer 
complaints. Books of the Chico op- 
eration are being “held for safe- 
















keeping” by a state agency. 


Capital Bans 
Bait Car Ads 


WASHINGTON.—Bait car adver- 
tising has been banned in the Dis- 
trict of Columbia. The district com- 
missioners have amended the motor 
vehicle regulations to forbid dealers 
to use “insincere offers’ to lure 
purchasers. 

The amendment also requires 
that dealers list the cash sale price 
of the vehicle next to the down 
payment required. 

These are the changes endorsed 
last Dec. 16 by the Better Business 
Bureau of metropolitan Washing- 
ton and the Automotive Trade Assn. 
of the National Capital Area. The 
Federal Trade Commission _initi- 
ated the District campaign against 
bait advertising. 








mentioned a Robert Chico, who 


Myers said went through a court 
hearing to clarify the sale of cars, 
Chico was not available to AUToMoO- 
TIVE News as of Jan. 20 though nu- 
merous telephone calls had been 
made to his used-car lot. Chico 
holds a used-car license, which was 


Guiding Lig 
1 J 


a 








used by “Big A” in Canoga Park | 


in its “new-car sales department.” 

A telephone call to the First Na- 
tional Bank of Orange reached As- 
sistant Cashier Bill Frantz, man- 
ager 


department. Frantz acknowledged 


that his bank had been handling — 


GEMCO and CMA auto contracts, 
but declined to make any statement 
on the subject for publication. 

* * * 


Double Transfer 


a it has been reported | 


that the First National Bank of 
Orange is planning to discontinue 
handling automotive contracts orig- 
inating in discount houses. It is 
said one of the bank’s major prob- 
lems was the double transfer of 
title, from dealer to discount house 
to purchaser. The bank seldom had 
evidence of title until after pro- 
ceeds of the loan had been paid. 

Myers claimed he was buying 
Chevrolets from Comier Chevrolet 
in Long Beach, Calif. This was 
verified by General Manager Al 
Stack, who told AuToMoTivE News: 

“T’ve never paid a discount house, 
or delivered through a _ discount 
house. But I did have a man work- 
ing at a discount house, He was 
paid $30 a unit, and we delivered 
here (in Long Beach).” 

The purchase of Chrysler-b uilt 
cars from Harger-Haldemann in 
Los Angeles, reported by Myers, 
could not be verified. 

George Harger, president of 
Harger-Haldemann, said: “We’re 
not selling any cars to discount 
houses. I think that selling of 
cars to anyone, where there’s a 
legitimate gross profit, is what 
we’re in business for. I think the 
real problem is where people sell 
cars at no profit.” 

The Security-First National Bank 
was mentioned by Myers as a pos- 
sible source of customer financing. 
Don Albright, a senior vice-presi- 
dent of Security, said, “It’s not true 
at all.” 

Associates Discount, mentioned 
by Myers as a purchaser of “weak 
stuff,” declined to comment on the 
situation. But local financial circles 
report that Associates is surveying 
the situation and considering dis- 
continuance of purchase of dis- 
count house automotive paper. 

* * * 
Quit the Business 


ON JAN, 10, Union Car Sales, 
managed by Joe Myers and op- 
erating from CMA (Consumers 


Mart of America) gave up the sale 
(Continued on Page 54, Col, 1) 





of the installment loan|, 


Business Barometer 
Automotive News Economic Index — 
99.4 Percent of Last Week 
90.1 Percent of Like Week Last Year 
Percent of 
Percent of Like Week 
Last Week Last Year 
Auto Production ............... 96,179 102.1 55.5 
Truck Production ........... ei 19,034 106.7 58.4 
Auto Registrations—Year to date.. 6,076,515 107.7 
Truck Registrations—yYear to date. 884,685 eae 99.0 
Steel Production—Tons ......... 1,466,000 97.8 54.0 
Lumber Production—Board feet... 200,029,000 112.5 81.4 
Soft Coal Output—tTons ........ 7,090,000 88.7 83.0 
Oil Refinery Output—Barrels ..... 53,346,000 99.9 102.7 
Electric Output—Kilowatt hours....  15,361,000,000 103.7 106.5 
Barometer Freight Car Loadings 285,998 96.1 81.4 
Department Store Sales Index .. 107 82.9 94.7 
Stock Market Price Index....... 123.6 102.0 109.2 
U.S. Government Spending 
—Fiscal year to date ........... . $54,869,163,000 spas 101.5 
Commercial and Industrial Loans $31,493,000,000 99.5 105.1 
Savings Deposits ................ $33,405,000,000 100.3 110.8 
Used-Car Prices-—Average........ $1,100 102.3 99.5 
Business Failures ................ 400 117.6 142.3 
Common Common 
Stocks Feb. | Jan. 25 1960-61 Range Stocks Feb. | Jan. 25 1960-61 Range 
AMC....... 175, 17% =—29%y-17 Yn ON 6G ss ws 48 49 50% -38% 
Chrysler... 39% 383%, 71%-37% Mack...... 38 38Y, 52%-29% 
Ferd....... 69% 6854 927%-60% WOCS Givcans 7% 7Y% 24 Y2- 6m 
es 43, 42% 55%-40Y%, | White..... 49%, 48% 6734-36 
(Feb, 6, 1961) 
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New Directors of NADA— 


Honolulu, the first director from Hawaii. 


SAN FRANCISCO.—“As far as 
Chrysler is concerned, we have 
only built and shipped cars the 
dealers ordered,” L. L. Colbert, 
president of Chrysler, told news- 
men at his National Automobile 
Dealers Assn. convention press con- 
ference. 

“There’s no question,” continued 
Colbert, “that large field inven- 
tories exist, The reason being 
that sales for the last three 
months were not as large as ex- 
pected. I'd rather not get in a 
discussion about the size inven- 
tory (which a dealer should 
have) because it changes from 
day to day and from area to 
area, 

“I’m sure your figures (those of 
the reporter asking a question) 
are wrong. I’ve never seen an offi- 
cial million-car (inventory) figure. 
I think the law of supply and de- 
mand will take care of the situa- 
tion.” 

The press conference included 
Lynn A. Townsend, administrative 
vice-president and E. C. Quinn, 
sales division vice-president. The 
conference was held in connection 
with the annual traffic safety 
luncheon of the Automotive Indus- 


hts for 1961 


New directors of the National Automobile Dealers Assn. get together at the associa- 
tion's convention in San Francisco. From left are Cyle J. Murray (Cadillac-GMC), Sioux 
City, la.; Harry H. Brown jr. (Cadillac-Oldsmobile-Jaguar), New Haven, Conn.; Frank 
C. O'Rielly (Chevrolet), Tucson, Ariz.; Searcy Wilcoxon (Chevrolet-Oldsmobile-Cadillac), 
Crossett, Ark.; George D. Gardner (Oldsmobile), Binghamton, N. Y.; Joseph Paul 
(Oldsmobile), standing, Washington; Joseph N. Schneider (Chrysler-Plymouth-Dodge), 
Hempstead, N. Y. (for metropolitan New York City), and George W. Murphy (Chevrolet), 


Colbert View on Inventories: 
‘Dealers Ordered Them’ 





tries Highway Safety Committee. 
Colbert spoke at the luncheon, at 
which time he announced the 
Chrysler Corp. program to offer 
seat belts on a nonprofit basis. 
Colbert opened his press confer- 
ence by stating, “If you gentle- 
men (the press) have any ques- 
tions about the safety confer- 
ence, I’d be glad to answer them.” 
After a few perfunctory questions 













































on the subject of safety, news- 
men began to query Colbert on 
subjects considered of greater 
news value. 


When asked about factory con- 
trol of profit-destroying advertis- 
ing, Colbert said, ‘‘That’s some- 
thing we have to handle with each 
dealer. We have to reason with 
each individual dealer (when his 
advertising becomes unethical), It’s 
a matter of education, as we can’t 
directly control it.” 

Near the end of the press con- 
ference, a reporter asked, “In the 
Dewey report, on the investigation 
of Chrysler management, was indi- 
cated a continuing investigation of 
Chrysler middle-management. Is 
this investigation continuing?” 

“I did not come here to discuss 
such matters,” replied Colbert. 
“When the Dewey people completed 
their investigation of top (Chrysler) 
management, that was the end of 
their job. They then withdrew. 
Since then we’ve only had the con- 
tinuing management check (on in- 
tegrity of personnel).” 

Prior to Colbert’s press confer- 
ence, a reporter asked Town- 
send about steps 
begin taken to 
reduce Chrysler 
dealer inventories. 
“We’re working 
them down by 
selling them one 
at a time,” said 
Townsend, 

“Tnis is the 
only way we can 
do it. There’s a 
lot of sales pro- 
motion at the 








L, A. Townsend 
local level, with radio spots and 
dealer-tied newspaper advertising. 


“Then (once inventories are 
down) we’re going to set produc- 
tion at a realistic level and keep 
it that way, based on our daily 
sales rate. We are aiming for 
level production, minus extreme 
ups and downs, It’s not been done 
that. way, but we’re going to do 
it.” 

Later Townsend indicated that 
used cars were receiving major 
promotional attention. 

With Chrysler line dealers re- 
ported suffering from financial 
anemia, it is known that a major 
effort is being made by Chrysler 
to improve the dealer profit picture. 
Business management is expected 
to be a focal point of regional fac- 
tory reps. 

An early morning dealer break- 
fast was held for over 400 Chrys- 
ler line dealers attending the con- 
vention. Though banks and other 
finance groups had representatives 
at the meeting, the press was ex-| 
cluded by Chrysler public relations 
officials. One reporter, who wander- 
ed in by mistake, was asked to 
leave, his breakfast uneaten, before 
the meeting began. 

Colbert is said to have made a 
Short presentation in which he 

(Continued on Page 54, Col. 4) 











Chrysler Adopts 
Conflict Rules 


Senate Eyes Hearings 
On Newberg Charges 


HRYSLER CORP. has spelledq 

out in detail just what it ex. 
pects of its employes in the area 
of avoiding the hint of conflicts 
of interest in the future. 

Details of the program were 
revealed last week, although it 
has been in effect since early this 
year. A company spokesman said 
the new program updates regula- 
tions of the past and spells out 
exactly what is expected of em- 
ployes. 

The program came to light last 
week as new charges of conflict of 
interest were hurled against Chrys- 
ler management. At the same time, 
Senator Estes Kefauver, Tennessee 
Democrat, said that he will look 
into charges made against Chrysler 
by William C. Newberg, who was 

ousted as company president early 
in the conflict of interest probe. 
* * * 

HESE are the rules under which 

Chrysler employes now operate: 
1. A watchdog committee has 

been set up to administer the rules 
governing outside interests. The 
committee is responsible directly 
to the board of directors and must 
make quarterly reports to the 
finance committee of the board. 

Chrysler would identify only one 
member of the five-man commit- 
tee—J. Paul Smith, resident attor- 


ney. 
2. All investments in outside 
companies, including suppliers, 


competitors and unrelated com- 
panies, must be cleared by the 
(Continued on Page 4, Col. 3) 


Withers Succeeds 
Kennard as Chief 
Of Buick Sales 


FLINT.—Roland S. Withers, 50, 
general manager of General Motors’ 
United Motors Service Division, has 
been named general sales manager 
of Buick. 

He replaces Edward C. Kennard, 
41, who was named assistant gen- 
eral sales manager for Buick in 


Roland S. Withers E. C,. Kennard 


charge of the Eastern half of the 
United States, with headquarters in 
New York. 

A veteran of 28 years with GM, 
Withers started with the customer 
research staff. He was assistant 
general sales manager of AC Spark 
Plug before becoming UMS gen- 
eral manager. 











Withers is succeeded by William } 


M. Walker jr., 53, who had _ been 
executive assistant to the general 





W. M. Walker Jr. 
manager of UMS. He joined GM in 
1944, 

In other sales changes, 


O. Franklin Frost 


Buick 


General Manager E. D. Rollert an- § 


nounced the appointment of O. 
Franklin Frost, 48, AC equipment 


sales manager, as assistant general § 


sales manager in charge of the 
Western half of the U. S. 

Frost, who joined GM in 1941, 
succeeds James L. Bradshaw jr, 
who has been transferred to Flint 
in charge of Buick’s two retail 
stores. 

Kennard will succeed Robert F. 
Blair, who has been transferred to 
Flint in charge of fleet sales. 






















P Waco Motors 








OME indications of dealer think- | 
ing picked up here and there at | 
the National Automobile Dealers | 
Assn. convention in San Francisco: | 

Ernie Rogers, Chevrolet dealer of 
Rantoul, Il.: 

“One of the biggest needs in the 
auto business is a real system of 
communications, You know, the in-| 
dustry works at this a lot, and goes | 
through the motions, but this is the 
real breakdown — in communica- | 
tions from dealers to top manage- 
ment in the factories.” 

What about dealer relations de- 
partments? 

“Mostly for show, It does not 
do the job.” 

How about the factory 
ences? 

“These are organized to tel] the 
factory what it wants to know.” 

In amplification: 

“You see, the factory mixes 
with the dealer in all sorts of 


Porsche Upheld 
By Miami Judge; 
Dealer Sues GM 


MIAMI.—A former dealer-dis- 
tributor struck out last week in 
antitrust legal actions against 
Porsche of America. Federal Dis- 
trict Judge Emmet Choate dis- 
missed the last suit against Porsche 
by Frankie Watts, doing business 
as Waco Motors, 

In his suits, Watts alleged among 
other things that Porsche and its 
Eastern distributors had violated 
the good-faith law in cancelling 
in 1958. Another 
charge was that Porsche violated 
the Sherman Act by insisting on 
fixed resale prices at the retail 
level. 

Judge Choate dismissed the last 
of Watts’ suits with a statement 
that the Miamian, a British Motor 
dealer and former BMC and Jaguar 
distributor, had “failed properly to 
state a claim.” 

In Detroit, meanwhile, a $620,000 
good-faith suit against General Mo- 
tors was filed in Federal District 
Court by Gib Bergstrom, former 
Pontiac dealer. Bergstrom, also at 
one time a Ford dealer, now has 
Studebaker and Mercedes fran- 
chises in Northville, Mich. 

Bergstrom accused GM of bad 
faith in terminating his Pontiac 
franchise at 5959 Cass Ave. after 
he held it less than a year, until 
February, 1958. He said he raised 
the point, which had been a fac- 
tory branch, from a “position of fi- 
nancial distress” to fourth place in 
Detroit Pontiac sales. 

In two San Francisco good-faith 
suits, it was disclosed last week 
that McLaren Motors (Dodge- 
Plymouth), of San Leandro, would 
appeal from a directed verdict fav- 
oring Chrysler Corp. by a Federal 
District judge. A similar verdict 
against a former Ford dealer, Ra- 
leigh R. Leach, of Oakland, will not 
be appealed. 


confer- 
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| good sense, this dealer contended. 
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ways, but usually not so the deal- 
ers feel free to speak what is 
really on their minds, Dealers 
understand the value of being 
cooperative with the factory men. 

“Some dealers become million- 
aires and can afford to sound off. 
When they do, the word gets out 
that they are ‘negative.’ So what 
they say is discounted. 

“And when you meet with factory 
men at meetings like this conven- 
tion, you get the feeling that the 
factory men don’t really want to 
be disturbed. 'm not especially 
anxious to disturb them, but there 
should be some way to filter the 
‘real’ dealer thinking up to the 
top.” 

Rogers suggested that a disinter- 
ested, topnotch research organiza- 


port on top-level thinking of the 
National Automobile Dealers Assn. 
was a highlight of the midwinter 
meeting of the 
Automotive Trade 
Assn. Managers 
here last week. 

Major concern 
centered around 
the profit out- 
look for dealers. 
Charles Freed, 
Salt Lake City, 
head of the 
NADA Industry 
Relations Com- 
mittee, polled 
managers on this question: 

“Do you feel that the profit pos-| 
sibilities for dealers is worse today 
than 90 days ago?” 

When about two-thirds respond- 
ed yes, Freed asserted: 

“Well, your thinking is in line 
with the majority of directors.” 





Charles C. Freed 





tion might be able to do it on a 
continuing basis. There would have 
to be some way so the real meat 
could be brought to the top. It 
shouldn’t be buried in a volume of 
tiresome facts. 

* * * 


Elm St. Reputation 


ALKING with Jim Whitehurst, 

veteran of some 30 annual deal- 
er conventions and manager of the 
Dallas association, about efforts to 
elevate the stature of dealers with 
the public. 

“The auto business,” said White- 
hurst, “should be the most dignified 
business in town, because it is the 
most important in the world. Look 
how many millions depend on it. 

“But, with notable exceptions, 
dealers have an Elm St. reputa- 
tion.” (Elm St. is the pawn-shop 
row in Dallas.) 

ed * + 
Mortality Outlook 


T IS difficult to reconcile view- 
points you get from dealers and 

factory men on the outlook, Most 
factory men say their dealers have 
an optimistic attitude, ready to do 
business. 

Some dealers are optimistic. 
But you hear much talk about 
heavy dealer mortality in the 
works. 

One says: “Unless factories take 
dramatic steps to improve the out- 
look, there will be nearly 50 percent 
mortality of dealers in 1961. His 
analysis was based on a difficult 
economic situation combined with a 
grim battle facing all makes of two 
companies and individual makes 
among others. 

* * * 


To Support Weak 


eee dealer had a similar, 
although more modest estimate 
of mortality. However, he felt that 
the elimination of the weak dealers 
might have a healthy influence on 
the general market. 

He noted that much of the ef- 
fort of factories in relation to 
dealers seemed to be to bolster 
the weak at the expense of the 
strong dealers. 

He cited factories expediting 
“hot” models to weak dealers. | 
“Have to give them a hand,” he 
quoted the factory men. This is 
good sentiment but not necessarily 
Also he noted that contests seem | 
to be designed so that those doing 
a poor job find it easy to win by 
just getting back to normal. But) 
the dealer already going at top| 
speed is almost out of the race. 

* * * 


| service consultation areas reported 


Freed then said that while con- 


ATAM, NADA Directors Agree... 


Profit Outlook ? Dim 


SAN FRANCISCO.—A frank re-| siderable progress had been made| president, has the ear of the mak- 
much| ers, often they tell him: 





in dealer-factory relations, 
remained “to be done to keep up 
with the fast profit breakdown in 
the industry.” 

Big problem, it was indicated, 
was the heavy burden on 1960 
models carried over. This market 
indigestion, it was said, ruined 
the profit possibilities in the nor- 
mally big profit months follow- 
ing introduction of new models. 


Now, with the “big-profit” months 
nearly over, and with little profit, 
great concern for the future was 
evident among dealers. 


Freed said that last year 2,500 
dealers went out of business— 
largely against their will. In five 
years, he noted, the dealer total 
has declined from 41,000 to 32,000. 

One of NADA’s goals, he indi- 
cated, is to get NADA and factories 
tuned into a similar dealer wave- 
length. Freed said that while James 
C. Moore, NADA executive vice- 





NADA's Auditing Committee for 1961— 


Here is National Automobile Dealer Assn.'s new Auditing Committee, elected at the| few friends of business and many 


Cadillac), Burlington, Vt. 


By Jack Weed 


Service Editor 


AN FRANCISCO.—According to 
exhibitors in the National Auto- 
mobile Dealers Assn. equipment ex- 
| position last week, dealers from all 
over the nation showed more inter- 
est in service equipment, tools and 
other items that would enable them 
to make more money in their serv- 
ice shops than at any time during 
the last five years. 

Most exhibitors said this year’s 
event was reminiscent of the 
early shows after World War II 
when dealers were vitally inter- 
ested in seeing and investigating 
the new machines and processes 
for retail service work. 
Representatives in the factory | 


the same high interest in service | 
operation, and were extremely grat- 
ified with the number of dealers 
who asked how they could improve | 
their service. 

The setting of this year’s exhibi- | 
tion was by far the best that the | 
association has been able to offer) 
the exhibitors. Wide aisles and high | 
ceilings and the air of general | 
roominess seemed to aid in making | 
it the most attractive show ever} 
held by NADA. 

Added to this was the fact that} 








AID a Midwest Buick dealer on | 
the Special: 
“I’m supposed to compete with} 
the Impala with the Special, but | 
the Special’s on a short discount. 
And then there are a lot of people | 


| who like the Impala better than 
the Invicta, Fat chance I’ve got.” 
* * * 


OME dealers noted that the com- 
pacts are weak in rural areas. 
“Heck,” said a GM man, “We 
don’t even push our compact in| 
rural areas. We're dualled with! 

(Continued on Page 56, Col, 1) | 


the factories outdid themselves in 
decorating both the service and 
used-car consultation areas. 
Ey * * 
HILE the general decorative 
scheme was similar, each ma- 


jor factory group had varied its 
area decor and arrangement so that 
it was a harmonious blending 


from the American Motors area at 
one end of the large exposition 
room to the Chrysler Corp. area at 
the other end. 

The General Motors setting was 
particularly attractive, with sub- | 





Dealers Eye New Equipment .. . 


Service Interest Spurts 





dued colored lighting and two 
large clusters of freshly imported 
Hawaiian anthemia. 

Dealers seemed particularly in- 
terested in the new equipment on 
display, as well as any equipment 
or tools that would enable them to 
provide more productive space in 
their shops without investing in 
brick and mortar and tools and 
equipment that would aid them in 
saving mechanic time. 

Representatives at the Burroughs 
exhibit said dealers were showing 
great interest in modern accounting 
and stock-inventory systems that 
would give them a more accurate 

(Continued on Page 52, Col. 3) 





Martin jr., 
mer governor of 


New Montana 





Wemhoft 


Johnston (Ford dealer) ... The 


in Beaver Falls, Pa., has written 


alized in state legislature . 


of Police .. 


On the House... 


“A feeling of cautious optimism now seems to 
prevail across the nation, and YOU should help this 
gain momentum,” the Greater Kansas City associa- 
tion advises its members. “Talk optimistically .. . 
loosen up your advertising purse strings.” . 
nedy’s first car-dealer appointment is Clarence D. 
owner of Cadillac-Olds dealership 
Santa Monica, Calif. Martin, 44, is the son of for- 





Harvard graduate... 


statement of origin to accompany application for 
certificate of title, was shepherded through legis- 
lature by Rep. Ward Meyers (Chevrolet dealer) and Senator Harvey 
cropped up in Nebraska and Iowa . 


Donner asking him to ease GM’s high-inventory policy; declares 
that, if GM does it, other factories will follow... 

Oklahoma association’s drive paid off with 18 new members .. . 
“Doc” Whelchel, late manager of Tennessee association, was memori- 
. . Joe Scuncio, president of Rhode Island 
dealers, has been made life member of International Assn. of Chiefs 
. Eureka: Kentucky has reduced its state income tax. 


“That’s not what our dealers tell 


us. 


So the problem is to get dealers 
telling the factories and NADA 
the same story. NADA hopes to 
accomplish this through closer 
liaison with the make commit- 
tees. 

“We know,” Freed said, “that the 
makers need us aS much as we need 
them. We are trying to make this 
a two-day street—to sit down across 
the conference table as equals, 

“We have to tell makers that 
they must change a number of 
policies or they will tear asunder 
their national dealer networks.” 


The NADA staff is reflecting this 
concern. Moore told the dealers 
that Harold Draper, Saginaw Chev- 
rolet dealer who has specialized in 
business Management, will head up 
NADA’s Business Management De- 
partment. Draper, who is taking 
a less active role in his dealerships 
will work for and with NADA, de- 
veloping uniform business statis- 
tics and instrumental material, In 
addition, he will select, train and 
screen a list of speakers on busi- 
ness management. He will replace 
John Binns. 

Other readjustments on the 
NADA staff may be necessary to 
meet the critical times, Moore said, 
adding: “I may be one of the re- 
adjustments.” (This, it appeared, 
was said laughingly.) 

ATAM adopted a resolution urg- 
ing action against unethical deal- 
ers who supply discount houses and 
phony fleet users. 

Thomas Abbott, chairman of the 
National Affairs Committee, and 
Ben Gwill, staff legislative counsel, 
reviewed the legislative outlook. 
It was noted that while the House 
Labor Committee had not yet been 
formed, it was likely to contain 


association's annual convention in San Francisco. It and the Nominating Committee | Of organized labor, in contrast to 
are the only elected committees. From left are William £. Voyce jr. (Ford), Baltimore;| the situation in the previous Con- 
William H. Terry (Buick-Opel), Jacksonville, Fla., and Peter ValPreda (Oldsmobile- 


gress. 

Ray Wilson, head of the Mem- 
bership Committee, pointed out that 
while 2,500 dealers went out of 
business in 1960, NADA member- 
ship dropped only 800. Because of 
a revision in the dues structure, in- 
come from dues was within 90 cents 
of the all-time high. 

In a question-and-answer peri- 
od, N. L. McLaughlin, Long Beach 


(Continued on Page 52, Col. 4) 





3,807 Auto Dealers 
Counted in Canada 


TORONTO.—Canada had 3,807 
auto dealers at the end of 1960, 
according to the Canadian Auto- 
mobile Chamber of Commerce, 


The chamber also announced 
that passenger-car production 
last year totalled 306,602 units 
for the domestic market and 
18,680 for export. The correspond- 
ing 1959 figures were 286,104 and 
14,745. 
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Hahn Bars VW Price Cut .. . 





Iacocca Confirms Smaller Fords 


(Continued from Page 1) 


figure to 6.2 or 6.3 million, including 
400,000 to 425,000 imported cars. 
* + * 


OLBERT said he thinks his 

September forecast that ’61 
sales could match ’60 volume still 
is a good prediction. 

In 1960 about 6.1 million domestic 
cars were sold, and about 500,000 
imports. 

Iacocca said sales “will be on 
the slow side” in the next 60 days, 
with a gradual increase in the 
second and third quarters. The 
fourth quarter “will be a vig one,” 
he predicted. 

“While some people are holding 
one hand on their pocketbooks, 
those same pocketbooks are load- 
ed,” he continued, “There is more 
spendable income around than ever 
in our history.” 

Both the Falcon and standard 


Egbert to Meet 
Dealers This Week; 
Vows ‘New Look’ 


NEW YORK.—Following a direc- 
tors’ meeting today (Feb. 6) at 
which the company’s annual finan- 
cial statement will be released, 
Studebaker-Packard’s new presi- 
dent, Sherwood H. Egbert will take 
off on a five-day, 
seven-city tour of 
sales zones to 
meet the com- 
pany’s dealers. 

Egbert will 
meet with dealers 
in Boston and 
Philadel 
phia zones Tues- 
day, Feb. 7; move 
¢ — on to Washing- 
; ™ ton, Feb, 8, then 

S. H. Egbert to Atlanta and 
and Tampa, Fla., Feb. 9, and New 
Orleans and Dallas on Feb. 10. 


At his first official press confer- 
ence after taking office, Egbert 
told reporters at the National Auto- 
mobile Dealers Assn. convention in 
San Francisco that S-P will have 
a different look in 1962. 

He said the reported suspension 
‘of tooling work at Budd Co. was 
to permit changes on styling for 
1962. The ’62 model will not be 
radically new. Egbert said the com- 
pany’s national dealer council 
helped design the new car. 

Egbert sees his job this way: 
Establish objectives; set team in 
action to accomplish them. 

“I didn’t come to S-P to partici- 
pate, but to win,” the new presi- 
dent said, noting that he has made 
financial sacrifices to take the 
challenge. 

Egbert also revealed that S-P is 
working on a four-cylinder engine, 
but does not have a socalled com- 
pact-compact in the tooling stage. 








Tempest Cited— 


The annual Motor Trend Award was 
presented to Pontiac for development of 
the ‘61 Tempest. Accepting the award, 
presented by Don Werner, from left, edi- 
tor, Motor Trend, and Robert E. Petersen, 
president, Petersen Publishing Co., is S. E. 
Knudsen, Pontiac general manager. The 
Tempest was cited for the transfer of the 
transmission to the rear axle, introduction 
of a flexible drive shaft and new engine 
power. 





Ford are gaining sales, he said, 
and Thunderbird orders are 45 days 
ahead of production, 

Iacocca called high inventories a 
headache for both the dealer and 
the factory. Since each dealer’s 
needs differ, he added, “we confer 
with each on his own irnventory 
requirements, letting him set his 
own, 

* * * 


“q\yVERSUPPLY of cars costs the 

factory money as well as the 
dealer,” he continued. “We are 
against it, too, because the cost of 
stocking these cars has to go into 
the cost of the car.” 

He blamed the huge oversupply 
of ’60 models on the fact that 
last summer’s sales did not "hold 
up to our projections.” 

Colbert said that in spite of the 
fact that sales now are trailing ’60, 
“we think the last half of the year 
is going to be very good indeed.” 

The wide number of compact and 
standard models offered in 1960 was 
largely responsible for the produc- 
tion of too many cars and the 
mountainous inventories of all 
models, Mills said. 

“IT don’t see how the industry can 
continue to offer the wide variety 
that it now does,” he added. 

Mills said the inventory picture 
would be much brighter if there 
were 350,000 to 400,000 fewer units 
in dealer hands. He added that he 
sees an early market pickup from 
the flat spot in January. 

Mills estimated that sales this 
year will total about 6.2 million, in- 
cluding 400,000 imports, 

* oe * 


H42N said he didn’t think price 
cutting “is a very good way to 
increase sales, 

“We plan to improve our or- 
ganization and improve our ve- 
hicles,” he added, “We think this 
is the right approach.” 

He said Volkswagen will have 700 
dealers in the U. S. by the end of 
this year, compared with 600 at 
present and 470 a year ago. The 
company sold 160,000 cars and 

32,000 trucks in this country a year 
ago and expects a 25 percent in- 
crease this year, he said. 

Hahn added that VOA is pres- 
sing a program with NADA, urg- 
ing its dealers to join. Alfred Kalm- 
bach, VOA’s West Coast vice-presi- 
dent, has been designated director 
of dealer-distributor relations and 


Armstrong Heads 
Dealer Enterprise 


For Chrysler 


DETROIT. — Chrysler Corp. last 
week announced key appointments 
in its American and Canadian op- 
erations. In each case, the ap- 
pointee will have responsibilities on 
both sides of the border. 

In Detroit, Robert D. Armstrong 
was named general manager of 
market representation and dealer 





John J. Riccardo 


R. D. Armstrong 


enterprise. His duties encompass 
both the United States and Canada. 

Armstrong formerly was execu- 
tive vice-president and a director 
of Chrysler Corp. of Canada, Ltd. 
He will continue as a vice-president 
and a board member of the Cana- 
dian subsidiary. 

John J. Riccardo was appointed 
vice-president and operations man- 
ager of Chrysler of Canada—sub- 
stantially the same position as 
Armstrong held. 

Riccardo is general manager of 
the Export-Import Division in the 
corporation’s International Opera- 
tions Group, He will retain that 
post, 


assigned to work with NADA, 


Hahn said. 


Nichols said today’s buyers are || 
becoming more conscious of engi-|' 


neering and mechanical features, 

“A customer who once hesitated 
to discuss the merits of a six versus 
an eight-cylinder engine now ques- 
tions the salesman about optional 
axle ratios, special camshafts and 
economy carburetor jets. 

“The modern automobile sales- 
man has to study his product very 
thoroughly to stay ahead of these 
knowledgeable new-car buyers,” he 
added. 

Raoul Permeke, a Belgian deal- 
er, told the NADA convention 
that the American compacts may 
become a “real factor” in the Eu- 
ropean market. 


“Europeans can afford neither to 
buy nor to run the larger Ameri- 
can-built cars,” he said. “But it 
seems reasonable that with your 
smaller vehicles, American-built 
cars will again become a real factor 
in the European market.” 


Fe 


a <i as 





New Nominating Committee of NADA— 


Elected at the annual National Automobile Dealers Assn. convention in San Francisco 
was the new Nominating Committee (which will offer the 1962 slate). From left are 


Leo B. Carey (Studebaker), Coventry, R. 


1.; James M. O'Mara (Pontiac), Hutchinson, 


Kans.; Chairman Al Long (Ford), Detroit; C. Ed Flandro (Ford-L-M), Pocatello, Id., and 


Vice-Chairman H. L. Galles jr. (Cadillac-Oldsmobile-Chevrolet), Albuquerque. 


Senate Eyes Hearings on Newberg Charges. . . 


Chrysler Adopts Conflict Rules 


(Continued from Page 2) 


committee, if they are not cov- 

ered by either rule three or rule 
four. 

3. There are no limitations on in- 
terests in certain companies. These 
include banks, public utilities, mu- 
tual funds, investment companies 
and transportation companies which 
are subject to government regula- 
tion, with the exception of motor 


carriers. 
* * * 


Frou. Investments in companies 
whose securities are traded on 
national exchanges or in the over- 
the-counter market are subject to 
two limitations: The cost of secur- 
ities purchased by a Chrysler em- 
ploye and his immediate family in 
any one of the other companies 
may not exceed $10,000, A Chrysler 
employe and his family may not 
own more than 1/10th of one per- 
cent of outstanding securities of 
any one company. 

(The standards set up in 
the fourth rule are similar to those 
used by investigators last summer 
when they were looking for con- 
flicts of interest among Chrysler 
officials.) 

5. No Chrysler employe may 
render services for outside com- 
panies without clearance from 
the watchdog committee. 

6. All offers of personal benefits 
“beyond normal business cour- 
tesies” must be reported by the em- 
ploye receiving the offer to his im- 
mediate superior. 


* * *® 


LETTER outlining the new 

rules was sent to 13,000 Chrys- 
ler employes, including all those 
who have contacts with outside 
companies. They were warned that 
failure to observe the rules could 
lead to dismissal and possible legal 
action. 

In revealing that he will look 
into the Chrysler situation, Sen- 
ator Kefauver said that he will 
examine Newberg’s charge that 
he was offered the board chair- 
manship at Studebaker-Packard 
if he would agree to give Chrysler 
the $455,000 in profits he obtained 
from interests in two Chrysler 
supplier companies. 

An Official of the Senate Anti- 


Late Report... 


trust Committee, which Kefauver 
heads, said the Chrysler situation 
had been under study for some 
time. He said there were no present 
plans to hold hearings. 

Kefauver indicated that two spe- 
cific questions are under study in 
the Chrysler case: The effect of 
any conflicts of interest on free 
competition and small business and 
the possibility that conflicts may 
have deprived stockholders of prof- 
- * * * 

OL A. DANN, Detroit lawyer who 

has been the chief critic of 
Chrysler management, came up 
with two new charges last week: 
That Daisy Colbert, wife of Chrys- 


Hillman Prices 
Cut $50 to $250; 
12-12 Adopted 


NEW YORK.—Rootes Motors, 
Inc., has slashed Hillman prices $50 
to $176 in the East and $196 to $250 
in the West. Rootes also has ex- 
tended the 12-12 warranty to its 
four lines of cars—Hillman, Hum- 
ber, Sunbeam and Singer. 

The Hillman action made Minx 
sedans the same price at both East 
Coast and West Coast ports of 
entry. The Husky wagon and the 
Minx convertible are $80 to $100 
cheaper in the West than in the 
East. Formerly, the Western prices 
had been $50 to $110 higher than 
those in the East. 

Hillman dealers will receive re- 
bates on cars in stock equal to the 
difference between the old and new 
wholesale prices. 

Here are the new Hillman port- 
of-entry prices: East—Husky two- 
door wagon, $1,579 (down $60); 
Minx Special four-door sedan, 
$1,599 (down $136); Minx Deluxe 
four-door sedan, $1,699 (down $176) ; 
Minx convertible, $2,099 (down $50) ; 
Minx four-door wagon, $2,199 (down 
$100). 

West—Husky two-door wagon, 
$1,499 (down $250); Minx Special 
four-door sedan, $1,599 (down $196); 
Minx Deluxe four-door sedan, $1,699 
(down $250); Minx convertible, 
$1,999 (down $200). 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
rose $25 last week to $1,100, according to Automotive News’ index. 
It was the third week in a row that the index had held steady or 
moved up and it carried average prices to the highest level record- 


ed since the index of Dec. 26. 


Gains amounted to $177 on ’61s, $37 on $54s, $31 on ’58s, $3 on ’56s 


oem 


and $1 on ’55s. 


Losses of $8 on ’59s, $9 on ’60s and $33 on ’5%s car- 


ried each of those models to new lows. 
At a group of representative auctions last week the sales ratio 
was 67.1 percent, virtually unchanged from the 67.2 percent record- 


ed a week earlier. 


Auction reports begin on Page 43. 





ler President and Chairman L. L 
Colbert, held an interest in a Chrys- 
ler supplier and that W. Alton 
Jones, a Chrysler director, had been 
the largest stockholder in another 
| Chrysler supplier. 

The charges were confirmed at 
least partially and Chrysler con- 
tended that they did not represent 
conflicts of interest. 

On the basis of his charges, 
past and present, Dann demanded 
the resignation of Colbert. He 
said that his charges against 
Chrysler management, his many 
suits against the company and his 
plans for a proxy fight to unseat 
Chrysler’s directors could be done 3 
away with by the replacement of 
Colbert “by the proper person.” 

Dann charged that Mrs. Colbert 
owned 808 shares of Dura Corp. 
stock and that she held the stock in 
her maiden name, Colbert issued a 
statement which said that Mrs. Col- 
bert had owned as many as 444 
shares of Dura but they all had 
been listed in her married name, 

ES *x ok 

E SAID that Mrs, Colbert 

bought 300 shares in 1955, an- 
other 104 shares in 1957 and re- 
ceived a 40-share dividend in 1959, 
The stock was purchased at mar- 
ket prices through a brokerage firm 
for a total cost of $6,800, he said. 

Colbert said that his wife sold all 
of the stock early in 1960 at a gain 
of about $2,900. The date of the sale 
was not disclosed but it was as- 
sumed to be before April 19, the 
date of the last annual meeting at 
Chrysler. At that meeting, Colbert 
said that neither he nor members 
of his family had an interest in any 
Chrysler supplier. 

The Colbert statement pointed 
out that Mrs, Colbert’s interest in 
Dura was disclosed to the investi- 
gators who looked for possible 
conflicts of interest at Chrysler 
last summer. The investigators 
gave Chrysler officials a clean bill 
of health. 

J. Thomas Smith, president of 
Dura, which supplies Chrysler with 
some of its die castings, window 
lift devices and convertible top 
mechanisms, issued a statement 
which said that all of its contracts 
with Chrysler had been obtained 
after competitive bidding. 

* * *” 

E SAID that sales to automotive 

companies were only a minor 
part of Dura’s total sales and that 
sales to Chrysler amounted to less 
than 2 percent of Dura’s total vol- 
ume. He said sales to other major 
auto companies were higher. 

“In our experience, Chrysler's 
purchasing requirements have 
been extremely exacting and the 
competition tough” was the way 
Smith summed up his firm’s busi- 
ness with Chrysler. 

Dura has a little less than 600,000 
shares of stock outstanding. Smith 
lives next door to Colbert in the 

(Continued on Page 8. Col. 4) 











NOBODY HAS MORE TO SELL 
“THAN GMC TRUCK DEALERS! 







MORE POWER ADVANCEMENTS! The only 


extended-life V-6s and superior-power Twin-Six 
gas engines. . . fuel-saving, high-performance 


é MORE VALUE! GMC Pickup base price includes 
V-6 and V-8 two-cycle diesels, too. 


such extra-value features as independent front 
suspension, double-wall cab, foam rubber seat, 
hardwood body floor and 4-coat protective finish. 
Choice of 34 Pickup combinations. 





MORE TILT-CABS! 39 models... 72” cab... 


48” cab... steel and aluminum .. . set-back 
and set-forward front axles. 








MORE NEWNESS! 
Smoother-riding, easier- MORE PAYLOAD! Up to 2000 pounds extra per 


driving independent front suspension. Stronger truck, per trip. Proved by actual scale weight 
frames. Bigger brakes. More of everything. comparisons. 


Results? More sales and more profits for GMC Dealers. Proof? 
GMC Truck sales were up 20% above industry average for 1960. 
Latest figures show that exclusive GMC dealers realized a 2.6% 
| net profit against a 1.4% net profit average for automotive dealers , 

reporting in the industry. Interested? A limited number of profit- pa DANS 
able GMC franchises are available to qualified businessmen. For [| ; 
complete information, write General Sales Manager, GMC Truck & | RUC KS 
Coach Division, Pontiac, Michigan. 


THE BIG PAYOFF IS HERE WITH GMC—THE TRUCK TRIUMPH OF THE 60’s 
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Rambler to Expand 
World Marketing 


(Continued from Page 1) 


sales of $261,303,076 in the first 1960 
fiscal quarter. 

Net earnings, however, were be- 
low the comparable period of a 
year ago. They totalled $10,163,324, 
compared with $12,216,665 a year 
earlier. 

Possible mergers aside, expansion 
in the domestic market should 
come about this year, Romney said, 
through the customer progress 
sharing program, more efficient 
manufacturing methods and a 
growing demand for compact cars. 

* * * 


OMNEY reiterated his earlier 

predictions that compacts will 
be taking about 50 percent of total 
domestic new-car sales by the end 
of 1961, 

Business for AMC for the rest 
of the year should improve over 
the first fiscal quarter, Romney 
said. 

In discussing international ex- 
pansion, Romney said AMC’s inter- 
est is growing because overseas 
motorists, reflecting rising living 
standards, are beginning to trade 
up to Rambler-size vehicles, 

“Through the establishment of 
additional assembly plants abroad, 
we are preparing to compete vig- 
crously for additional business in 
these markets,” Romney said. “We 
also are continuing to ship more 
cars from Kenosha to overseas 
markets.” 

Romney said AMC “should more 
than double” its Rambler export 
business by the end of the ’62 model 


year. 
* * 


* k 
AMBLER’S domestic success, he 
said, is what has led AMC to 
become interested in capitalizing 
on its potential in foreign markets. 

“Fortunately,” he said, “we’ve 

had long experience in Kelvinator 
of working with nationals on a 
partnership basis. As we get 
ready to expard our automotive 
operations abroad, we intend to 
apply the lessons learned in the 
international appliance markets. 
. We’ve been devoting a lot of time 
and attention to this. 

“We have arrangements in Mexi- 
co, Australia, South Africa and 
Malta whereby we supply the basic 
designs and know-how, but local 
capital is used in the assembly of 
Ramblers in these countries. 

“Assembly soon will commence in 
New Zealand, and we are exploring 
similar operations in Europe and 
South America and certain other 


parts of the world.” 
* * * 


oe that AMC’s revived Ca- 
nadian auto operation is now in 
business on a low-volume basis, 
Romney said both the facilities and 
the Canadian content of parts and 
materials going into the cars would 
be expanded as the Canadian de- 
mand for Canadian-built Ramblers 
grows. 

Romney, reporting that AMC 
currently owns 100 percent of the 
Canadian operation, said: “After 
we’ve been in operation long 
enough to establish cost and 


VW Distributor 
Sells to Factory 


In Vancouver 


VANCOUVER, B. C.-—Volkswag- 
en Pacific Sales, which has distrib- 
uted VW in British Columbia for 
eight years, has turned the whole- 
sale end of the business back to 
Volkswagen Canada, Ltd. 

R. Borden DeWolfe, president and 
general manager of the distributor- 
ship, said he had asked to be re- 
lieved of the wholesale activities 
because they have grown too large 
to be operated locally. 

Borden and his brother, Jack, will 
continue to operate their Volks- 
wagen dealerships. 

This is believed to be the first 
North American case of a sellback 
by a VW distributor. Several United 
States distributors in Renault, Tri- 
umph, Rootes Group and Jaguar 
have sold back to importing sub- 
sidiaries. 





| 
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earnings records that are reliable, 

I will recommend we explore the 

matter of full and equal partner- 
ship with Canadian owners. 

“In the meantime, I am recom- 
mending to our board of directors 
that we not only operate foreign- 
Cwned subsidiaries under the man- 
agement control and direction of 
managements composed of each na- 
tion’s own nationals, but that to the 
extent permitted by foreign and 
United States law they be operated 
as if they were owned 100 percent 
by investors in the country where 


the operation is located.” 
* * * 

HEN asked from the floor to 

comment on reports that AMC 
and Willys are holding merger dis- 
cussions, Romney said, “Earlier in 
the week I said I had no comment 
on such reports. I don’t intend to 
go beyond that ‘no comment’ 
today.” 

However, when another stock- 
holder asked whether there is any 
truth to a rumor that AMC and 
Chrysler Corp. will merge, Rom- 
ney said vehemently: “Absolutely 
no foundation. No foundation 
whatsoever.” 


In further discussion of the Wil- 
lys report, Romney said, “We’ve 
(AMC) been exploring the whole 
area of international capitalization 
on Rambler’s success and possible 
diversification, Broadly speaking, 
we're constantly giving study to 
these applications.” 

At the start of the meeting, Rom- 
ney complained he had caught cold 
—perhaps as the result of “10 con- 
secutive days of rest” last month. 

Several stockholders pricked up 
their ears when Romney said he 
had spent the 10 days in Hawaii. 
The 50th state, of course, is a fre- 
quent recreation spot for executives 
of Kaiser Industries, the parent 
firm of Willys, and is also the home 
of Henry J. Kaiser. 

There was also a report circulat- 
ing in Detroit last week that a 
team of eight AMC executives re- 

(Continued on Page 54, Col, 2) 








Ford Powwow— 


Ford Division dealers and factory service 





Airing Service Problems— 
Studebaker, DKW and Mercedes dealers 
consultation hall at the National Automobile 


dealers’ exemptions from minimum- 
wage legislation was virtually 
sealed late last week, as the House 
of Representatives, 
margin, approved a plan by Speak- 
er of the House Sam Rayburn to 
stack the House Rules Committee 
in favor of liberal interests. 


the Rules Committee in favor of 
liberal interests was 217 to 212, To 
give supporters of the new govern- 
ment’s program the votes they 
needed, 28 Republican representa- 
tives bolted from their party’s 
avowed policy opposing the meas- 
ures, 


controversy between Rayburn and 
Rep. Howard Smith, Democrat 
from Virginia, and chairman of the 
rule-making committee, signals al- 
most certain approval of Kennedy- 
endorsed proposals to broaden min- 
imum-wage coverage. 


some circles call it slim enough to 
Many ideas were passed along when | embarrass the new Administration 
—it definitely gave the chief execu- 
representatives got together at the NADA | tive the go-ahead in any plans he 
convention last week. oOo 


_FEBRUARY 


6, 1961 





Renault Dealer Advisory Board Meets— 
Members of the newly formed Renault New England Regional Dealer Advisory Board, 


made up of dealers elected from the area's six states, are shown at their first business 
meeting in Boston. The New England group is the first of 10 such boards to be set up 
in 1961 to provide ‘‘broadened channels of communication between the factory and 
the dealer organization."’ Front row, from left, are Walter Southworth, New Milford, 
Conn.; Thurman Priest, Newmarket, N. H.; Richard Sexton, Nashua, N. H., and James 
Kenny, Providence. Second row: Irving Myers, Watertown, Mass.; Harvard Mullen, 
Waterville, Me.; John McDonald, Providence, and Robert Shearer, South Burlington, Vt. 





House Rules Group Liberalized .. . 


Broader Wage Coverage ? 


WASHINGTON.—The fate of car 


by a hairline 


By its action, the House all but 
endorsed plang by the present 
administration to broaden the 
wage-hour law to include car 
dealers and to increase the pres- 
ent minimum from $1 an hour to 
$1.10. 

Final vote on the plan to revamp 





The action, which grew out of a 


President Kennedy already has 
made public his intention of lend- 
ing full support to minimum- 
wage laws which would, in effect, 
exempt no sector of the nation’s 
economy. In his state of the union 
message, he singled out broaden- 
ed liberal wage-hour legislation 
as one of the means by which he 
hopes to “cure” the nation’s 
economy. 

Though the vote was a slim one— 


confer with factory officials at a service 
Dealers Assn. convention in San Francisco. 





may have to broaden existing eco- 
nomic legislation. 

The practical effect of the house 
action is to add three new members 
to the rules committee, which has 
in the past been evenly divided in 
membership between six liberals 
and six conservatives. 

Until now, the _ conservative 
half of the committee has been 
able to stall House action on any 
proposals it disliked, by virtue 
of the fact that a tie vote in the 
group means “no action.” 

In the future, however, the Rules 
Committee, with a predominance of 
liberal members, will predictably 
go along with any measures backed 
by Rayburn and the Kennedy Ad- 
ministration. 


Ford’s ’60 Sales 
And Earnings 


Show Decline 


DEARBORN.—Ford Motor Co.’s 
consolidated sales in 1960 were $5,- 
237,889,262—2.2 percent lower than 
1959 sales of $5,356,871,344—Henry 
Ford II, chairman and president, 
announced. 

The company’s consolidated net 
income in 1960 was $427,885,948, 
down 5.2 percent, compared with 
$451,367,367 in 1959. Return on sales 
was 8.2 percent, compared with 8.4 
percent in 1959. Total assets in- 
creased from $3,462,177,965 in 1959 
to $3,756,803,522 in 1960. 

In the fourth quarter of 1960, con- 
solidated sales were $1,375 million 
and consolidated net income was 
$111.7 million. 

The company’ earned $51.4 million 
on sales of $978.4 million in the 
third quarter of last year. The 
fourth quarter of 1959 showed a 
profit of $112.3 million on sales of 
$1,365.7 million. 

Factory sales of the company’s 
cars and trucks in 1960 totalled 
2,224,859 units, compared with 2,- 
091,106 units in 1959. These sales in 
1960 represented 28.3 percent of in- 
dustry factory sales of cars and 
trucks; in 1959, the company’s share 
of industry factory sales of cars 
and trucks was 31.1 percent, Ford 
said. Unit sales of cars and trucks 
were the second highest in the 
company’s history. 

In the first quarter of this year, 
little change in the stocks of com- 
pany dealers is expected, Ford said. 
Therefore, even if retail sales of the 
company’s cars are close to first 
quarter 1960 sales, company profits 
will be lower, reflecting the lower 
production, he said. 

The company’s capital expendi- 
tures for expansion, modernization 
and replacement of facilities (ex- 
cluding special tools) were $128,226,- 
221 in 1960, compared with $75,015,- 
038 in 1959. 


Used-Car Sales 











Creep Upward 


New Cars to Follow? | 
Dealers Hopeful 


(Continued from Page 1) 





new-car business weeks ahead of 
time by careful study of the trend 
on their used-car lots. ‘ 

New cars struck out on their 7 
own in the 1955 market—thanks 
to extensive credit expansion, 
among other things—and any re- 
lationship between new-car and 
used-car sales ever since has been 
no better than haphazard. 

In 1960, for a recent example, vol- | 
ume of new-car sales was relatively 
high, while used cars suffered one 
of their poorer years. 

With both used-car and new-car 
sales currently depressed, market 
movement could once again become 


synchronized, auto men believe, 
* * * 


: 















NE industry executive who last | 

week linked new-car sales to | 
the used-car market was L. A, 7 
Iacocca, general manager of Ford | 
Division. 

Iacocca, talking with newsmen | 
at the National Automobile Deal- 
ers Assn. convention, said that 
one of the reasons for slow new- 
car sales was the depressed state 
of the used-car market. 

“As used cars settle down,” he 
said, “new cars will pick up.” 

Iacocca expects an upturn by the 
second quarter. Dealers are hopeful 
it will come sooner. 

Pinpointing the timing depends 
on two developments. If wholesale 
used-car buying makes its usual 
mid-February upturn and if new- 
car sales trail used-car patterns by 
the same interval that formerly was 
considered normal, sizable gains in 
new-car sales could be expected in 
late March. 

* * * 

ACOCCA also noted last week 

that used-car prices were firm- 

ing up. At the wholesale level, ac- 
cording to AuToMoTIVE News’ index, 
prices have either held even or 
moved upward for three weeks. 

Average prices last week were 
the highest recorded by the index 
since late December and were, in 
fact, running well ahead of No- 
vember levels. 

Auction operators themselves last 
week were reporting “surprisingly 
strong and active” sales. 

In discussing the retail used-car 
improvement last week, one dealer 
said, “Don’t get the idea that we're 
dripping in black ink. 

“But things were so horrible up 
until a week ago that just a little 
bit of business looks good to us.” 

Oo” * * 

AID another: “Used cars took 

such a tremendous flop that 

something had to happen. We only 
hope this is the real thing.” 

A Midwesterner said: “The 
used-car market is bound to work 
its way out of trouble. There is 2 
certain value to every used car 
and every car has a buyer. 

“Even a junker is worth ‘two 
bits.’ You just have to work your 
way up from there.” 


Dow to Expand 
Product Line for 
Auto Aftermarket 


MIDLAND, Mich.—Dow Chemical 
Co. is developing a full line of prod- 
ucts for the automotive aftermar- 
ket, according to D. K. Ballman, 
sales vice-president. 

The trademark Dowgard, cur- 
rently applying to the company’s 
“full-fill” coolant, will be used for 
the entire series of automotive 
products. 

The first of the new products will 
be Dowgard Antifreeze, which will 
be marketed this fall. 

Dow ‘said it is a full-strength, 
single-phase type antifreeze which 
will protect cooling systems to tem- 
peratures of 34 degrees below zero 
when mixed 50-50 with water. 

Dowgard antifreeze will be mal- | 
keted through automotive jobbers 
to auto dealers, service stations 
and independent garages. Prices, 
shipping and terms will be similar 
to those of other national brand 
antifreezes, the company said. 


. 








Rambler Dealers Sell... 


More Compact Cars Per Dealer Than Any 
Other Dealer Group In The Industry 


Rambler Dealers’ Profits... 


Are Well Above The Industry Average 


hambler Dealers Have... 


The Lowest-Priced Line Of U.S.-Built Cars— 


The Rambler American Deluxe 2-Door Sedan Is Priced 
From $67 To $539 Less Than The Lowest-Priced Models 
Of The Other Compacts, According To Manufacturers’ 
Suggested Delivered Prices At Factory. 


Wouldn't You Like To Be A Rambler Dealer. . . 
AND SHARE IN RAMBLER’S PROGRESS? 


Director of Dealer Development 
American Motors Sales Corporation. 
Detroit 32, Michigan 


We Have the Proved Product for the Exploding | 
Compact Car Market . . . There Are Still a Few information a the Fembler franchise. | understond That I | 
Franchises Available in Select Markets . . . arent ak sal ie 

| 

| 

| 
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Rambler Seeinatine s Also Ava cilable n Conede ene lnpertont Export Market 
die. “lenin: tar ineinnenk Gedneny Omeaaant Ltd., Bra | Onterio. PHONE NO. = -- 
(Please Print) 


ee ee oe ee ee ee ee ee ee = ee ee ee ee I 











8 


Borgward Faces 
Takeover of Firm 


In Finance Crisis 


BREMEN, Germany.— The city 
government of Bremen is seeking 
permission to form a temporary 
corporation to take over the Borg- 
ward Group here so that produc- 
tion may continue. 

Dr. Carl F. Borgward, owner of 
the auto firm, announced last week 
that he would be unable to meet 
the payroll for his 20,000 employes 
this week. The city will give cred- 
its only if Borgward permits it to 
step in with a new organization. 

As Automotive News went to 
press last week, Borgward had de- 
clined to give such permission. The 
Bonn Government has refused as- 
sistance. 

Borgward said the crisis is “sea- 
sonal” and that small-car sales 
have fallen below anticipated lev- 
els. Last week’s development was 
the climax to a number of moves 
to salvage the auto firm, which 
makes Borgward, Arabella (Lloyd), 
and Hansa (Goliath) cars. 
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| Dealers Inspect Equipment— 


Chicago Windup 


For Economy Run 


NEW YORK.—The six-day 1961 
Mobilgas Economy Run will start 
March 11 and wind up in Chicago, 
a total of more than 2,000 miles. A 
record field of 60 cars will partici- 
pate, according to V. A. Bellman, 








High dealer interest in service equipment was reported last week at Equipment 
Exhibition of National Automobile Dealers Assn. in San Francisco. Above is an over- 
all view of the floor of Brooks Hall, where the show was held. 


Socony Mobil Oil Co. marketing 
vice-president. 

For the first time in seven years 
there will be a class for manual- 
transmission cars, Those who enter 
cars in this class—four-cylinder and 
six-cylinder compacts—also must 
have a car in Class B—four- and 
six-cylinder compacts with auto- 
matic transmission. 





Watchdog Committee Set... 


Rules on Conflicts 
OK'd by Chrysler 


(Continued from Page 4) 


Detroit suburb of Bloomfield Hills. 

Dann’s second charge was that 
Jones was the major stockholder in 
Surface Combustion Corp., Toledo. 
He said that the company was a 
Chrysler supplier and was later sold 
to Midland-Ross Corp., Cleveland, 
another Chrysler supplier, while 
Jones was a Chrysler director. 

* * * 


SPOKESMAN for Jones, who is 

chairman of the executive com- 
mittee of Cities Service Co., said 
that Jones and Jones family inter- 
ests had held an interest in Surface 
Combustion but claimed that this 
did not represent a conflict of in- 
terest on Jones’ part, 

Chrysler said that it had done “a 
relatively small amount of busi- 
ness” with Surface Combustion and 
said that it was no secret that 





EATON 2-SPEED 
TANDEMS 


give you all the advantages of BOTH 


EATON | 


2-SPEED and 
AXLES 


% Double the conventional number of 
available gear ratios 


* Power when you need it; speed when 


you want it 


* Engine operation within the most efficient, 
economical speed range 


x Low stress and wear on axle, clutch, 
transmission, and drive line 


* Simple, low-cost maintenance 


* Long truck life; thousands of extra 


low-cost miles 












EATON 








EATON 


TANDEM 


DRIVES 


* Short over-all length; maximum strength 


with minimum weight 


* Simplified design; few parts; easy, low-cost 


maintenance 


* Most parts interchangeable with standard 


Eaton 2-Speed Axles 


* No need to match tires; Eaton’s inter-axle 
differential eliminates wheel-fight 


* Power equally transmitted to both axles 


* Driver-controlled inter-axle differential 
lock-out for extra traction when needed 







Wide 
Eaton 


range of capacities. 
Tandems are also 


available in Single and 
Double Reduction types. 


For hauling operations which require a 


combination of speed and power together 


with the load-carrying 


ability of tandem 


equipment, Eaton 2-Speed Tandems make 
big savings in hauling costs. Tell your truck 
customers about the many exclusive profit- 


building features they 


can get only in 


Eaton 2-Speed Tandems. 


AXLE DIVISION 


CLEVELAND 10, O 


MANUFACTURING COMPANY 


HIO 








Jones held an interest in the com- | 


pany. 

In at least one transaction, 
Jones stood no chance to profit 
from business with Chrysler as he 
had sold his interest in Surface 
Combustion to Midland-Ross be- 
fore the work was completed. 

Midland-Ross used to supply 
Chrysler with frames but lost the 
business When Chrysler changed 
over to unit construction. 

* * ed 
HE role of Prudential Life In- 
surance Co. in the Chrysler situ- 
ation is often the subject of ques- 
tions since Prudential has loaned 
Chrysler $250 million. 

A Prudential spokesman said last 
week the company has no present 
plans to take part in any of the 
suits against Chrysler or in a proxy 


fight, if any should materialize, He | 


said Prudential was content to re- 
main a “watchful observer.” 

On another front, Dann said 
that he plans to start action 
against Chrysler on a new legal 
front. He said he would seek a 
court order delaying the annual 
meeting, scheduled for April 18. 
He said Chrysler had fought his 

demand for access to a list of 
Chrysler stockholders, which he 
said he needs to communicate with 
other stockholders in his battle 
against Chrysler management. He 
said he will ask for the delay in 
the annual meeting to make up for 
the delay in gaining access to the 
stockholder list. 
* x * 


EANWHILE, it was_ reported 

that Jack W. Minor, one of the 
former Chrysler officials who is 
suing the company over his dis- 
missal, has joined a television pro- 
duction firm, Don Fedderson 
Productions, Los Angeles, as vice- 
president in charge of sales and 
development. 

Fedderson, who is Minor’s 
brother-in-law, prepared the 
Lawrence Welk TV for Dodge. 
He and Minor said they had no 
business connections while Minor 
was with Chrysler. 

Minor, who was ousted as mar- 
keting director for Plymouth-De- 
Soto-Valiant Division last Septem- 
ber, has filed two suits for $225,000 
against the company. He claims he 
was wrongfully discharged. 

Chrysler has obtained a delay 
until Feb. 20 in which to answer 
Newberg’s suit to set aside the 
agreement under which he was to 
pay Chrysler the $455,000 in profits 
which he obtained from interests in 
two Chrysler supplier firms, The 
answer was expected about Feb. 10. 


Hint Small Ford, 
Willys Roadster 
For N. Y. Show 


NEW YORK. — Several new 
American-built cars reportedly will 
make their debuts at the Interna- 
tional Automobile Show April 1-9 
in New York’s Coliseum, 

One is Ford Motor’s reportedly 
new small small car designed to 
compete in the Volkswagen class. 
Another is a sports car using the 
Willys chassis and a new alu- 
minum and plastic body. 

Still another rumor has it that 
a new domestic electric auto will 
be shown for the first time at the 
Coliseum show. 

The car with the Willys chassis 
is said to have the blessing of Kai- 
ser Industries, and has led to spec- 
ulation that Kaiser may be ponder- 
ing a return to the automotive mar- 
ket. 

Jaguar and Rolls-Royce report- 
edly will feature new models, and 
a new British car never before 
shown in the United States is ex- 
pected to be on display. 

Peugeot will exhibit its new 
Model 404, and Renault its new 
Gordini. The new Citroen convert- 
ible and the new Citroen small car 
in the VW class are expected to be 
available for showing in New York. 

It also is rumored that both Fiat 
and Lancia will show new models, 
or additions to their current lines. 
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AND HOW IT 
COULD HAVE BEEN 
AVOIDED 


What do you give a man for a good-looking used car? 
By the time this fellow—‘‘The Shopper”’—hit Run- 
well Motors with his trade-in, he’d been to three other 
agencies and worked his allowance up to $1400. The 
salesman at Runwell did a little quick footwork (all 
four tires turned out to be new), stuck his head in the 
window and counted the seats (2), straightened his tie 
(blue), coughed (nerves), and allowed The Shopper 
fifteen-seventy-five. The deal was made. 

They had to leave the car out that night, because 
the transmission wouldn’t handle that sharp little rise 
leading into the shop, and a small puddle under the 
pan the next morning led them to a slight wound in 
the block. And a quick alignment check of the frame 
explained the need for new tires. And even if the car 


ee Le 


Se Seales 


had been 100°% sound, the deal was still a profit-killer. 


HOW DID IT HAPPEN? 

Sloppy appraisal. Nothing more, nothing less. Profits 
are made and profits are blasted with the appraisal. 
Can it be whipped? You bet it can. In our February 
issue of Profit Pointers we go into appraisal in detail— 
all the do’s and don’ts are there plus some concrete 
ways to handle this kind of buying and do it profitably 
(the many uses of the buyer’s report form, for ex- 
ample). We publish once a month, and every issue has 
a feature of genuine worth. If you'd like a copy, send 
in the coupon or contact your Associates representa- 
tive, and we’ll be delighted to put you on the list. It’s 
part of the extra service we give at The Associates. 





Mail to Associates Investment Company, South Bend, Indiana 


Please put me on your complimentary mailing list for 
‘**Profit Pointers.” 
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¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
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Capsule Comment 


Dealers face a threatening year, declared retiring NADA 
president Birkett Williams, including a possible minimum 
wage increase, higher taxes, finance-disclosure legislation 
and profit-destroying new-car ads. 

Work’s all cut out for dealers in 61. 
* * * 

To encourage greater use of safety belts, Chrysler Corp. 
is offering them to its dealers on a non-profit basis and is 
urging dealers to make the belts available to owners at cost. 

A great idea worth the support of factories, dealers and 
the public alike. 
* * * 

John H. Lander, Dodge dealer of Atlanta, has been chosen 
Dealer of the Year by the Saturday Evening Post for “citi- 
zenship, community service and contribution to the automo- 
tive industry.” 

A big salute to John Lander. 
* * * 

The nation’s new-car dealerships have declined in number 
for the fifth straight year (32,074 in 1960 versus 32,896 
in 1959), but the dropoff rate has decreased sharply, an 
AUTOMOTIVE NEWS survey shows. 

The shakeout should meun a healthier business for those 
who survive. 
x * * 

GM’s dollar sales in 1960 were the highest on record, 

while net income trailed only record-breaking 1955. 
No profit-less prosperity evident here. 
* * * 

While imports slumped, U. S. export of new cars took the 
lead for the first time in four years during November, the 
AMA reports. 

The new U. 8. compacts helped to raise exports to a 
three-year high. 


Events 


%& Eprror’s Norte: To facilitate 


recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


March 13-14—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Or- 
leans. 

March 23-24—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, Omaha. 

March 26-28—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 

March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 

we April 12 — Rhode Island Automobile 
Dealers’ Assn., Sheraton-Biltmore Hotel, 
Providence. 

¥ April 12-13—Kansas Motor Car Dealers 
Assn., Hotel Lassen, Wichita, Kans. 

April 23-25 — Ohio Automobile Dealers 
Assn., Deshler Hilton Hotel, Columbus. 

May I1-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

May 14-16—|daho Automobile Dealers 
Assn., Idaho Falls. 

May 14-15—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene, Ore. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 

April 20-21 — Illinois Automotive Trade 
Assn., Chase-Park Plaza Hotels, St. Louis. 

April 23-25—Arizona Automobile Dealers 
Assn., Pioneer Hotel, Tucson. 

April 23-25— Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 

April 30-May 2—North Carolina Automo- 
bile Dealers Convention, Carolina Hotel, 
Pinehurst. 

June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 

% Aug. 20-22—Colorado Automobile Deal- 
ers Assn., Harvest House, Denver. 

%& Oct. 29-31—Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


* * * 


Auto Shows 


Feb. 2-l1l—Amsterdam Auto Show, Am- 

sterdam, The Netherlands, 

Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 
Miami. 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 

Feb. 22-26—Eleventh annual National Au- 
torama, Connecticut State Armory, 
Hartford. 

March 16-26—Geneva Auto Show, Geneva, 
Switzerland. 

April 1-9—5th International Automobile 
Show, New York Coliseum, N. Y. 

April 15-23 — Philadelphia International 
Auto Show, Trade & Convention Center, 
Philadelphia. 

Nov. 11-18—Philacelphia Auto Show, Phila- 
delphia. 


.: ££ 
General 
¥ Feb. 7-9—Reinforced Plastics Division of 
the SPI, Chicago's Edgewater Beach 


Hotel, Chicago, Ill. 

Feb. 13-15—Annual Convention Automotive 
Service Industries Assn., Hotel Biltmore, 
Los Angeles. 

Feb. 16-19—International Automotive Serv- 
ice Industry Show, Los Angeles Memorial 
Sports Arena, Los Angeles. 

%& Mar. 6-9—The American Society of Me- 
chanical Engineers, Washington. 

March 13-16— Annual Spring Conference, 
National Truck Leasing System, Boca 
Raton Hotel, Boca Raton, Fla. 

March 20-22—Motor Vehicle Maintenance 
Conference, University of Washington, 
Seattle. 

March 21-23 — Fourth Annual Conference 
National Assn. of Fleet Administrators, 
Inc., Sheraton-Cadillac Hotel, Detroit. 

April 12 — Tribute Luncheon, Cocoanut 
Grove, Ambassador Hotel, Los Angeles. 
Sponsored by Automotive Council of 
Los Angeles, Inc, 

April 13-15 — 43rd Anniversary National 
Truck, Trailer & Equipment Show, Great 
Western Exhibit Center, Los Angeles. 


mind,” he said. 










The Big Stories 


35 Years Ago—1926 


Henry Ford repeated his prediction that there will eventually be 
30 million automobiles in the United States before anything like a 
saturation point is reached. “I told you three years ago we would see 
30 million automobiles in this country and I have not changed my 


20 Years Ago—1941 


Third highest production in the history of the auto industry in the 
U. S. and Canada was recorded in 1940 when 4,692,338 cars and trucks 
were built. The U. S. accounted for 3,692,328 cars and 777,026 trucks. 


‘10 Years Ago—1951 
According to Automotive News’ annual dealership survey, there 
were 47,543 franchised dealers in the U. S. as of Jan. 1, 1951. This 
compared with 46,821 on Jan. 1, 1950. 
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"I'm not particular how you word it... Just any old thing 
that'll make ‘em sell." 


























































Letterbox 


‘Brainwashing’ 

Maybe this is not the place to 
register a vigorous complaint, but 
since it involves the article “Dealer 
Donates Cars,” Page 29, Jan. 23 
issue, it will be so registered. 

Not unmindful of the fact that 
Brundage Motors Jacksonville, Inc. 
(Volkswagen) pays its share of 
public school taxes, it still remains 
that a certain amount of “brain- 
washing” is taking place at a most 
impressionable age, when such cars 
are placed in the hands of the 
high school student for training. 


Let’s promote our domestic prod- 
ucts—“charity still begins at home” 
—and it should be impressed, be- 
ginning with the school child—all 
youth. 

Let’s don’t increase the car stick- 
ers that read “Unemployment- 
Made in Japan” or whatever other 
foreign country in which a com- 
modity is manufactured. 

Thanks for listening.—F.. S. Morr, 
secretary-treasurer, BMP Ford, 


Wentzville, Mo. 
* * * 


Wanted: $10,000 

Please pardon me that I suddenly 
write to you. I am a Japanese 
youngster of 21 years old. My 















‘Vigorous Complaint .. . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request... Address Editor, Automotive News, Detroit 7, Mich. 














profession is automobile equipment 
service engineer in Japan. 


The meaning of this letter is I 
beg to you my petition. My peti- 
tion is that to get money, $10,000. 
Someone give me $10,000 I will 
work in America for fixed time. 

Through your AUTOMOTIVE NEWS 
please in search of that someone 
to give me $10,000 and employ me 
some fixed time. I am sure believ- 
ing that you give me a fortunate 
answer.—KENzo ENpo, 221.24 Ken 
Kotoni Machi, Sapporo, Japan. 

* * 


Cut-Discount 

The operation of discount houses 
is a threat to both factory and 
dealer. Your articles on this sub- 
ject clearly define this situation. 

While I do not recommend it for 
adoption in other areas, we in Phil- 
adelphia have a natural immunity. 
We sell direct to the buyer, includ- 
ing all the luxuries and advantages, 
at a lower price than that extend- 
ed to discount houses in other 
areas, 

This is an effective solution to 
the problem but obviously not 4 
good one.—CHEvrRoLET Dea.er, Phila- 
delphia. 


* * * 


‘One Down the Street’ 


Your editorial in the Dec. 19 issué 
was excellent, and very informative. 
Please give us more. I am a used- 
car manager .and have been preach- 
ing the same thing for years. The 
days of giving a used-car a quick 
wash, polish, and vacuum is over. 
Today if your car isn’t sharp, they 
will find one down the street that 
is—Jack J. Meex, Kansas City, 


Kans. 
x * a 


Shop Manuals 


I have a fairly complete set of 
Chevrolet shop manuals from 1925 
through 1941 and owner’s manuals © 
from 1931 through 1941. Can you, 
inform me. if there is any demand 
for such publications and, if 80, 
what person or organization can 
I contact?—E. F. Awan, 18415 
Springbrook Rd., Renton, Wash. 
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Repgrt To Ford Dealers 


Another Reason Why Falcon Has Won 
The Battle Of The Compacts: 





NOBODY CAN TALK PRICE 
LIKE FALCON SALESMEN 


Why? Because there’s no other compact 
made that offers so much value in a car 
for so little money. 


You have the best and most ammunition 
in the battle of the compacts. You—and 
only you—offer the combination of up to 


. 4,000 miles 


between oil changes. . . honest-to-goodness 


30 miles on a gallon . 
room for 6... a choice of 2 engines (the 
144 Six or the new optional 170 Special 
for an extra dash of power) . . . the 


luxury of coat hooks, arm rests, sun visors, 


HOW) DO THEY 
KEEP THE FALCON | 
PRICE SO LOW? / 





Peanuts Characters © 1950 
United Feature Syndicate, Inc. 





foam-padded seats at no extra cost. You 
have all this . . . and then you've got 
the clincher that wraps up the sale. Falcon 
is America’s lowest-priced* 6-passenger 
car. Falcon is priced as much as $505t 
less than other compacts. 


This is one important reason why Falcon 


sales rocketed to 525,000 in the 14 short 


months since its introduction . . . why 
Falcon outsells every other compact. 
(It also outsells all the big cars .. . with 


the exception of two—and you offer 
one of these.) 


wa : 


( WILLPOWER 


Important, too, is Falcon’s used car value 
—a December issue of a leading auto- 
motive trade publication reports that 
Falcon depreciates from $138 to $175 
less than the other compacts in its class. 
Falcon is as popular used as it is new! 


With all this built-in value, it’s easy to see 
why nobody can talk price like Falcon 
salesmen. 


*Based on a comparison of manufacturers’ 
suggested retail delivered prices 


tBased on similar comparison of deluxe 4-door sedans 
equipped with radio, heater and automatic transmission 


FORD DIVISION backs you best 
Tord Motor ‘Compan Wy, 
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AUTOMOTIVE WASHINGTON 





Tax-Relief Proposals 
Gain Support in Capital | 


By William Ullman 


Washington 


oe just-opened ‘“‘year of the new frontier’’ is lining up 
as a happy one for the small businessman in at least a 
few ways. Most important, probably, are growing indications 

Cy 


that auto dealers and their 


fellow independent retailers 
will finally get some well-deserved, 
generous tax breaks. 

While the out- 
look is far from 
good in such 
areas as mini- 
mum-wage and 
credit legislation, 
it is promising in 
the tax sector. 

Strong hints 
that depreciation 
and retirement 
tax-relief propos- 

a als will get a 
William Ullman warm reception 
in the new Congress have brought 
a glow to the hearts of the nation’s 
independent merchants. 

Adding fuel to that glow, Presi- 
dent Kennedy met last week with 
Treasury Secretary Douglas Dillon, 
Labor Secretary Arthur J. Goldberg 
and Rep. Wilbur D. Mills, Arkansas 
Democrat and chairman of the 
House Ways and Means Committee, 
in what was described by the White 
House as a discussion of the econ- 
omy and “measures that might be 
taken to stimulate and assist the 
economy.” 

Though no more was said about 
it publicly, there were strong sug- 
gestions that the discussion in- 
cluded consideration of open sup- 
port by the Administration for 
more liberal tax treatment of de- 
preciation on new factories, equip- 
ment and machinery in order to 


stimulate capital investment. 
* * co 


Investment Spurs Urged 


TRONG Congressional support 

already has been voiced for 
measures allowing, among other 
things, deductions by small busi- 
nesses from federal income tax for 
additional investment in depreci- 
able assets, inventory and accounts 
receivable. 

A bill introduced by Senator John | 
Sparkman, Alabama Democrat, and| 
17 cosponsoring senators would per- 
mit a maximum deduction of 20 
percent of net income or $30,000, 
whichever was greater, by busi- 
nessmen, but only to the extent 
that additional aggregate invest- 
ments in modernization of inven- 
tories were made. Open support by 
the Administration would make 
this bill a shoo-in. 

Also last week, President Ken- 
nedy was handed a report pro- 
Posing a new and unique method 
of stimulating business invest- 
ment. Though still under the 
wraps, the plan reportedly would 
give tax credits to businesses for 
spending more on plant and 
equipment than they deduct for 
depreciation. 

The plan is one of many set forth 
in the “task force” study which 
was prepared at the President’s re- 
quest by Stanley S. Surrey, a Har- 
vard Law School economist, and 
numerous other lawyers and eco- 
nomic experts. 

It is based on the conservative- 
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7M\ nuts, screws, ‘‘frozen’’ parts! 



















Bureau Chief 


grounded theory that more invest- 
ment is a major key to speedier 
economic growth. 

* * * 


New IRS Chief 


ONE drawback of the proposal, if 
it ever gets off the ground, is 
|that it would make unnecessary 
current efforts to gain bigger de- 
preciation allowances, because the 
less depreciation a company claim- 
ed under the plan, the greater the 
tax credit it would get for any 
| given amount of investment. 
However, the Surrey study re- 
portedly will be kept out of the 
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“The mechanic's friend 
- works in seconds” | 


RADIATOR SPECIALTY CO. 


| 
CHARLOTTE, N.C | 
| 
| 
| 





DEFIANCE OHIO 


and pebbles 


crease truck tire 


life. Fa 


equal pressure through- 

out tread print for 
extra load-hauling 
efficiency, extra 


mileage. y 
NEW | 


inner-rib bladed tread 
increases traction, lat- 
eral stability. 
tive steering on 
curves—wet or 


dry! 9 
NEW o 


“stone guards’’ built 
right into the tread 
keep it free of gravel 


public eye for weeks to come, and 
its proposals—which the President 
probably will implement only if 
they serve the purpose of stimu- 
lating business activity in all sec- 
tors—may be greatly modified by 
the time it is released. 

Topping off the run on “favor- 
able indications” in the tax sector 
last week was the appointment by 
President Kennedy of Mortimer M. 
Caplin, a University of Virginia 
law professor, as commissioner of 


|internal revenue. 


Although Caplin has not gone 
on record publicly since his ap- 
pointment, he has long been a 
supporter of lower tax rates in 
all brackets and less complicated 
tax procedures, 

The new commissioner also is in 
favor of tougher enforcement of 


| existing tax laws, especially to pre- 
|} vent fraud and evasion. 


Though in the past he has voiced 


some proposals, regarding taxation 
| On capital gains and other income, 
which aren’t all the average busi- 


nessman might hope for, these 


| probably will be modified in line 





Tire Valve Cores 
“Facts You Should Know About 


Tire Valve Cores’—four pages, free. 
Dill Mfg. Co., 
Cleveland 3, O. 


700 E. 82nd St., 





means 






Posi- 









to in- 





with. the Administration’s aim of 
stimulating, rather than stifling, the 
small retailer. 

+ ok * 


Kicking the Auto to Death 


EALERS who were fortunate 

enough to miss a recent tele- 
vision program in which former 
TV critic John Crosby and a few 
other people kicked the auto to 
death should count themselves 
among the blessed. 

Allegedly discussing “the de- 
cline of the auto” or some such 
subject, Crosby accompanied by 
a city planner and a popular 
writer, spent 60 minutes gleefully 
heaping abuse on Detroit, the 
American car and, it seemed to 
us, the citizen who buys these 
“tail-finned horrors.” 

On behalf of the industry, Crosby 
had as his third guest a vice-presi- 
dent of an auto company, a rather 
mild gentleman who, every time he 
opened his mouth, found someone 
else’s foot in it. 

Without going into the messy 
particulars, suffice it to say (for 
those who didn’t watch) that the 
tone of the “discussion” was set by 
Crosby’s admission, near the begin- 
ning of the show, that he neither 
owned a car nor wanted one and 
that he completely agreed with 


ANNOUNCING! 


ALE-NEW FIRESTONE! 
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those who would restrict the pub- 
lic’s use of the auto in cities and 
congested areas by banning the 
car and fostering “adequate” pub- 
lic transit. 

a cs x 


‘Defense’ Shouted Down 
ARTHER along in the proceed- 
ings, Crosby—who took cred- 

it for a book titled “the four-eyed 
monster” or something equally 
space-fictionish—accused the De- 
troit “combine” of “tricking” the 
public into buying their creations 
by such means as subliminal ad- 
vertising, collusion and other sub- 
terfuge. 

The few choice comments by the 
auto representative, who obviously 
sensed that his life was in real 
danger, were lost in the cries of 
disagreement by Crosby and his 
two pals. 

The auto man did manage to ask 
the attackers why the American 
public continued to buy such “hor- 
rors” when imports of all shapes 
and sizes were available and to 
comment that the auto was just a 
machine to be bought or rejected by 
people exercising their freedom of 
choice — but this reasoning was 
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buried under more verbal onslaught 


against the “metal monster.” 
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BBB Charges U. C. Operator with Deception .. . 


St. Louis Dealer’s Ads Assailed 


By Jack Bernstein 
Staff Correspondent 

ST. LOUIS.—The Better Business 
Bureau of St. Louis devoted much 
of its current eight-page issue to 
misleading and deceptive automo- 
tive advertising, singling out Glenn 
Thomas Auto Super Market, 279 
LeMay Ferry Rd., St. Louis County. 

Thomas, the largest used-car 
dealer in this area, stocks 500 
ears and sells about 400 a month. 
Fifty percent of his sales are 
1960 and 1961 models, Another 30 
percent are ’59s, 

Despite the charges by the Bet- 
ter Business Bureau, Glenn Thomas 
is advertising heavily in both met- 
ropolitan newspapers. The com- 
pany, with two additional used-car 
lots, also advertises nightly on tele- 
vision. 

Recently, Glenn Thomas pur- 
chased the used-car lot of Midtown 
Ford. The lot is now called Mid- 
town Motors and is at 820 North 
Kingshighway. The other lot is at 
255 LeMay Ferry. 

Glenn Thomas is advertising 42 





months’ financing at 3 percent on 
1960 and 1961 Chevrolets, Oldsmo- 
biles, Pontiacs and Fords. How- 
ever, Thomas says these terms are 
used on only 10 percent of the deals. 
The firm is moving 1961 six-cylin- 
der Chevrolet Biscaynes and Bel 
Airs. On 1961 cars there is 90-day 
or 4,000-mile warranty and ’59-’60 
cars get 100 percent “bumper to 
bumper warranty” for 30 days, the 
ads say. 

Headlined “Glenn Thomas Auto 


| Ads Termed Not in the Public In- 


terest,” the Better Business Bureau 
article follows: 


“A scorching denunciation of | 


the advertising practices and tac- 
tics of Glenn Thomas Auto Sales 
. .. has been made by the Better 
Business Bureau after more than 
eight months of exhaustive in- 
vestigations. 

“Labelled ‘not in the public in- 
terest, BBB officials stated that 
the ads investigated of this used- 
car dealer are ‘misleading’ and ‘de- 
ceptive.’ 

“This dealer has ignored the 








Standards of Automobile Advertis- 
ing voluntarily agreed upon by a 
majority of the automobile dealers 
in the St. Louis area. 

“The bureau has charged that 
the major tactic used by the Glenn 
Thomas organization has been one 
of ‘bait and switch.’ In this tactic, 
the advertiser offers an unusual 
bargain, but when a _ prospective 
customer attempts to buy that bar- 
gain, the salesman tries to sell him 
something else or discourages the 
sale of the advertised item. 

“This unethical activity has been 
responsible for the bureau receiv- 
ing many complaints from St, Lou- 
isans who tried to buy an adver- 
tised ‘special’ but could not. 

“Here are the facts of one 
‘bait’: On April 15, 1960, a BBB 
shopper attempted to buy one of 

the cars advertised as ‘Leftover 
Brand New ’59 Chevrolets, Terri- 
fic Discount.’ The shopper saw 
three such cars, all bearing win- 
dow stickers, and the price 
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Thomas Takes Over 


Midtown Ford Site 

ST. LOUIS, — The Glenn 
Thomas organization has appar- 
ently taken over the “shell” of 
Midtown Ford, 4200 Lindell Blvd. 
Although no official announce- 
ment has been made of this 
change, Midtown no longer is a 
franchised Ford dealer. This was 
confirmed by Guy Hamilton jr., 
regional Ford sales chief. 

The dealership now is called 
the Midtown Motors Supermarket 
and uses the same copy and ap- 
proach as Glenn Thomas Auto | 
Supermarket, offering new Fords, 
Chevrolets and other models, as 
well as used cars, “with 30-day 
trial exchange privileges and 42- 
month financing at 3 percent.” 
George Butler is the manager of 
Midtown Motors Supermarket, 





quoted by the salesman was 
$3,000 and up for each. 

“This ad again shopped on Aug. 
2 when one new ’59 Chevrolet was 
available for $3,400; on Aug. 5 when 
two were found, neither of which 
was a Bel Air as advertiscd. 

“The BBB shopped this ad with 
approximately the same results on 
Oct. 9, Nov. 12, Nov. 13, Dec. 14 and 
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oa 


up to 30% deeper 
grooves, buttressed for 
strength; longer- 
lasting traction- 
tread on any wheel 

position. 


‘cy 


efficient tread design: 
broad center rib equal- 
izes load distribu- 
tion, reduces slip- 
page, increases 


mileage. é 


Member of THE ATA FOUNDATION of THE AMERICAN TRUCKING INDUSTRY 


NCREASES MILEAGE 907 
AND MORE 


Proved in 100 million miles of fleet tests to bring you 50% more 
original-tread mileage and much greater drive-wheel traction than 
any other regular original equipment Firestone truck tire! The 
all-new, all-wheel position Transport- 100 wears far longer—actually 
gives you faster starts and quicker stops when half-worn than other 
original equipment truck tires when new. And, it’s the first truck 
tire anywhere truly noise-treated for quieter running. Yet it costs 
no more! In Nylon or Tyrex” rayon cord, tubeless or tubed. See it 
at your Firestone Dealer or Store! 


Built to give extra mileage on any wheel 
position and exceptional performance on 
drive wheels, this all-new Firestone 
Transport-100 gives you 50% more 
mileage before recapping. Made possible 
by (1) five years’ research; (2) a new 
and phenomenally torque-toughened 
Firestone Rubber-X compound—runs 
more than 10° cooler; (3) 100 million 
total tire test miles including 314 million 





truck tires. 


miles of ‘‘torture test’’ driving, the 
Transport-100’s revolutionary new tread 
also increases traction beyond any 
previous truck tire. Even at its half-worn 
point, the Transport-100 still delivers more 
drive-wheel traction than other tires 
WHEN NEW. See the all-new Transport- 
100! It’s the newest addition to the 
famous line of ever-tougher Firestone 


Copyright 1961, The Firestone Tire & Rubber Company 


Firestone 


BETTER RUBBER FROM START TO FINISH 


®T. M. of Tyrex, Inc. 


Tune in Eyewitness to History every Friday evening, CBS Television Network 
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Dec. 17. At no time after April 15 
was the bureau shopper able to find 
more than two ‘new’ '59 Chevrolets 
on the lot. 

“In trying to protect the public 
from this advertising, the BBB has 
contacted this used-car dealer on 
numerous occasions. The dealer has 
not been cooperative in a majority 
of the cases when asked to make 
specific changes. 

“The changes requested by the 
bureau are as follows: 

“March 1—Use of alphabetical 
designations such as f.o.b. (free 
on board) and p.o.e. (port of entry) 
in violation of industry standards. 

“March 18—Failure to disclose 
fully finance terms in violation 

of standards. 

“April 12—Misleading ad stating 
‘T'll deal for a $10 bill.’ 

“June 13—Misleading ad in con- 
nection with Auto Lease Plan. 

“June 16 — Use of alphabetical 
designation O. A. C., which means 
on “approval of credit.” 

“Aug. 11—Misleading ad again 
saying ‘T’ll deal for a 10 bill.’ 

“Dec, 9—Violation of industry 
standards pertaining to accuracy. 
The company’s ad of Dec. 7 did not 
identify the two-door car offered 
at $1,495 as a two-door business 
coupe with only one seat. 

" . The dealer attempts to 
capitalize on “FHA Financing” 
through the tactic of calling his 
plan “financial hurdles abated.” 
The use of “FHA” in such a man- 
ner has been protested by the 
Federal Housing Administration. 
“(A. M, Prothro, deputy general 
counsel, of the FHA, has informed 
Glenn Thomas that such use of 
FHA is “prohibited by Federal 
Criminal Statute, 18 USC 709, since 
it gives improper impression there 
is connection between the used-car 
dealer and the government agency.) 
“One of the tactics which has 
resulted in a number of complaints 
being received at the bureau office 
is the ‘30-day free driving trial,’ 
which is sometimes qualified with 
‘and you may exchange.’ 

“Persons who have sought to take 
advantage of this advertised offer 
have complained to the BBB that 
the terms of the exchange are not 
in accordance with their own ideas 
of ‘free.’ 

“The Better Business Bureau be- 
lieves that the pattern of advertis- 
ing followed by the Glenn Thomas 
Auto Sales, as reflected in the bu- 
reau’s files and investigations, is a 
serious detriment to the believabil- 
ity of all auto advertising in the 

Greater St. Louis area.” 

Glenn Thomas, president of the 
firm, has been in the automotive 
business since 1942, operating 
principally as a wholesaler. Two 
years ago he shifted his operation 
to retailing of used cars. 

Most dealers include a “seal of 
integrity” in their ads and promo- 
tional literature. They are members 
of the St, Louis Automotive Dealers 
Assn. and have adopted their own 
code. Thomas has his own “seal of 
good practice” with G-T-A-S-I. 

These initials stand for Glenn 
Thomas Auto Sales, Inc, 

Thomas answered the Better 
Business Bureau criticism with the 
following letter to John L. O’Brien, 
BBB president: 

“IT am in receipt of your letter 
of Dec. 30, 1960, in relation to my 
1960 advertising, copies of which 
were sent to the various advertis- 
ing media, to the members of the 
Better Business Bureau, etc. It has 
been called to my attention by nu- 
merous customers of mine that 


they have been confronted with this 
(Continued on Page 34, Col, 1) 





Impressive 


Me [ e5 APPROACH! 





Hend your next 
prospect a 


FULL COLOR 
BUSINESS CARD 


These colorlul business cords are now ovoil- 
able to the following dealers 
e@ BUICK e Foro 
@ CHEVROLET © LARK 
© CHRYSLER © DODGE © 
@ PLYMOUTH 
Write today for Free Sample Folder 
Please specify line of cars you sell 


UTLEY BROTHERS, inc 


DETROIT 12 MICH 


© PONTIAC 
e OLDsmosnE 
DAERCURY 


17631 FILER 








$72,000,000 


New all-time high in 20-year 





trend to the Chicago Tribune— 


a tribute to advertising results 


THE REASONS: 


SUNDAY: 

CHICAGO TRIBUNE—1,186,625 
Sun-Times —648,179 

Chicago’s American —557,767 
DAILY: 


Circulation 


Ce eeegecenneneannantstsunsteenmsinnssentadiligendnpeamamenmanmenaeatD 
rere 
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Sun-Times —566,219 


SUNDAY: 


Source: ABC Publishers’ statements, 9/30/60 


Household Coverage’ 


ee ee 


Sun-Times—41.2% 
Chicago’s American—27.6 % 
DAILY: 


( naasnseresenensnsesnneuannnieneenetanennnpseremegnmpeinimcnantananemaemael 
[cenesensvesesnsansnneunnsananastenennesnassineenaemanasemsanassnadl 
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Sun-Times—41.3% 
Chicago’s American—28.0 % 
Daily Rews—33.9% 


*Newspaper readers, Metropolitan Chicago 
Source: Media Power 


Buyer Coverage in Metropolitan Chicago 


NET % ADDED BY 
PURCHASE SUNDAY DAILY SECOND DAILY 
CLASSIFICATION TRIBUNE % TRIBUNE % TO DAILY TRIBUNE 


New Cars 7a 54.5 19.6 
Homes 735 53.9 14.7 
Furniture 70.5 55.7 21.3 
Airline Travel 81.2 63.7 16.9 
Auto Insurance 74.0 53.7 22.0 
Dishwashers 86.3 63.6 18.1 


MILLINE RATES 
Based on total circulation and 5,000 lines of 
advertising—daily newspapers 


CHICAGO TRIBUNE 


Chicago’s American 
Daily News 
Sun-Times/News 


tThis milline rate available only in forced combination 


THE RESULTS FOR YOU: 


THE TRIBUNE has what it takes to get the results you 
want. These facts prove clearly that it merits its 
rating as Mid America’s No. 1 sales tool. 





ECONOMY 
Daily and Sunday, it reaches your hottest prospect 


Low Cost 





NET % ADDED BY 
PURCHASE SUNDAY DAILY SECOND DAILY 
CLASSIFICATION TRIBUNE % TRIBUNE % TO DAILY TRIBUNE 


Clothes Dryers 78.6 51.8 25.8 
Men’s Suits 71.9 54.8 21.7 
Women's Street Dresses 66.7 49.9 21.8 
Books qa 54.0 22.3 
Luggage 79.8 66.8 14.5 


Source: Media Power 


Cost-per-thousand Households* in METROPOLITAN CHICAGO 
Based on a 1,000 line ad at 5,000 line contract rates— 
daily newspapers 


* Newspaper readers. Source: Media Power 


CHICAGO TRIBUN 


Chicago’s American 
Daily News 
Sun-Times/News 


tThis cost-per-thousand available only in forced combination 


list in this important market—at an economical cost- 
per-thousand. 


READER INVOLVEMENT 
The Tribune’s millions of adult readers exhibit the 
same high degree of confidence in its advertising 
columns as in its news and features. The result is a 
greater responsiveness to your advertising—an 








eee 





20-YEAR TREND IN ADVERTISING EXPENDITURES 


$16.8 million 


ji rat [___] Tribune tead over 2nd paper—$10 million! 


1940 


1950 $47.6 million 
2nd paper ; ome 
$12.8 million [J Tribune lead over 2nd paper—$34.8 million! 
1960 $72.2 million 
2nd paper . oon 
$21.7 million Ss etcie oss cere Tribune lead-over 2nd paper—$50.5 million! | 





THE RECORDS: 


Retail Advertising Expenditures—1960 


ALLE TNE ET ET ETT IT SS 
Sun-Times—$11.5 mittion eicniliesetnilimmanencialaaaale 


Chicago's American—$6.6 million . 
Daily News—$10.4 millon 


Source: Chicago Tribune Research Dept., based on Media 
Records linage 
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Department Store Advertising Expenditures—1960 


EELLOLE LA LE LELETETDRDM RS 
esmsenstinneasmpuniaianisedel 


CHICAGO TRIBUNE—$10.7 million 
Sun-Times—$3.5 million 
Chicago’s American—$2.0 million 


Source: Chicago Tribune Research Dept., based on Media 
Records linage 


Daily News—$4.1 million 


A ceseeiseibiptememnsintsientiennelll 


General Advertising Expenditures—1960 


REE IR EA Tea aed ei eRe RRR a a A 
Lakasainelonesbaiaal 


CHICAGO TRIBUNE—$20.2 million 
Sun-Times —$4.7 million 
Chicago’s American—$3.2 million 
Daily News—$6.7 million 


Source: Chicago Tribune Research Dept., based on Media 
Records linage 


Scoteanerainiaiaibncsemmaal 


Classified Ad Count’—1960 


ee 
Sun-Times —254,000 ads Fe ae 
Chicago's American—194,008ads [i 
Daily News—133,000 ads ° ~ epi 


*Expenditure data not available for all papers. 
Source: Chicago Tribune Research Dept. 





atmosphere crackling with action—which is un- Tribune sifts and selects important facts for you and 


~ 





matched in any other Chicago advertising medium. 


MARKETING KNOW-HOW 


In service to advertisers, the Tribune is also un- 
rivaled. Few media have such vast marketing re- 
sources to help advertisers sell. From scores of its 
own studies, from hundreds of outside sources, the 


brings them to bear on your marketing problems. 

For greater sales and profits in 1961, put the force 
of the Tribune to work for you in the nation’s second- 
largest market. 


Chicago Tribune 


THE WORLD'S GREATEST NEWSPAPER 
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Distributors Eye Good Second Half... 





Equipment Rise Sighted 


HILE most truck-equipment 
distributors look forward to a 
continuation of their present busi- 
ness for the first six months of this 
year, 33 percent feel that, based on 
inquiries they are getting and the 
deals they are working on, the 
next six months’ sales will be 17 
percent better than last year. 
Only 10 percent of those con- 
tacted in a national survey felt 
that business would be down from 
last year. Fifty-seven percent 
said prospects for the next few 
months are about the same as 
they have been for the past few 
months. 
Nearly a fourth of the distribu- 
tors thought business will be more 





profitable than last year, while 
nearly 63 percent said they expect 
profits will be off. Thirteen percent 
felt that their profits will remain 
stable. 

The great majority said they 
were doing something to improve 
their chances of making more net 
profit, while 29 percent reported 
they were doing nothing to improve 
their profit potential. 

Nearly one fifth, or 19 percent, 
said they have instituted a train- 
ing program for their salesmen and 
those of the truck dealers. These 
distributors hope that the added 
training not only will increase the 
sales production per man and the 
cooperation between the distributor 
salesmen and the truck dealers’ 
salesmen, but eliminate much of 
the cut-price merchandising that 
has hamstrung their operations 
profitwise the past year. 

* * * 


PPROXIMATELY the same 
percentage of distributors are 
looking to closer checks by man- 


U. S. Producers Hurt . . 


Tariffs Hit 





agement, cutting loose manufactur- 
ing and buying practices and im- 
proved cost control to achieve a 
better profit picture. 

Some are eliminating marginal 
salesmen and replacing them 
with men “who are a little hun- 
gry,” as, one distributor put it. 

The majority of distributors, 
however, feel that they can im- 
prove their profit picture greatly 
through better cost control and by 
shunning cut-price and marginal 
deals. These distributors feel that 
both they and their salesmen waste 
a lot of time and effort on cut-price 
deals and with truck dealers who 
always look for the “low-dollar” 
bids on the equipment they sell. 

They feel that the distributor can 
make much more money with fewer 
headaches by seeking deals where 
product quality and its ability to 
do the job better are the prime 
sales factors. 

By the same token, 63 percent of 





Aluminum Use Soars 


In Mobile Homes 


LOUISVILLE. — A record- 
breaking 36.5 million pounds of 
aluminum will be used in 1961 to 
make mobile homes, according to 
Neil Zundel, director of transpor- 
tation markets, Reynolds Metals 
Co. 
“We estimate that 90 percent 
of the 120,000 mobile homes ex- 
pected to be built this year will 
use aluminum as the major con- 
struction material,” he said. “Sig- 
nificantly, 24 million pounds will 
be pre-enameled aluminum 
sheet.” 





on Bodies 





ASHINGTON.—High tariffs are 

virtually excluding United 
States-made truck bodies from Can- 
ada, Mexico and some countries of 
South America and Europe, manu- 
facturers of the bodies and other 
truck equipment have told officials 
of the Department of Commerce. 


Their problem was outlined at 
one of a series of meetings arrang- 
ed by the department with key 
American industries to determine 
the handicaps under which Ameri- 





Profits in Trucks— 


Selling trucks has been a profitable busi- 
ness for Ewald Lewer, right, founder, and 
his son, Henry, left, general manager of 
Lewer Auto Co. (Dodge), Waseca, Minn. 
“We like ‘em. We've found there's as 
much profit in truck deals as car deals,” 
Henry Lewer said. ‘For example, our gross 
on trucks this year is $390. Truck service, 
too, is a specialty with us. We find that 
almost 100 percent of our truck buyers 
come back for service."” Most of the trucks 
the .Lewers sell are Dodge D700s, used 
as creamery trucks, cattle haulers and for 
general farm and construction work. 


can business labors in seeking to 
expand its foreign markets. 


Spokesmen for the manufactur- 
ers also stressed that the assem- 
blies (sections) for truck bodies 
shipped into other countries like- 
wise encounter high rates. 


The Union of South Africa also 
was singled out as a country having 
an especially high import duty on 
hydraulic hoists. Industry repre- 
sentatives pointed out that while 
foreign-made hoists brought into 
the United States are subject only 
to an 8 percent duty, U. S.-made 
hoists encounter far higher charges 
in foreign markets—in some in- 
stances as much as 25 percent. 

R. H. Rowntree, chief of the 
economic division of the Export- 
Import Bank, outlined the credit 
facilities which the bank makes 
available to U. S. exporters, and 
said he knows of nothing com- 
parable which is obtainable from 
foreign governments. 

Industry representatives present 
included: Arthur H. Nuesse, Truck 
Body & Equipment Assn., Washing- 
ton; Herbert Liebenson, National 
Small Businessmen’s Assn., Wash- 
ington; E. T. Meyer, Meyer Prod- 
ucts, Inc., Cleveland; Paul R. Hafer, 
Boyertown Auto Body Works, Boy- 
ertown, Pa.; W. L. Davies, Gar 
Wood Industries, Inc., Wayne, 
Mich.; J. F. Vazquez, Hercules Steel 
Products Co., Galion, O.; G. E. 
Herr, Marion Metal Products Co., 
Marion, O.; E. M. Christ], Metro- 
politan Body Co., Bridgeport, Conn.; 
James T. Vance, Perley A. Thomas 
Car Works Inc., High Point, N. C., 
and H. A. Schwartz, Montpelier 
Mfg. Co., Montpelier, O. 











the equipment distributors queried 
said they see no indication of a 
better working relation with the 
truck dealers in their area. 

K cd * 


Some Improvement Noted 


N MANY areas, the distributors 

do see a chance for better co- 
operation with truck dealers, main- 
ly in areas where the factory zone 
or district managers have been 
trying to promote closer relations 
between the truck dealers under 
their control and the better distrib- 
utors. Twenty-one percent of the 
distributors said they already had 
noted better relations with truck 
dealers. 

Public utilities and heavy con- 
struction seem to provide the 
best opportunities for early equip- 
ment business, according to the 
survey, although many distribu- 
tors report good prospects on van 
and dump bodies. 


Some comments by these distrib- 
utors, who are among the leaders 
in the industry, may be of more 
than casual interest to the dealer 
who is looking forward to putting 
more emphasis on truck sales this 
year. 


One large Eastern distributor 
said: “We believe that most of the 
truck dealers are still trying to buy 
at the bottom dollar after we have 
done the retail selling at wholesale 
prices. We have had five factory 
men in already in 1961 asking us to 
stop price cutting. 


“This to us is the manufacturer’s 
obligation, and he should be able 
to control distribution. If all manu- 
facturers agreed not to fix prices, 
but to follow published suggested 
list prices, we feel that most of the 
cut price problem would be solved.” 

He also said far too many fac- 
tory men come to distributors for 
aid rather than to aid them. 


“We do not have any difficulty in 
obtaining cooperation from truck 
dealers who are interested in sell- 
ing trucks at a profit,” said a large 
Midwest operator. 

+ * * 


AT Midwest distributor 
reported: “Our principal truck 
dealers have mostly all reorganized 
their truck departments with hun- 
gry salesmen and cleaned out the 
‘floor’ salesmen, and are now think- 
(Continued on Page 19, Col, 4) 








Trucki 


nm 


by Jack Weed 


r ANYONE tells you that there 

isn’t anything new in the auto- 
motive industry, don’t you believe | 
it. About the time one gets to 
thinking that we have seen about 
everything, someone comes up with 
a new idea and one wonders way) 
it wasn’t thought of before. 

Well, just four weeks ago today 
I got my nose rubbed into a new 
idea in automotive transportation 
at the San Marcos Hotel at Chan- 
dler, Ariz., and again the next day 
at the International Harvester 
proving ground a few miles west 











Harvester Adopts 


12-12 Warranty 


More Details Given 
By GM and Ford 


NTERNATIONAL HARVESTER 
has joined the other light mak- 
ers in putting its vehicles under the 
almost universal 12-month or 12,- 
000-mile warranty. Meanwhile, Gen- 
eral Motors and Ford executives 
shed more light on 12-12 policies 
in talks to the American Automo- 
tive Leasing Assn. 


The only manufacturer of light 
trucks not currently using 12-12 
warranty is Willys. 

The new International Harvester 
warranty warrants each new motor 
vehicle to be free from defects in 
material and workmanship, under 
normal use and service, its obliga- 
tion under this warranty being lim- 
ited to repairing or replacing, as the 
company may elect, any part or 
accessory (except tires and tubes). 

Such defective part or parts 
will be repaired or replaced free 
of charge and without charge for 
installation to the original pur- 
chaser at the seller’s place of 
business. 

This warranty does not apply to 
normal maintenance services, or 
adjustments, including but not lim- 
ited to, fuel system cleaning, wheel 
alignment and balancing, engine 

(Continued on Page 19, Col. 1) 





of that delightful oasis in the des. 
ert south of Phoenix. 

I was introduced to the Har- 
vester Scout, which took me back 
about 40 years in its merchandis- 
ing possibilities but is about the | 
most versatile compact I have 
had the opportunity to play with, | 

Imagine if you will a 100-inch 
wheelbase vehicle that is as mod- 
ern as anything one would want to 
drive, with an easy ride, good 
steering characteristics, plenty of 
economical power and a veritable 
chameleon when it comes to adapt- 
ing itself to the needs of the mo-| 
ment. \ 

It can be a conventional pickup, 
a commercial delivery, a sports 
roadster or a beach buggy just by 
using a wrench. 

* * oe 

T CAN be a second car to take 

dad to the station or ma on her) 
shopping tours or to take the kids 
to school; it can be a garage man’s 
handy helper for both tow car and 
snow removal; it can be a moun-_ 
tain goat in its four-wheel drive _ 
version for the engineer or con- 
struction foreman who has to go 
where it is rugged and hilly. 

It’s built rugged to a price and 
because of that it took me back 
memory lane to the days of the) 

(Continued on Page 23, Col. 1) 





Top Trucks 


New-truck registrations for 11 months, 
plus 19 states for December: 


1960 1959 
Pos. Make Pos, 
1—295,745 Chevrolet 295,027— 1 

2—262,741 Ford 275,677— 2 
3—104,684 Internat. 101,656— 3 
4— 77,6442 GMC 66,388— 4 
5— 40,729 Dodge 49,909— 5 
6— 28,872 Willys 28,675— 6 
I— 13,560 White 14,455— 7° 
8— 10,369 Mack 12,756— 8 
9— 5,497 Studebaker 5,714— 9 
10— 2,330 DiamondT 2,811—10 
11i— 1,015 Brockway _ 1,096—Il1 

41,501 Misc. 39,285 
Total All Makes 
884,685 893,449 


Further details on Page 44. 





‘Truck Franchise Spells Profits’* 


Epiror’s Note: What it takes in 
management and facilities to run 
a successful retail truck dealer- 
ship were outlined by J. N. Bau- 
man, president of White Motor 
Co., speaking before the National 
Automobile Dealers Assn. last 
week. His text follows: 

* * * 


B4éck in the days when a debate 
was really a debate, it was al- 
ways started by stating the prob- 
lem and then it was argued on the 
affirmative by one 
side and on the 
negative by the 
other side. The 
problem today is 
—“‘Are Motor 
Truck Franchises 
Money Makers 
and Do They Give 
a Substantial Re- 
turn on the In- 
vestment ?” 
I have chosen 
J. N. Bauman to take the affirm- 
ative side because my observation 
of motor truck dealers over a long 








period of years has shown returns 
on investment of from 12 to 15 
percent as a minimum and up to 
40 to 50 percent as a realization. 
These observations have proved to 
me that a motor truck franchise 
is a good investment and definitely 
provides the possibility of very high 
return on the investment. It would 
seem important, therefore, to cite 
some of the reasons why a motor 
truck franchise is a good invest- 
ment: 

The first thing to be noted is 
the fact that the use of motor 
trucks is increasing and at a rel- 
atively rapid rate. Ample statis- 
tical information is available to 
show the rate of growth. Without 
getting into a multitude of statis- 
tics, it would only be necessary 
to tell you that in 1950—eight 
million trucks were registered 
and in use; in 1960—11 million 


Truck New Products 
Page 40 





trucks were registered and in 
use; and it is projected on a very 
conservative basis that in 1970 
there will be 16 million trucks in_ 
use. 

This shows the substantial rat 
of growth of the truck indust# 
and it is interesting to note t 
both the so-called light group 
well as the heavy duty group- 
which you know is the 19,500 GVV 
and over—both have shown a high 
rate of growth. The heavy-dulj 
part of the truck industry is grow 
ing at a faster rate than the lighte™ 
group and it is estimated that @ 
another 10 years, heavy duty true 
registrations could very well & 
up to 25 percent of the total, wheré 
as now they are only about 15 pe 
cent. H 

# * * a 
SECOND assurance of th 
soundness of a truck franchis€ 
investment is the fact that truck 
are an essential part of our over 
all economy. They render a cof 
pletely essential service and, @ 
(Continued on Page 20, Col. 1) 
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EASY TO POUR 


PRODUCT THAT REDUCES OIL BURNING AND SMOKING: 


| ——— 
market. Lasts longer, too! 
© Pours easily—even at sub- eet Se) a ti _ i, Gee o 
pr encase eee : . Sir 
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NATIONWIDE TELEVISION & RADIO FOR WYN'S ] oo LUT Ca 
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SEE OTHER SIDE FOR EXCITING NEWS ABOUT ANOTHER GREAT 
MONEY-MAKER FROM WYNN'S! 
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FIRST 


FROM 


WYNN 


FROM THE ORIGINATORS OF 
STOP-LEAK TREATMENT... 

THE ONLY 1-CAN STOP-LEAK 
TREATMENT FOR AUTOMATIC 
TRANSMISSIONS WITH EXCLUSIVE 
SEAL-STABILIZING ACTION! 
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TRANSMISSION STOP-LEAK 


e A single can stops seal leaks in all auto- 
matics within 3 days. Smooths rough shift- 


ing—speeds sluggish shifting. 
Exclusive stabilizing action revitalizes dry 
seals, firms softened seals and then stops 


working when conditions are just right. 


Other products without Wynn’s stabilizing 
action may keep on working and cause 
costly damage. 


» Contains a red tracer dye which helps lo- 


cate transmission leaks from sources other 


than dried, shrunken or overly-soft seals. 


e Works with all types of seals and is compat- 
ible with all automatic transmission fluids. 


e A real customer pleaser and the extra 


profit item you've been looking for! 



































For additional information contact 
your Wynn’s Distributor, or write: 
Wynn Oil Company 
1151 West Fifth Street 

Azusa, California 
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More Details Given by 


Harveste. 
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tuneup and brake inspection ¢ 
justment, nor the replaceme 
spark plugs, ignition points, 
densers or filters when suc 
placements are made as a Pi 
any such normal maintenance 
ice or to any vehicle which 
have been repaired or alterec 
side of a company authorized 
ice station in any way so 4s, | 
company’s judgment, to affe 
stability or reliability. 

Nor does it cover any v 
which has been subject to m 
negligence or accident, nor t 
vehicle which shall have been 
ated at a speed exceeding th 
tory-rated speed, or loaded b 
the factory-rated load capaci 

* * * 


ig ged retail order and sales 
and owner service polici 
corporating the new motor v 
warranty will be shipped to di 
offices during February. 

Dealers, branches and 
stores are authorized on all 
International motor vehicles 
on or after Jan. 16, to furnish 
ranty service on the basis co 
new warranty. 

In addition, dealers, bran 
and stores are authorized to 
nished warranty service on 
basis of the new warranty 
respect to all new Internati 
motor vehicles sold prior to 
16, provided such vehicles are 
in the warranty on such date 
suant to the provisions of 
previous warranty. 


If a dealer furnishes wi 
charge warranty service to a 
customer entitled thereto as 
vided in the new warranty, the 
ranty adjustment policies o 
company will be administere 
the basis of the new warra 

* * * 


CCORDING to Jess S. R 

secretary of the Amer: 
Automotive Leasing Assn. 
meeting which Carl Doman 
Merle St. Aubin addressed wa 
largest of any meeting by th: 
ganization to date. More tha 
persons attended. 

St. Aubin explained that the 
warranty was not new to Ge 
Motors dealers, as they had 
operating under similar |] 
agreement since 1941. This € 
lished an excellent “routine of 
ranty adjustment practices a 
our dealers” that did not “ne 
tate an educational progra! 
the administration of a new ] 
in our dealerships,” he said. 

When a GM dealer receiv 
vehicle, he has in his posses 
as a part of the selling ag 
ment a copy of the manufac 
ers warranty and a bulletin 
ering the policies on dealer 
justments in effect at that ti 

“The division of General M 
that manufactured the vehicle 
places in the glovebox an o 
protection plan booklet an 
owner’s manual for each ve 
sold to the dealer. The deal 
turn agrees to pass on to | 
customers (and I might sta 
this time that there are no e 
sions in the term ‘retail custo: 
a new-car warranty and the o 
protection plan booklet,” St. A 
explained. 

“The owner protection plan | 
let contains an owner’s deliver 
port that the owner signs. Thi 
port acknowledges receipt of 
booklet and states that the 
ranty pertaining to that vehicl 
and the owner’s responsibility 
proper maintenance of the ve 
... has been fully explained t 
owner. This receipt is retaine 
the dealership in the owner’s 
ord file. 

BS * ed 

“ETN ADDITION, the owners 

livery report must also be | 
ed by a representative of the 
ership, stating that the vehicle 
been properly prepared for ¢ 
ery. Two items that are impo: 
in case of future warranty cl 
are that the car has been pro) 
prepared for delivery by the d 
and has been properly maintz 
by the owner or operator. 

“The owner protection plan k 


| let also contains several verific: 


vouchers. One of these mus 
completed and surrendered to 
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ter Adopts 12-12 Warranty 
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inistered on 
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s S. Raban, 
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Assn., the 
Doman and 
sed was the 
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re than 150 


1at the 12-12 
to General 
y had been 
hilar policy 
This estab- 
tine of war- 
tices among 
ot ‘necessi- 
ogram for 
, new policy 
said. 
receives a 
possession 
ing agree- 
anufactur- 
illetin cov- 
dealer ad- 
that time. 
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vehicle also 
an owner 
let and an 
ach vehicle 
e dealer in 
n to retail 
ht state at 
e no exclu- 
customer’) 
1 the owner 
” St. Aubin 


plan book- 
delivery re- 
ns. This re- 
sipt of the 
t the war- 
vehicle... 
sibility for 
the vehicle 
ined to the 
retained by 
wner’s rec- 


owners de- 
iso be sign- 


of the deal-| 


vehicle has 

for deliv- 
- important 
inty claims 
2n properly 


| dealer each time warranty work is 


performed. 


“In the case of General Mo- 
tors vehicles, the provisions of 
the new-car warranty apply to 
the automobile and not to the 
individual. In other words, the 
unexpired portion of the 12-12 
warranty does apply to subse- 
quent owners of the vehicles. 
‘Since the public announcement 

of the dealer 12,000-mile, 12-month 
warranty there has been some con- 
cern on the part of some owners 
as to what is covered by the new 
warranty and what is not covered. 
Because there are some exceptions 
in the new warranty that did not 
appear in the former 90-day or 
4,000-mile warranty, General Mo- 
tors is in the process of develop- 
ing a warranty booklet to be placed 
in the glovebox of each new car. 


“This booklet in an easy-to-read 
form explains to the owner the 
necessity of reading the owner’s 
guide for proper operating instruc- 
tions. It provides a summary of 
the warranty coverage and a list 
of specific items not covered by 
the warranty. It specifies those 
items that are normal maintenance 
services. 


“That is, the items not covered 
by the warranty. This latter group 
deals with the new tire and tube 
warranty of the tire manufacturers. 
The booklet further deals with the 
importance of the information in 
the owner protection plan book- 
let.” 





* * * 


a Doman brought out that 
vehicles became more compli- 


Brake Defects Top 
ICC Safety Check 
On Pa. Turnpike 


HARRISBURG, Pa.—An analysis 
of equipment defects uncovered in 
a check of 213 power units and 210 
trailers on the Pennsylvania Turn- 
pike shows that brake troubles led 
the list. Power units had 234 brake 
defects, and trailers had 153, 


The three-day safety check was 
conducted at five locations by the 
Interstate Commerce Commission. 


The statistical data covers 213 
vehicles of a selected group culled 
from 1,157 vehicles which were ex- 
amined for readily audible or visi- 
ble indications of probable defects. 
Only vehicles which voluntarily en- 
tered the inspection areag were 
available for checking, 


A total of 826 defects were found. 
Only 12 of the 213 vehicles had no 
equipment defects, and the number 
of defects per vehicle ranged up 
to 16. 

Brake troubles on power units in- 
cluded air or vacuum loss, 43; brake 
warning device, 30; brake hoses, 62, 
and parking brake, 32. Brake hoses 
accounted for 84 of the defects 
found on trailers. 








cated as more improvements are in- 
corporated. 

“Yet the attention required de- 
creases,” he said, “due to the great 
increases in engineering know-how, 
great increase in manufacturing 
know-how and the improvement in 
service at the dealers.” 

Doman pointed out that in Janu- 
ary, 1959, Ford announced a pro- 
rata adjustment schedule for its 
medium, heavy and extra-heavy 
trucks. Under this policy, pro-rata 
adjustments were made on certain 
components up to 24 months or 48,- 
000 miles and on major functional 
items up to 24 months or 60,000 
miles. In August, 1960, Ford an- 
nounced its 24-month, 100,000-mile 
warranty on components of the 
super-duty engine. 

In September, 1960, Ford an- 
nounced the 12-month, 12,000- 
mile warranty on its ’61 cars, fol- 
lowed in October by extending 
the 12-12 warranty to trucks and 
a 24-month, 24,000-mile warranty 
on the Lincoln Continental. 

In December Ford announced the 
warranty on the Cummins diesel 
engine which it was installing in 
its heavy duty trucks and which 
included 100,000 miles or one year 
on all engine components. As a 
matter of “policy,” additional ad- 
justments are available up to 200,- 
000 miles on the crankshaft and up 
to 300,000 miles on the block. 

* ok * 

— pointed out that incor- 

rect servicing of a vehicle can 
needlessly increase the cost of war- 
ranty, and these costs “find their 
way into the future selling price 
of the vehicle.” He said it was im- 
portant that vehicles receive the 
proper kind of pre-delivery service 
and that they are returned to the 
dealer for the 1,000-mile check. The 
early care of a vehicle greatly de- 
termines the type of service that 
will be obtained for the rest of the 
vehicle’s life, he added. 

One point is clear he said: “Qual- 
ity must continue to improve.” 

“With better design, improved 
manufacturing processes and 
more rigid quality control,” he 
continued, “the following resuits 
will be accomplished: Reduced 
warranty and policy costs for 
the manufacturer; utilization of 
more of the dealer’s service facil- 
ities for full profit retail work, 
and greater customer satisfaction 
with the product. 

As a result of the 12-12 warranty, 
Doman looks for some changes in 
the administration of the warranty 
program. These may include the 
uSe of power and impact tools in 
setting service flat-rate time sched- 
ules, more complete assembly re- 
placement and as warranty costs 
rise, intensified administrative con- 
trols and audit programs. 

In other words, he expects the 
dealer to do a sound pre-delivery 
job and a thorough 1,000-mile check 
to insure the lowest possible war- 

ranty costs and give the customer 
the utmost in production satisfac- 
tion. 
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Mack Distributor Council Meets— 


Mack Trucks’ Distributor Advisory Council, seated, representing the company’s more! tp air : : 
: eir service to the trade and their 
than 300 United States distributors, meets with Mack officials at company headquarters a 


in Plainfield, N. J. The group serves in an advisory capacity regarding distributor needs | 
and market conditions. Seated, from left, are R. E. Mason jr., Columbus, O., Great | 
Western Division; H. O. Kriete, Milwaukee, | 


Lakes Division; C. G. Wyllie, Twin Falls, Id., 


Central Division; B. M. Bruckner sr., Amarillo, Tex., Southwestern Division; F. A. Maddox 
sr., Memphis, Southern Division; E. Conway, Rochester, N. Y., Eastern Division; J. W. | 
McCarthy, Lawrence, Mass., New England Division; C. R. Horner sr., Vineland, N. J.,| ended Oct. 31 exceeded those of the 














Kenworth Introduces New Model— 


New 90-inch-BBC trucks, engineered to maintain conventional-truck accessibility and 
interior cab spaciousness while increasing load space, have been introduced by Ken- 
worth Motor Truck Co., Seattle. Maintaining a 90-inch dimension from the bumper to 
the back of the cab, the S-900 series utilizes the standard Kenworth conventional cab, 
which has simply been moved forward and raised. Kenworth's exclusive ‘‘Unitglas” 
front-end—a one-piece fiberglass assembly encompassing the hood, radiator shell and 
fenders—tilts far forward, exposing the engine, its accessories and the cooling system. 


Further accessibility is said to be provided 


by the low five-inch-high tunnel on the cab 


floor, equipped with quick-release fasteners. Accessibility to the right side of the en- 


gine near the starter is achieved by an easily removable cover. 


Chevy Adds Delivery Van, 





Off-Road Chassis Option 


DETROIT.—Chevrolet has added 
to its truck line the Step-Van 7, 
a smaller, shorter wheelbase, more 
economical forward-control door- 
to-door delivery van. 

James E. Conlan, assistant gen- 
eral sales manager—trucks, said 
the new half-ton model “is de- 
signed to meet the need for lower 
cost hauling of light or bulky loads 
in stop-and-go driving where ease 
of handling, maneuverability in 
traffic, convenient load access, and 
operating economy are important.” 

“It offers 1,350-pound payload 
capacity, short overall length of 

167 inches on a 102-inch wheel- 
base, seven-foot, full-height, 





Distributors See 
Rise in Sales 
Of Equipment 


(Continued from Page 16) 
ing about profits rather than reg- 
istrations,” 

A West Coast distributor said: 
“We have been booked solid for 
about three months and have been 
very busy right through this so- 
called recession.” 

A Northern Midwest distribu- 
tor said: “I am not too certain 
that truck-equipment distributors 
know their costs, and the manu- 
facturer must lend his distributor 
accounting assistance in order 
that the distributor has a better 
knowledge of his cost of doing 
business.” 

“The truck dealer of today is 
seldom worried about anything but 

the lowest cost,” said another Mid- 
westerner. “He sells as if he never 
expects to see the customer again.” 

Two remarks from widely sep- 
arated areas indicate the breadth 

of the distributors’ ability to get 
cooperation from the truck dealers 
in his area. 

A Midwest distributor said “truck 
merchandising for profit has reach- 
ed an alltime low,” and a Southern 
distributor reported “we get almost 
100 percent cooperation from the 
truck dealers in our area.” 

Over half the distributors, 54 per- 
cent, said that they are working on 
just about as many deals at this 
time as they were a year ago. 
Thirteen percent said they are 
working on more, and 33 percent 
said they had fewer. 

Many said they either were ex- 


panding or bettering their service |’ 


facilities in order to improve both 
own profit potential. 


Michigan Seamless Tube 
Michigan Seamless Tube Co. sales 


lof $21,129,555 in the fiscal year 





walk-in body with 211 cubic feet 
of load space and economical 135 
horsepower six-cylinder engine, 
These features make it an ideal 
unit for dry cleaners, bakers, par- 
cel delivery services and similar 
multistop businesses,” he said. 


The Step-Van features independ- 
ent front suspension, coil rear 
springs, sliding doors on both sides, 
a low step height and an adjustable 
folding seat. 

Double rear doors are 38 inches 
wide. Available as options are rear 
doors in 56- and 66-inch widths, All 
doors may be ordered with or with- 
out windows. 


Chevrolet also has introduced a 
new heavy-duty chassis option tail- 
ored to meet the demands of off- 
road operations, such as logging, 
pit mining and dump work. 

“This new option offers in one 
package what many off-road op- 
erators install piecemeal on con- 
ventional trucks to beef them up 
for their rugged demands,” A, T. 
Olson, Chevrolet’s national truck 
manager, said, 

Available for two- and 2%-ton 
models on 157- and 175-inch wheel- 
bases, the reinforced chassis is de- 
signed to meet punishing torsional 
and weight stresses imposed by 
heavy-load operation over rough 
terrain, Olson said. 


GMC Honors 123 Employes 


For 25 Years’ Service 


PONTIAC. GMC Truck and 
Coach Division announced that 123 
employes completed 25 years’ con- 
tinuous service in 1960 and received 
wrist watches to mark the occasion. 

Earl Maxwell, personnel director, 
said it brought to 1,520 the number 
of employes honored under the 
program in the last eight years. 
He said 467 persons will observe 
their 25th anniversaries with the 
division in 1961. 








Truck Dealer Cited— 


Clift-Smith Co., Chattanooga, Tenn., has 
qualified for a service award by the Motor 
Truck Division, International Harvester Co., 
Chicago. Dealer Craig Smith, left, accepts 
a bronze and mahogany plaque symbol- 


the dealer | Atlantic Division. Standing: Paul C. Ritter, assistant manager, distributor sales division;| previous record year 1959 and net|izing the award from Howard Shaver, 
maintained | H. R. Fouss, manager, bus division; C. F. Larsen, assistant to sales vice-president; E. G. earnings of $1,456,282, were only| service manager for International's Atlanta 
r. Ewell, executive sales vice-president; T. H. Jones, vice-president and general sales| moderately under the record for | district. Clift-Smith was cited for providing 
plan book- manager; J. B. Morehead, manager, Distributor Sales Division; A. G. Crockett, director, that year, Wm. A. McHattie, presi-| the ‘best quality service to truck users 


through improved facilities, modern equip- 
ment, trained servicemen and outstanding 
management.” 


Sales Development Division; R. W. Allen, assistant sales manager; G. C. Grantham, | dent, reports. The 1959 sales total 
director, parts supply; H. Dewsbury, general manager, Canadian Division; H. Bernard,| Was $20,391,388 and net earnings 
director, service engineering, and T. J. Zeller, vice-president, forward planning. | were $1,665,621. 
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Bauman Outlines ABCs to NADA... 





‘Truck Franchise Spells Profits’ 


(Continued from Page 16) 


fact, everything we eat, wear, and 
use is eventually either in part or 


in whole hauled by motor truck 
equipment. This lends assurance to 
the continuing expansion of truck 
uses regardless of the competitive 
modes that might be developed. 

While we have seen a lot of pub- 
licity on piggyback and container- 
ization and know these will be fac- 
tors, particularly in the long-line 
haul, we should also note that 
motor trucks must be available, in 
most cases, to pick up the com- 
modities from the origin and de- 
liver them to their destination as 
well as deliver goods from the ter- 
minal to final consignee. 

Extensive research shows that 
the motor truck rate of growth 
is in almost direct proportion to 
the growth in population and 
gross national product. This is 
primarily because the motor 
truck is a tool of business. It is 
an essential part of manufactur- 
ing and distribution, so that 
truck use expands directly in 
proportion to the expansion of 
our economy. 

These factors insure an investor 
in a motor truck franchise that he 
will put his investment in a grow- 
ing industry and in an essential 
product that will be a continuing 
necessity of the future. 

Still another factor in the sta- 
bility of such an investment is that 
motor trucks are used by a com- 
plete cross-section of industry. 
Every type of product or commod- 
ity must be transported by trucks 
somewhere during its movement 
from origin to final destination. 
This gives added stability to motor 
truck sales because it is not de- 
pendent on just one type of indus- 


try. 
* * * 


Earning Power 


eo I believe, firmly estab- 
lished the fact that the motor 
truck is an industry that has a 
very firm foundation to justify the 
security of an investment, it is now 
proper to take a look at the earn- 
ing power of a truck franchise and 
how to go about getting the proper 
facts to arrive at a conservative 
estimate of its earning possibilities. 

The best way to confirm the earn- 
ing power of a motor truck fran- 
chise is to check the profit results 
of existing truck dealers in the 
areas nearby that in which you 
are considering a franchise, as well 
as the results—nationally—of truck 
dealers for the particular product 
you are considering. 

Our experience at White indi- 
cates conclusively that our deal- 
ers—set up as exclusive truck 
dealers with adequate facilities 
and concentrated efforts of train- 
ed personnel to develop their 
business—has proved their fran- 
chises to be very profitable. The 
amount of profit earned varies 
with the volume of sa'es—how- 
ever, the range is from 4 percent 
to 6 percent of sales before taxes. 

Now that we have seen the in- 
vestment in a motor truck fran- 
chise has good security as well as 
earning power—and, most impor- 
tant, gives an outstanding return 
on the investment—we are ready to 
study the truck franchises that may 
be available in the territory you 
are considering. A truck franchise, 
because it is very desirable, is never 
available for any great length of 
time. 

Once the franchise opportunity is 
determined, a good look should be 
taken at the product and the com- 
pany that makes it from the point 
of view of its reputation in the 
motor transport field; the complete- 
ness of its product line to provide 
maximum opportunity in the ter- 
ritory being considered and the 
kind of policies that the company 
has with reference to dealer rela- 
tions. 

oa * * 

FTER these have been satisfied 

and are acceptable, it is then 
time to ask the manufacturer, 
through its accredited representa- 
tive, to provide information on the 
number of counties to be included 
in the proposed franchise and the 
actual sales of motor trucks in 
those counties by all competitors. 
This information is readily avail- 
able from all companies through 



























tistics. 


has commanded. 

With this information as a 
background it will be possible to 
arrive at a conservative estimate 
of the potential truck sales in the 
particular counties included in 
the proposed truck franchise. 
Since the service business is a 
very vital part of any motor 
truck franchise, information must 
also be obtained as to what the 
service sales could be in the ter- 
ritory being considered, The sale 
of service to motor truck owners 
is much higher than on passenger 
cars because motor trucks are 
working much harder and run- 
ning a substantially greater num- 
ber of miles. 

Our experience at White has 
shown that the average sale of 
service per truck is approximately 
$402 per year. You should obtain 
from the manufacturer’s represent- 
ative the total population of the 
particular make of truck you are 
considering in the territory cover- 
ed by your proposed franchise. This 
means the total number of trucks 
registered and actively being used. 

Having this information and by 
using a formula of the total service 
sales per year per truck for that 
particular truck, you will be able 
to arrive at your service sales of 
both replacement parts and repair 
labor. 

* * * 

W= NOW have a basis for poten- 

tial earnings since we have 
data on volume of motor trucks and 
volume of service sales. Inquiry 
should now be made as to the 
gross profit possibilities on the sale 
of new motor trucks and this in- 
volves the retail price, the dealer’s 
cost, and the consideration of es- 
tablished trade discounts that are 
granted. From this we can attain 
the percentage of gross profit that 
new truck sales would develop. 

The same inquiry must be made 
on replacement parts to show the 
dealer’s cost, the established retail 
price, and what gross would be 
available on replacement parts 
sales. We now have available not 
only the total sales volume but we 





Higher Load Limits 
Sought in Arkansas 


LITTLE ROCK, Ark. — The 
trucking lobby is expected to 
launch a campaign in the Arkan- 
sas Legislature this month to get 
the present 64,000-pound load 
limit on Arkansas highways 
raised. 

Lawrence Blackwell, chairman 
of the Arkansas Highway Com- 
mission, declined to say whether 
or not the commission will oppose 
expected efforts to alter the load 
limits. 

Gov. Orval Faubus has said the 
truckers may have a valid point 
in order to bring Arkansas’ limits 
in line with those of surrounding 
states. The present limit does not 
include the weight carried on a 
truck’s front axle, which can add 
several tons to the total load. 





their use of Polk registration sta- 








Consideration should next be 
given to the degree of sales suc- 
cess the particular truck manufac- 
turer has had in those counties and 
what percentage of the market it 


can be attained. 


ate cost building. 


The best location for a truck 
operation is along a highway and 
usually out a distance from the 
high cost land areas. The build- 
ing doesn’t need to be elaborate, 
as sales of trucks must be attain- 
ed through calling on the pros- 
pect rather than expecting pros- 
pects to come in to the show- 
room to look at them. So, the 
building cost is relatively small 
in comparison with a more elab- 
orate passenger-car establish- 
ment. 


conservative on facility investment, 
if new facilities must be provided. 
In order to determine the size and 


type of building required you must 


know the volume of parts sales; 
the turnover expected, and the total 
inventories that would have to be 
stocked. This quickly establishes 
the size of the parts room required 
and always there should be pro- 
vided a reasonable area for expan- 
sion as the business increases. 

We then must have an adequate 
shop for repairs because this is an 
essential part of the truck business 
and a lucrative one as far as earn- 
ings are concerned. Here, again, 
this can be determined by knowing 
the total trucks in service that the 
shop would take care of and the 
number of square feet required to 
do an adequate job. 

* * * 


Plenty of Space 
r IS important that in any con- 
sideration of a new facility ade- 
quate land area be provided, be- 
cause so much of the equipment 
such as trailers and used trucks 
can be stored successfully outdoors. 
Also, it is important to have ade- 
quate area for easy maneuverability 
of long tractor trailer combinations 
that are stopping for service. This 
ratio of land to building area 
should normally be approximately 
two to one. 

Having determined the size of 
the building and the land required 
—we then can determine the cost 
of the land and plant and have a 
figure for our investment as far 
as property is concerned. The build- 
ing, obviously, must be well equip- 
ped and here we get into the ade- 
quate bins for the parts rooms, the 
satisfactory storage for other 
bulky material, and above all the 
need for excellent facilities for easy 
accessibility of parts records, show- 
ing parts numbers and bin loca- 
tions, Adequate help can be obtain- 
ed from all manufacturers in set- 
ting up efficient equipment for effi- 
cient operation of a parts store. 

The shop equipment should be 
carefully thought out with the 
manufacturer — using his recom- 
mendations. It should not be ex- 
cessive but it should be adequate 
to do a good service job. Consid- 
eration should be given to some 
amount of specialized diesel re- 
pair equipment due to the rapid 





have the potential gross profit that 


This brings us to the kind of 
facilities necessary to operate a 
very high return on the investment. 
This is due in a large measure to 
the fact that a truck facility for 
sales and service can be on low- 
cost land and have a very moder- 


The important thing is to be very 


Dodge Introduces New Wrecker— 


Featuring a 202-horsepower, V-8 engine with 318-cubic-inch-displacement, this 1961 
Dodge four-wheel-drive wrecker is said to be ideal for use in severe weather conditions 
and in off-highway operations. The 133-inch wheelbase unit has as standard equipment 
a four-speed transmission, two-speed transfer case, 4,500-pound front axle capacity, 
ond 7,500-pound rear axle capacity. The all-steel body, made by Ashton Equipment 
Co., Detroit, features a No. 10 Tulsa winch, reversible PTO, underdrive equipment, and 
extension boom. 




















































New IH Axle— 


This is one of three new lightweight 
through-drive tandem rear axles built by 
International Harvester for heavy-duty IH 
trucks. Rated capacities are 30,000, 34,000 
and 38,000 pounds, and steel spring and 
rubber load cushion suspension models 
are available. Lightweight components in- 
clude aluminum spring saddles and walk- 
ing beams. 


growth of diesel engine usage in 

motor trucks. 

The importance of quality serv- 
ice as an absolute essential to the 
building of a sound, profitable mo- 
tor truck business cannot be over- 
emphasized. A lot of truck users 
do not have their own repair facil- 
ities and are dependent on local 
service of the truck dealer to keep 
their trucks in good running order 
and dependable. 

There is nothing that chills a 
prospective truck buyer more 
quickly than discourteous service, 
poor service or lack of attention. 

* * * 
HE service business must be 
looked on not only as a great 
help in building a fine reputation 
for the truck dealership but also 
as a stabilizer in your earning 
power. Service sales profits should 
definitely absorb every expense ex- 
cept commissions on new truck 
sales. This absorption factor gives 
the dealer great flexibility in new 
truck sales and assures the profit- 

ability of the business. 

There are many distributors in 
our organization who have more 
than 100 percent absorption from 


Across the Nation... 





LONGVIEW, Tex.—An electric 
wheel powered scraper with a capa- 
city rating of 30 tons has been 
added to its Pacemaker line by 
R. G. LeTourneau, Inc. 

This Series L-28 Electric Digger 
is the first “small” machine to be 
manufactured by the firm since it 
reentered the earthmoving equip- 
ment business in 1958. Since that 
time, the company has built its 
diesel-electric, all-wheel-drive units 
only in tandem bowl machines for 
self-loading 50 to 130 tons. 

* * * 


Matlock & Cope Truck Body 


Is Putting Up New Building 
MURFREESBORO, Tenn. — Mat- 
lock & Cope Truck Body Corp., 
Nashville manufacturing concern, 
will move its operation to Ruther- 
ford County, starting production 
next year with some 70 employes. 
Owners Roy Matlock and Fred 
Cope said they will build a 50,000- 
square-foot building on Highway 
41-70 between Lavergne and Sewart 
Air Force Base. 
* * * 


Bulletin Tells How to Hike 


Car, Truck Repair Output 


NEW YORK.—A 28-page bulletin 
showing shop owners and mechan- 
ics how to increase output 5 to 20 
percent by replacing old impact 
wrenches with new ones has been 
published by Ingersoll-Rand Co., 11 
Broadway, New York 4, N. Y. 

The manual contains time studies 
on nine common service operations 
on 16 makes of automobiles. It also 
describes the company’s line of air 
and electric impactools and acces- 
sories used to increase production 
and flat rate billing by saving time 
and effort on automotive repair 
operations. 


* of * 
Rockwell-Standard Film 


Explains Truck Axles 


DETROIT. — All About Axles is 
the title of a new slide film pro- 
duced by the Transmission and 
Axle Division, Rockwell-Standard 
Corp. and is available for showing 














Truck News in Brief 





— 


service and their profits increage 
proportionately. This, of course, ig 
an ideal arrangement and one that 
can be achieved if the service busi- 
ness is carefully built with fine 
people and adequate facilities. 

One of the important factors to 
be examined in considering the 
formation of a new motor truck 
dealer establishment is the mat- 
ter of financing. Assuming that 
your credit background is satis- 
factory, you can arrange for 
financing of the following: New 
building facilities; necessary shop 
equipment; new parts inven- 
tories; new- and used-truck in- 
ventories. 

These credit facilities are avail- 
able because of the stability of a 
motor truck dealership business 
and in this way you can greatly 
conserve your cash _ investment, 
This is a very important factor and 
opens up the possibility of truck 
dealership opportunities to many 
prospective dealers who are willing 
to put in the effort and follow the 
rules of a successful truck dealer- 
ship. 


* * * 


Financing No Problem 


APEQUATE financing is also 

available for the financing of 
customer paper on retail sales of 
both new and used trucks. In most 
cases your local banks or local 
finance institutions will be inter- 
ested in this kind of paper. All man- 
ufacturers provide a means of 
financing retail paper for their 
dealers, so this is a problem that 
can be readily solved. 

These would seem to be the steps 
that must be taken in determining 
the earning power of a motor truck 
franchise and the kind of an in- 
vestment and facility that must be 
provided. From this the prospective 
dealer can readily determine what 
kind of a return he will get on his 
investment. If the earning power 
in relation to investment is satis- 
factory, then we are ready to pro- 
ceed. 

Now, it is only right to say that 

up to this time we have only 
(Continued on Page 22, Col. 1) 





before factory truck dealer sales 
and service organizations. 

The film explains in considerable 
detail the reasons for the many dif- 
ferent types of truck axles, why 
each is designed as it is, how each 
operates and the type of service for 


which each is built. 
* * * 


Highway Trailer Offers 


Speedier Convertible Van 


NEW YORK.—A “possum belly” 
luxury liner for livestock, with de- 
sign advances for speedier conver- 
sion to a modern dry-cargo trailer- 
van, has been introduced by High- 
way Trailer Industries, Inc. The 
40-foot Converta-Van is designed to 
meet the strenuous requirements 
of piggyback and over-the-road op- 
erations while offering maximum 


cubage for livestock hauling, the [ 


firm said. 
Design advances to speed up con- 
(Continued on Page 26, Col, 3) 


3 Truck Groups 


Join Forces in 


New York State 


BUFFALO.—Final action to con- 
solidate all elements of the truck- 
ing industry in New York State 
into one powerful group to strength- 
en the industry’s legislative posi- 
tion has been completed. 

William W. Patterson, president 
of Central New York Freightways, 
Inc., Syracuse, announced the affili- 
ation of three major state groups. 

They are Trucking Federation of 
the Niagara Frontier, Inc., Buffalo; 
Allied Transportation Industries 
Assn., Inc., Syracuse, and Empire 


State Highway Transportation } 


Assn., New York. 


The action brought the Buffalo 


and Syracuse units into the fold 
as an Official part of the American 
Trucking Assns. They formerly op- 
erated as independents. ESTA is 
the official state affiliate of ATA. 

Three men from each unit were 
named to a nine-man board of gov- 
ernors. 


“as 
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How many 
truck sales 
will you lose in ’61 
if you don’t offer 


a Diesel in light 
trucks? 





The swing is to Diesel in light trucks as well 
as heavy. 

Are you going to get your share of this 
growing market? 

You can by getting in touch with your 
nearby distributor of Series 53 and 71 
Diesel engines. 

Get together with him now. He has truck 
Diesels to fit most any make or model from 
16,000 GVW up, flywheel housings and kits 





TRUCK MODELS OF THE 


ALL-PURPOSE POWER 


to make many installations fast and easy. 


Call your GM Diesel distributor today. 
You’ll find him in the Yellow Pages under 
“Engines, Diesel.’’ Then, when the prospect 
asks for a Diesel, you’ll be able to quote , 
prices and performance—nail down the sale 
on the spot. 


LINE 






DETROIT DIESEL ENGINE DIVISION 


SERIES 71 


GENERAL MOTORS, DETROIT 28, MICHIGAN SERIES 53 
In Canada: GENERAL MOTORS DIESEL LIMITED, London, Ontario y ging Manltne” Gadines “y" and “in-line” engines 
Parts and Service Woridwide 97 to 185 H.P. 145 to 434 H.P. 
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White’s Bauman Discusses . . . 





‘Truck Franchise Spells Profits’ 


(Continued from Page 20) 


checked the necessary steps to be 
taken to determine the earning 
possibility of a truck franchise 
and it is only fair to say that this 
potential earning power will never 
be realized unless the dealership 
is operated on an efficient basis, 
according to sound principles, 
and is being managed and direct- 
ed by a very capable truck man. 
A truck investment cannot be 
satisfactory if it is just a sup- 
plemental part of another busi- 
ness without adequate facilities 
or personnel devoting full time to 
the truck business. 

To develop this thought a little 
further—the first thing to do is 
get a real truck manager who has 
no other responsibilities than build- 
ing your truck business. 

He, obviously, should be the type 
of man who has good management 
abilities and if he also has truck 
experience this would be to his ad- 
vantage. He must be a person who 
can command the respect and in- 
terest of the business people who 
buy trucks and, of course, have the 


Revised N.Y. Tax 
Covers Additional 
30,000 Trucks 


ALBANY. — The trucking indus- 


try in New York State is irked by | 


revision in the state’s weight-dis- 
tance tax laws that were designed 
to ease the clerical burden imposed 
on the truck operators. 

Under the changes, almost 30,000 
more trucks are subject to a $5 
registration fee even if they are 
excluded from tax liability. The in- 
clusion of these trucks under the 
law appears to have been an inad- 
vertent act by the Legislature. 

The revisions actually were a 
compromise with the vigorous de- 
mands made by the truckers for 
repeal of the law. 

Under the original 1951 law, own- 
ers of trucks of 18,000 pounds gross 
weight pay a tax for each mile 
operated on state roads. The tax is 
graduated, with heavier vehicles 
paying a higher rate. 

Because of the truckers’ com- 
plaints that this involved detailed 
records and was costly to compute, 
an alternative method of determin- 
ing the tax was approved. 

Under this method a trucker may 
determine his tax by using the 
weight of the empty truck through- 
out, but he must pay a higher rate 
per mile, It eliminates one set of 
computations, but in some cases 
the tax is higher. 

Owners have the option of using 
either method, so those whose 
trucks are in the lower weight 
group obviously will use the origi- 
nal table and pay no tax. But they 
still will have to pay the $5 regis- 
tration fee. 

In addition, since the revised law 
makes no distinction between 
trucks registered in New York and 
those licensed in other states, the 
New York industry fears a new 
series of retaliatory tax battles in 
other states. 


Designed for Truck Business— 


This aerial view shows the facilities of 


| ambition and energy to give it all- 
out effort. 
* * t 

Cr HAS been proven—in our ex- 

perience—that if the manager 
of a truck business is given an in- 
centive through possible part own- 
ership from profits earned or par- 
ticipating in profits—it adds great- 
ly to the rapidity of the success. 

Your truck manager will then 
have to have a fine parts man and 
whatever additional parts people 
are necessary. This is a vital part 
of any truck business and must be 
in the hands of people who know 
trucks and truck parts. There is 
nothing more negative or aggra- 
vating than to sell new trucks— 
and then when the user needs some 
parts, to come to your establish- 
ment only to find that you don’t 
have them. 


This, naturally, involves the 
proper kind of stock and here, 
again, knowing the number of 
trucks of the make you are going 
| to serve in your area, it is rela- 
tively easy for the manufacturer 
to advise you just what parts to 
| carry and the ones that sell most 
| frequently. 

Of equal importance is your shop 
| superintendent or service manager. 
| He should be above everything else, 
a good sound mechanical man— 
familiar with automotive products 
|}and preferably with trucks. 


He should have the ability to 
diagnose symptoms as far as truck 
troubles are concerned; he should 
be very carefully trained by the 
| truck manufacturers in their vari- 
|ous schools so that he is familiar 
with efficient methods and the 
amount of time that is reasonable 
bes the performance of any repair 
job. 
| In this connection it seems to me 
| that there are more letters of com- 





| the repair labor charges are exces- 
sive than any other single factor. 
of * * 


| Key Sales Factor 


7 shop can be a very big con- 
tribution to truck sales—or if 
|improperly handled it can be the 
| worst offender in losing _ sales. 
|There is no substitute for fine per- 
sonnel in the repair shop. 

| I come, last, to the sales people 
| because I feel service must be the 
| foundation on which the business 
|is built. Obviously, unless trucks are 
| sold in reasonable volume the busi- 
ness cannot be a success. 

It must be remembered that 
|trucks are sold to business people 
and they are primarily bought in 
order to do work and do it at the 
lowest possible cost per mile, per 
ton, or whatever other measure- 
ment there is. This means that peo- 
|ple selling trucks must be indoc- 
|trinated with the philosophy that 
|they must know enough about 
trucks to be able to recommend the 
proper equipment for the work 
that is to be done. 

This requires adequate knowl- 
edge on the part of the sales peo- 
ple to know what the prospective 
customer is going to do with the 








|plaint from people who feel that} 








truck and what his work requires 
so that the salesman in turn can 





Montgomery GMC Trucks, Inc., Springfield, 


select from his truck model line 
the model that best meets these 
requirements. There is nothing 
more costly than selling an in- 
adequate truck to a prospective 
buyer or a truck improperly 
equipped as to gear ratios, load 
distribution and other factors. 





It cannot be overemphasized—the | ~ ee & : 


proper application of the truck can 
only be made through knowledge on 
the part of the sales people. This 
knowledge can be attained from 
manufacturers who spend a lot of 
time and money in the development 
of such information. 

It is imperative, of course, that 
there be a complete listing on a 
card index file of all prospective 
customers and the truck makes 
they operate. It is essential that 
the sales people go out and call on 
these accounts and plan the num- 
ber of calls they should make on 
the basis of the truck usage and 
the size of the account. These lists 
are available from the manufac- 
turer and they can be purchased 
for a reasonable sum of money. 
They are essential because it is the 
prospect file and the basis of effi- 
cient selling from a point of view 
of effectiveness and cost. 

ok * ok 

NE very important factor in the 
successful operation of a motor 
truck dealership is the handling of 
used trucks. This means that the 
motor truck dealer must be set up 
to handle used trucks efficiently 
and successfully. The start of a 
used-truck transaction is very sim- 


Auxiliary Transmission— 


It is now possible to mount auxiliary 
transmissions to pickups with “X’’ frame 
construction, according to H. S. Watson 
Co., Emeryville 8, Calif. Brownie-Juniors, 
above, provide extra underdrive or over- 
drive “'splits'’ of gear changes for pickups, 
so as to allow the small size truck to do 
special jobs. When the Brownie-Junior is 
installed in the underdrive position it pro- 
vides a means of mounting and driving a 
power take-off. Engine power is thus made 
available for driving winches, compressors, 
saws and other truck-mounted equipment, 
it is said. 





ilar to a used-car transaction in 
that you first must make an ap- 
praisal, 

With a truck, however, the trans- 
action is substantially different be- 
cause a true appraisal of a truck 
must recognize the make and its 
established values at different ages; 
the type of mechanical components 
it has and how they fit the market. 
The usage left in the tires—and in 
general the ability of the truck 
to do additional work at reasonable 
efficiency. Used-truck appraisal 
sheets are available from all the 





New Home of Mack Distributor— 


Columbus Truck & Equipment Co., Inc., Mack distributor for 24 counties in Central 
Ohio, has moved into a new 17,500-square-foot sales and service center at 1688 Fifth 
Ave., Columbus. Ray E. Mason jr. is president of the firm which has branches in 


Marietta and Gallipolis. 
So e.. & 


* * * 


2 Mack Distributors Build; 
10 New Outlets Named 


PLAINFIELD, N, J.—Plans for 
an expanded distributorship in 
Memphis and the occupation of new 
facilities by Mack’s Central Ohio 
distributor have been announced by 
J. B. Morehead, manager, Distribu- 
tor Sales Division, Mack Trucks, 
Inc. 

He also announced the appoint- 
ment of 10 new distributors. 

Tri-State Mack Distributors, 
Inc., Memphis, has acquired the 
Martin Stadium site on E. H. 
Crump Blvd. as the planned loca- 
tion of a 30,000-square-foot truck 
center—approximately double the 
firm’s space at its present loca- 
tion, 980 Jefferson Ave. 

Construction is scheduled to start 
in the spring. F. A. Maddox sr., 
president of Tri-State Mack, has 
been a Mack distributor since 1945. 
He is assisted by his son, F. A. 
Maddox jr., who is vice-president 
and sales Manager. 

Morehead also announced the 
opening, by Columbus Truck & 
Equipment Co., Inc., of a new 


17,500-square-foot sales and service | 


center at 1688 Fifth Ave., Colum- 
bus, O. 

The new building is equipped to 
handle all engine transmission, 
rear-axle and chassis repairs. A 


major-u nit rebuilding department 





Buys Chevrolet Deal = 


has been set up to provide special- 
ized service in rebuilding, overhaul- 
ing and reconditioning engines, 
transmissions and other major 
components. 

Ray E. Mason jr. is president 
of Columbus Truck & Equipment. 
The company is Mack distributor 
for 24 Central Ohio counties and 
has branches in Marietta and 
Gallipolis. 

Mack’s new 10 distributors are: 
Nussbaum Chevrolet & Oldsmobile, 
Inc., Chatsworth, I11.; Middleton 
Motors, Inc., Orleans, Ind.; Eastern 
Tractor & Equipment Co., Caribou, 
Me.; Capitol Mack Truck Sales & 
Service, Inc., Lansing, and Maupin 
Truck Sales, Inc., Springfield, Mo. 

Also, A. B. Hollinger & Son, Inc., 
Lancaster, Pa.; North Lima Turn- 
pike Mack, Inc., North Lima, O.; 
Beaver Mack Sales, Rochester, Pa.; 
Wally’s Auto Service, Eau Claire, 
Wis., and Mears Equipment Co., 
Casper, Wyo. 

oe 


* 





Mo. Built especially for the truck business, the building is 75 feet wide and 225 feet 
long, with a two-story portion on the first 75 feet. The lot is 325 feet wide and 625 
feet deep. In addition to GMC trucks, the firm sells trailers, assembles bodies on the 
trucks sold, does modification and repair work, and overhauls and paints tradein trucks 
and displays them road-ready. When the firm's salesmen need to contact the office, 
they don't use the nearest phone—they use the radio in their cars. Every personnel 
car has receiver and transmitter, including personal cars of H. P. Montgomery, owner. 
Main transmitter tower for the radio setup is on top of the Montgomery building. 


son has been in the auto business 
for 38 years and has owned deal- 





CINCINNATI. —W. R. Johnson 
has purchased the Vordenberg 
Chevrolet Co., 3161 Madison Rd., 
Cincinnati, and will operate in the 
future as Courtesy Chevrolet. John- 


ss 


Tri-State Mack to Expand— 


center for Tri-State Mack Distributors, Inc., 
twice as large as the firm's present facilities 
sr., a Mack distributor since 1945. 





erships in Toledo and Decatur, Ga. 





truck manufacturers that have 
stood the test of time very succegg. 


fully. 

The important thing in a truck 
appraisal is to make sure that 
the value placed on the truck, in. 
cluding repairs (if necessary), 
and commissions and other han. 
dling costs, be taken into account 
when the appraisal is finally made 
and the allowance given to the 
prospective customer. 

The ideal used-truck operation 


will turn in some profit—it will be | 


moderate but it certainly should 
not be a loss. 

One of the real problems in han. 
dling used trucks is the tendency 
to put too much repair money into 
them in the hopes of getting a bet- 
ter price. We have set up a rule 
at White where 10 percent of the 
appraised value is the maximum 
repairs that can be put into a used 
truck before it is sold. By restrict- 
ing the repairs the inventory value 
is not built up excessively, result- 


ing in serious losses. 
* * * 


120-Day Turnover 


| yevciny op factor of great impor- 
tance is the liquidation of used- 
truck inventory within reasonable 
time limits. It is felt that, in gen- 
eral, used trucks should not be kept 
beyond 120 days before they are 
sold at the best price that can be 
attained. 

In this way, used-truck inven- 
tories are not accumulated over a 
long period of time at inflated val- 
ues with losses that are difficult 
to handle when liquidation occurs. 

There is a good market for used 
trucks but you must have an ex- 
perienced used-t ruck man—or at 
least a responsible management 
person — handling the supervision 
of the used-truck operation. 

Otherwise it can be a very seri- 
ous source of severe loss. If han- 
dled properly, with complete con- 
trol, it should make a little money 
or at least break even and it is 
a@ necessary part of successfully 
merchandising motor trucks. 

I can’t conclude my remarks 
without emphasizing the im- 
portance of service sales. We must, 
of course, be in position to give 
good service and have parts avail- 
able when needed, but the service 
people must be sales-minded. 

They must be familiar with the 
truck equipment, by makes, in the 
territory and they should contact 
the equipment people of the vari- 
ous truck users to explain to them 
the facilities that are available and 
work to get them to -buy all their 
parts—and necessary repair serv- 
ices—from the dealer. 

It is not enough to just furnish 
service and then sit back and wait 
for the prospect to come in and 
use it when he has trouble. So 
many parts today are available 
from many other sources and it is 
only through frequent contacts by 
the service people who understand 
service requirements that you can 
expect to build up a satisfactory 
service sales volume. 

* * * 

BELIEVE this runs the entire 

cycle of the motor truck fran- 

chise. We have established that it 
is a sound investment; that it will 
give a better return on the invest- 
ment than most any other retail 
business. 

We have shown that it has 
stability and then we have devel- 
oped the steps necessary to eval- 
uate a franchise in any territory 
as to its earning power and if 
the decision is made to go ahead 
and acquire a truck franchise— 
the fundamental steps necessary 
to insure its success. 

I believe that I have established, 
|for the affirmative, proof of the 
fact that motor truck franchises 
|}are money makers and do offer 4 
very high return on the investment. 








i 





Construction is scheduled to start in the spring on a 30,000-square-foot truck 


Memphis. The new quarters will be nearly 
. Tri-State Mack is headed by F. A. Maddox 
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Model T when selling the car just 
got the dealer off on the first step 
in the things that could be sold 
the new owner. To my mind this 
“jobbie” has the same potential. 

It’s powered with a four-cyl- 
inder engine converted from a 
proven V-8 that retains the rug- 
ged construction of the V-8 but 
enables a low cost but economical 
power plant. Incidentally, the 
camouflaging of the unused side 
that did support the other four 
cylinders has been cleverly done. 
And then they showed us “type- 
writer pounders” the new sta—ex- 
cuse me Travelall, with its five-inch 
lower body and new styling that 
comes with a choice of four en- 
gines, either I-beam or torsion-bar 
front suspension, in two or four- 
wheel-drive and seven colors. 

+ a * 


Sequins Show Now 


ND still the top brass of Har- 

vester stoutly deny that they 
aren’t in the “millinery” business, 
that they aren’t edging closer and 
closer to the passenger-car end of 
the business each new model show- 
ing. 

Well, to my way of thinking 
Harvester has put the sequins on 
the dresses and many of their deal- 
ers, who also sell passenger cars, 
will show them how easy it will be 
to tie on the bows and flounces. 

I can well understand their un- 
willingness to admit that they have 
thrust their dealers into the highly 
competitive compact and wagon 
business. But they are in and so 
what! 

I don’t think their dealers who 
also handle passenger cars will 
kick one bit but I can see where 
they may have given many of 
their implement duals a little 
start. Those boys now have show- | 
room problems if they want to | 
get their share of the business, 
for I believe mama is going to 
have a voice in what the old man 
buys in these two units. 

Even “diehard” Bill Schumacher | 
admitted at MHarvester’s press 
showing that when they get their 
dealers completely supplied with 
these units, they will entertain 
franchise requests from a selected 
number of passenger car dealers. | 
And I haven’t said a word about 
the new line of light jobs, pickups, | 
panels, dumps, stakes and crew | 
cars in the C-line that were also 
shown and we were allowed to drive 
on all types of roads. 
* * * 


I HAVE to compliment the guys | 
at Harvester for putting on one| 
of the nicest and best handled 
press previews it has ever been my 
fortune to attend. The setting was| 
just out of this world; every one| 
of us thoroughly enjoyed the 83-| 
degree weather while up in Detroit 
the temperatures were hovering | 
around the low 20s. 

The weather man was very oblig- | 
ing with: sunny skies, although the 
Proving apron still had the patch) 
Where it blew up under the barbe- | 
que grille the day they had some} 
of us down there for the opening | 
dedication. But the roads and 
tracks had been greatly improved 
and added to. 

The only fly in the ointment 
was that the Mexican orchestra 
didn’t know how to play “Happy 
Birthday” when the Harvester | 
gang really surprised one of the 
publishers with a cake on his 
birthday. 
In this light truck line the buyer 
can have just about anything he 
wants. Harvester isn’t going to get! 
in any hassle that their way is the| 

only way. 

If the buyer wants torsion-bar 
Suspension he can have it or if he 
wants leaf springs and an I-beam 
front, he merely has to state his 

desire. If he wants an economical 
six or a V-8 that will spin the rear 
wheels on a dry pavement, a three- 
Speed, four-speed or automatic 
transmission, they are all in the| 
light line. 








* * * 


Pleasing Customers 


ARVESTER dealers and sales- 
men won't have to argue with 
any customer this year on this line. 
But I’m darn sure that I wouldn’t 
take manufacturing manager Harry 





Gottberg’s job if they handed it to| 


me on a Silver platter—even if I| 
felt I could handle it. And I couldn't. | 

Boy, they have more options this | 
year on these new lines than a} 
mangy dog has fleas. But I'll gam- | 
ble on them, For 40 years now} 
Harvester has been able to do a 
Houdini in giving the customer 
what he thinks he wants and I 
don’t think they have lost the 
magic touch. 

They’ve had the Scout in pro- 
duction since early in December 
and now are reaching near the 
100-a-day mark and hope to hit 
150 a day shortly. They say they 
can push production on this job 
even higher if it becomes neces- 
sary, without too much trouble. 


The Scout is being built on a new 
production line in Fort Wayne and 
in the same building where they 
also are building the biggest jobs 
they build, the “Westerns” for the 
eastern trade. Thus the giants and 
the midgets of the Harvester line 


roll out the same set of doors on 
their way to becoming titled. 
* * * 


vous Business and Professional 
Women’s Foundation, complet- 
ing a survey of traffic signs 
throughout the country, has come 
to the conclusion that the only 
thing uniform about traffic signs 
is that they are not uniform. 

The survey reveals that laws 
governing traffic signs are so 
varied from state to state and 
city to city that often the same 
sign does not mean the same 
thing or require the same action 
in all places. 
| The National Joint Committee on 
| Uniform Traffic Control Devices is 
|endeavoring to make some head- 
| way in clearing up this dangerous 
| situation and have brought out a 
|new manual that will be approved 
| for the federal-aid highway systems 
that should take us out of this 
maze of conflicting signs an.'! mark- 
ings if followed by the highway 
people of each state, county and 
city in the nation. 

Every automotive dealer has a 
stake in this endeavor to promote 
greater safety on the highway. I 
recommend that every dealer ask 
the committee at Washington 25, 
D, C., for this manual. 














The Race Is On— 

Salesmen at the Los Angeles branch of GMC Truck and Coach Division, are doing 
more than selling trucks for a living. They also are selling trucks to earn enough 
clothing to be fully dressed for the firm's annual sales party. Each salesman has a 
wooden dummy on the showroom floor, wearing only a pair of brightly colored shorts. 
As a new or used truck is sold, the salesman is given points which may be redeemed 
for articles of clothing. At the close of the contest, each salesman will have to attend 
the party in the clothing he has earned. The salesmen are, from left, Wayne Covey, 
Bob Calvin, S. E. Phillips, R. B. Samuelson, John Puestow, Larry Davis, John O'Connell, 
John Frumento and Fred Boswell. 


wheels 
work 
the fields 


@) 


equipment rolls on wheels by 
the French & Hecht Division 


Throughout the world, 


motorized farm 


of Kelsey-Hayes, located in 
Davenport, lowa. This division has 
worked in close cooperation for 
over 74 years with leading farm 
equipment and implement 
manufacturers in the design, 
development and production of 
wheels for all mechanized 
agricultural requirements. 
French & Hecht Division, 
Kelsey-Hayes Company, 


Davenport, lowa. 


KELSEY 
HAYES 
GOMBPANNG 


Automotive, Aviation and Agricultural Parts 
Hand Tools for Industry and Home 


18 PLANTS: Detroit and Jackson, Michigan 
Los Angeles; Philadelphia and McKeesport, 
Pennsylvania; Springfield, Ohio; New Hartford 
and Utica, New York; Davenport, lowa; 
Windsor, Ontario, Canada, 
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Williams Reports on ’60 . 





Progress Is 


Claimed 


On Two NADA Goals 


SAN FRANCISCO.—Progress was 
made in 1960 on two prime objec- 
tives but mueh more can be achiev- 
ed, Birkett L. Williams said in his 
President’s Report at the 44th an- 
nual convention and exhibition of 
the National Automobile Dealers 
Assn. 

The two targets, he said, were: 
To persuade more dealers to use 
better business methods to in- 
crease profits, and to attempt to 
eliminate profit-destroying adver- 
tising of cars. 

“Neither objective has been fully 
attained, but much progress has 
been made in both directions,” Wil- 
liams continued. 

“More dealers are paying more 
attention to what it costs to do 
business, how much it costs to sell 
even one new automobile. A dealer 
who is conscious of these things 
is much less likely to unwittingly 
do business at a loss.” 

More success was accomplished 
in the advertising objective, he said. 

During the year NADA’s Adver- 
tising Ethics Committee asked 
each manufacturer to try to dis- 
courage its dealers from profit- 
destroying advertising of ’61 model 
cars, Williams added. 

“Factory cooperation was gen- 





Safety Committee 
In Ohio Urges 
Vehicle Checkups 


COLUMBUS, O.—Support of leg- 
islation to provide periodic motor- 
vehicle inspection through state- 
licensed private garages has been 
pledged in a legislative program 
announced by the Governor’s Traf- 
fic Safety Committee. 

The committee, headed by W. E. 
Stuckey, safety specialist in the 


Agricultural Extension Service of |“ 


Ohio State University, said its pro- 
gram was aimed at filling long-es- 
tablished needs in highway safety 
in the state. 

“Generally speaking,” Stuckey 
‘said, “education is the most import- 
ant factor in improving highway 
safety, but there are situations 
where legislation is necessary. The 
priority list .. . represents the con- 
certed study and judgment of men 
and women recognized as experts 
in many phases of highway safety 
improvement.” 

Among other goals of the pro- 
gram were: 

Increase in authorized strength 
of the State Safety Patrol by 250 
additional uniformed men. 

Recommendations on uniform 
schoo] bus standards, extending an- 
nual inspection and examination of 
drivers to all private as well as 
public entities. 

Legislation establishing an edu- 
cational center at Ohio State Uni- 
versity, encompassing all phases of 
safety. 

Legislation which would permit 
inclusion of driver education in 
high schools as a teaching unit in 
the state school foundation pro- 
gram. 

Legislation requiring mandatory 
revocation of driver’s licenses by 
the registrar of motor vehicles, 
when the convicted violator has ac- 
cumulated 12 points over a period 
of two years under the demerit 
point system (such revocation is 
now decreed by local Common 
Pleas courts under a system of 
hearings and appeals). 

Chemical-test legislation provid- 
ing for uniform measuring of de- 
gree of intoxication in cases of al- 
leged drinking-driving vehicle acci- 
dents. 

Corrective legislation providing 
that all passenger vehicles be 
equipped with stop lights. 

Legislation requiring all new pas- 
senger cars sold in Ohio after a 
specified date be equipped with 
safety belts. 


Shat-R- Proof Glass ; Catalog 


“Shat-R-Proof Auto Glass Parts 
Catalog for 1961”—free. Automotive 
Distributor Division, Shatterproof 
Glass Corp., 4815 Cabot Ave., De- 
troit 10, Mich. 









erously extended in such a man- 
ner that to date, the 1961 model 
year has seen far less of this 
evil than ever before,” he said. 


But he warned that bad ads will 
“always be a recurring problem,” 
and that the industry must remain 
on the alert against them. 

The outgoing NADA chief took 
another dig at the manufacturers 
on the question of inventories. 


He told the dealers that no man- 
ufacturer watches his inventory 
more closely than the auto build- 
er, “because he knows carrying ex- 
cess inventory wastes money, his 
money, and cuts down his profits. 

“Yet that same manufacturer 
wants you, the dealer, to do exactly 
what he knows is poor business for 
him,” Williams said. “The only 
difference is that the first affects 
his profits; the latter yours. And 
how you waste your money does 

not cost him anything.” 

He added that during the year 
many dealers “have become acutely 
aware of the backbreaking costs 
of carrying more than an adequate 
inventory of new cars.” 

Discussing NADA’s financial 
position, Williams said the as- 
sociation has accumulated a sur- 
plus of a little more than $2 mil- 
lion since 1917. 

Most of this is invested in the 
new NADA building in Washing- 
ton, with paying tenants occupy- 
ing 90 percent of the space, he re- 
ported. 

NADA is receiving more than a 
6% percent return on its invest- 
ment after charges for mainte- 
nance, insurance, taxes, deprecia- 
tion and other costs, he added. 

On the business outlook, he said 
there are no indications for a 
“quick turn for the better. 

“Anyone reading the 1960 statis- 
tical reports would conclude that 

auto dealers did very well,” he ob- 





U.S. Acts to Curb 
Car Purchases by 


Overseas Aides 


BONN, West Germany.—Ameri- 
cans Serving Overseas who purchase 
foreign cars after March will not 
be able to ship them home free of 
charge, according to reports here. 

The order is viewed as a means 
of discouraging the spending of 
United Statesg dollars in foreign 
countries. 

In the past, an American official 
could ship his foreign car home as 
part of his household effects after 
his tour of duty. The U. S. Govern- 
ment paid the tab. 

The government will continue to 
ship American-made cars overseas 
and return them with their owners 
without charge. 

The cost of shipping a car is 
about the same as that of a one- 
way passage for an individual. 





served, “And statistically we did. 
But you can’t eat statistics. To eat 
well, you need money, and for a 
dealer, spendable money comes 
only from profits.” 

Factory-dealer relations are 
better now than ever, Williams 
said. 

“The dealer relations boards of 
the various corporations have func- 
tioned well in permitting a frank 
discussion of any and all pertinent 
subjects.” 

But, he warned, “these boards do 
not function as a substitute for 
dealer backbone. You have to sup- 
ply that.” 

Williams called on manufactur- 
ers, dealers and customers to pro- 
test increasing taxes On autos and 
auto users and the diversion of 
these revenues to nonhighway use. 

In 1960, he said, $2.5 billion in 
taxes from auto users was diverted 
to other than highway uses. 

The dealer’s future will be bet- 
ter than anything previously ac- 
complished, Williams predicted. 

“Barring a war or a major eco- 
nomic upheaval, there is ahead of 
you the greatest motor-vehicle mar- 
ket we have had. We represent a 
young business, coming up fast.” 





A 'Rebel' Falcon— 


Georgia Gov. S. Ernest Vandiver, left, prepares to take delivery of the new “Con. 
federate Gray” Falcon station wagon presented by S. K. Cannon, acting manager of 
the Ford assembly plant in Hapeville, Ga. Gov. Vandiver accepted the Falcon on 
behalf of the Georgia Civil War Centennial Commission at special assembly line cere. 
monies. The car will be used by commission staff members on official business only, 


and will be seen throughout Georgia. 


NADA Speaker Sees ’61 Upturn 


SAN FRANCISCO. —A business 
upturn in 1961 with an increase in 
the gross national product and ris- 
ing persona] income was predicted 
by Dr. Arthur R. Upgren in an ad- 
dress at the 44th annual conven- 
tion of the National Automobile 
Dealers Assn. 

Upgren is director of the Bu- 
reau of Economic Studies at Mac- 
alester College, St. Paul. His topic 
was “Why Things Look Good— 
in 1961 and 1971.” 

He expects the gross national 
product to reach $525 billion before 
the end of this year. 

Upgren believes spending by 
state and local governments will 
rise $3 billion in 1961. He sees fed- 
eral expenditures climbing $1 bil- 
lion for farm-price supports and $1 
billion for defense. He looks for 
another $1 billion boost in housing 
expenditures. 

Upgren thinks net exports of 
goods and services will continue 
at the 1960 level, but he feels that 
industry’s expenditures for new 
plant and equipment will decline 
by $2 billion. 

He predicts a rise of at least $14 
billion in personal income, and he 
does not think that the increase in 
personal savings will approach last 
year’s $6 billion. 

“Consequently,” Upgren said, 
“we should be able to expect at 
least an $18 billion increase in 
total consumption. 

“All this will bring our gross na- 
tional product up to $525 billion be- 
fore 1961 has passed from the 
scene,” he said. 

“This rise in incomes will in- 
crease tax revenues by another $4 
billion and thus cover both the 
modest deficit now expected for the 
present fiscal year and the increas- 
ed outlays which have been indi- 
cated for the federal government.” 

Touching on the current reces- 





sion, Upgren said that in each of 
the three previous postwar reces- 
sions, the economy has recovered 
from 2% to 4% times the amount 
of the decline. 

“Inventory liquidations cannot 
prevent this,” he declared. “As 
long as they continue, we are Sell- 
ing more goods than we are pro- 
ducing. 

“When the inventories are liq- 
uidated, production must rise to 
equality with consumption very 
promptly. It has done this in 


New York Widens Scope 


Of Truck Mileage Tax 


BUFFALO.—AIl trucks with an 
unloaded weight of more than 8,000 
pounds and tractors weighing more 
than 4,000 pounds unloaded must be 
registered with the Truck Mileage 
Tax Bureau starting Jan. 1, ac- 
cording to Michael Seereiter, dis- 
trict tax supervisor. 

At present, only vehicles with a 
maximum loaded weight of more 
than 18,000 pounds must be regis- 
tered. Seereiter said tow trucks, 
refrigerated trucks, armored trucks 
and small tank trucks would be the 
principal vehicles affected by the 
change. 








each of the three postwar reces- 
sions, 

“But that is not all,” 
ued. 

In those recoveries, as produc- 
tion is brought back to equality 
with maintained incomes and con- 
sumption, that enlargement of pro- 
duction once again enlarges in- 
comes. The enlargement of incomes 
enlarges consumption. 

“The enlargement of consump- 
tion calls for a greater increase in 
production, and thus we have the 
upward spiral of recovery which in 
1958-59 was a full $52 billion in 
about the same number of months 
as the maximum decline of $17 bil- 
lion in output was recorded. 

“For the first half of the 1960s,” 
Upgren said, “we shall have a re- 
markable period of high business. 
This is the result of a failure, 
unavoidable, in the labor force to 
grow. As a result, we shal] use 
every manner of labor-saving 
equipment thus maintaining plant 
and equipment investment at 
high levels. 

“This keeps business activity high 
and enlarges the productivity of 
our workers. Consequently, I think 
we can expect an average family 
income of at least $7,300 in 1965 


he contin- 


and at least $8,300 in 1970.” 


Old Timer Membership 
Up 400 Pet., NADA Told 


SAN FRANCISCO.—Membership 
in the Automotive Old Timers in 
1960 increased by more than 400 
percent over 1959, Tom Frost 
(Ford), AOT treasurer, told the 
44th annual convention of the Na- 
tional Automobile Dealers Assn. 

The Warrenton (Va.) dealer 
said the AOT can do many things 
in the interest of the auto indus- 





S-P Dealer Council Meets— 


Members of the Studebaker-Packard National Dealer Council met recently in South Bend to discuss sales, promotional and 


advance manufacturing plans with company officials. At the head table, from left, are L. E. Minkel, S-P marketing vice-president; 


R. L. Brown, Berwick, Pa., council chairman; S. A. Skillman, S-P dealer relations vice-president. Other Council members, represent- 


ing dealers in 17 of the company’s sales zones are Lloyd S. Pearson, Pasadena, Calif.; 
Raleigh, N. C.; E. E. Chaires, Tampa, Fla.; Dale R. Davis, Rochester, Mich.; John E. Farr, Bellows Falls, Vt.; 
Tex.; Frank E. Helms, Elmhurst, N. Y.; G. J. Jaffe, Kankakee, Ill.; 


Joseph Katz, Pittsburgh; B. H. 


Jim Angeles, Minneapolis; J. W. Campbell, 
W. M. Hale, Henderson, 
Lindenbusch, St. 


Maxey, Nashville; Forest R. Ripley, Springfield, O.; Wm. J. Sweeney jr., Daly City, Calif.; C. H. Urness, The Dalles, Ore., and Floyd 


W. Werle, Billings, Mont. 





Louis; E. C. 


try because it “fits into an area 
which neither usurps the prerog- 
atives of NADA nor in any man- 
ner cuts across the state associa- 
tion functions. 

“With a larger membership than 
we now have to aid us, We can ex- 
tend our activities in a very help- 
ful direction for both organiza- 
tions,” Frost said. 

“We believe our organization of- 
fers an avenue of helpful interest 
to the dealer body and other seg- 
ments of the industry, and with 
our expansion program, we should 





have a greater number of councils f 


at various levels, 
cities and states, all working in the 
interest of the automotive indus- 
try,” he added. 

Frost said one of the AOT’s major 
objectives is the creation of a Na- 
tional Automotive Museum and 
Hall of Fame in Washington, with 
all segments of the industry joining 
in unfolding the story of the devel- 
cpment of the auto. 

He said the industry is not 
adequately represented by the 
antique car exhibit at the Smith- 
sonian Institution, which admit- 
tedly lacks space and funds to 
enlarge its automotive section. 


“Some of the prominent congres 


sional leaders have indicated inter 


est in the plan,’ Frost said, ex 


such ag_ towns, | 


crore roe 


pressing hope that a bill to create 


such a museum would be intro 


duced in Congress. 

Italy has such a museum in 
Turin and its leaders have offered 
to help the Old Timers in carrying 
out their plans, Frost said. 
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HEAVY-DUTY CLUTCHES 


Helo your truck customers 
combat major cause of clutch failures! 


Spicer Heavy-Duty Clutches, the Standard of the Industry, are specifically designed to 

combat heat—to help fleet owners prolong clutch life and reduce the cost of engine and 

power train maintenance. That’s why two out of three truck operators who specify clutches 
specify Spicer. Specify Spicer Heavy-Duty Clutches for your customers—give them these 
cost-cutting advantages: 

* Cooler Operating—Simplicity of construction with minimum number of parts—plus the 
ventilating effect of the louvered cover—make the Spicer clutch cooler operating, 
longer lasting. 

* Combats Heat Set—Spicer’s two pressure springs don’t contact the pressure plate, so 
spring pressure is more constant and your chances of burning up your clutch under 
heavy load are greatly reduced. 

* Uniform Contact Pressure—Spicer’s multiple levers and centrally located springs give 
uniform overall pressure plate loading regardless of wear or adjustment. There’s no 
chance of uneven wear. 

* Smoother Engagements— Because of multiple lever flexing, a rigid disc can be used. 
‘‘Passenger Car’’ engagement is obtained with the durability of rigid discs. Smoother 
engagements mean longer clutch facing life, less wear on transmissions and drive line 
components. 

* “Like New” Adjustment—Special adjustment ring makes normal wear adjustments 
easier, with “like new’ performance. 

* Functional Design—Pull-type release, a Spicer exclusive, uses a lubricated enclosed 
release bearing, making possible an effective clutch brake for easier shifting into Ist 
and reverse. 


SPEC/FY SPICER 








Spicer Heavy-Duty Clutches are available in 13” 
2-plate, 14” single and 2-plate, and 1514" single 
and 2-plate sizes. All Spicer Heavy-Duty Clutches 
are available with ceramic facing for added 
torque capacity. 


* SERVICE MANUAL 









WRITE for Bulletin 707, a 23-page illustrated 
service manual on Spicer’s complete line of 
Heavy-Duty Clutches. Contains complete step- 
by-step service information for your customers. 


CORPORATION 
Toledo 1, Ohio 
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Laboratory on Wheels— 


Designed for both school and industrial use, this new Dodge mobile laboratory is | 


said to be ideal for classroom purposes or as a field office. The 26-foot body, set on 


a 1961 Dodge D-300 chassis with 178-inch wheelbase, is made by Frank Motor Homes, | 


Inc., Brown City, Mich. The highly maneuverable units feature as standard equip- 
ment a 200-horsepower V-8 engine, three-speed Loadflite pushbutton transmission, 
booster brakes and dual rear wheels. 


|expanding diesel truck market. 
Factory representatives held 24 
meetings over a two-week period to 
discuss diesel economics, market- 
Coach Division, General Motors|ing and product application with 
Corp., has completed a = zone and retail salesmen. 


Field Personnel Complete 


GMC Training Program 
PONTIAC —GMC Truck and 


training program designed to ac-| Field personnel will pass the infor- 
quaint its field personnel with the| mation along later to the dealer 
latest merchandising trends in the! organization. 
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Across the Nation... 





Truck News in Briet 


(Continued from Page 20) 
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version include smooth interior! porates design features offering low 


sidewalls in place of conventional! heat transfer. 


slat construction, and vent doors 
as integral parts of the trailer wall 
rather than independent units 
which must be removed and stored 
when the vents are open, the firm 
said. 

+ * aK 


Refrigerated Truck Body 


Passes Scientific Tests 


PLYMOUTH, Mich. — A light- 
weight insulated truck body pro- 
duced by Haskelite Division, Evans 
Products Co., is said to be the first 
carrier to pass exhaustive tests to 
measure cold-holding properties in 
accordance with industry-recogniz- 
ed standards. 

The tests, conducted by Budd 
Co., Detroit, scientifically rate the 
cold-holding capacity of refrigerat- 
ed truck bodies, The laboratory re- 
ported on the tests of a 14-foot-long 
insulated truck body which incor- 








x * * 


White Acquires Mass. Site 


For New England Center 


WATERTOWN, Mass. — Three 
acres of land in the new 15-acre 
East Watertown Industrial Park 
have been purchased by White 
Motor Co. as a site for its New 
England sales, service and dis- 
tribution center, the firm has an- 
nounced. 

A building to be completed 
within the next year will have 
42,000 square feet of space, ac- 
cording to William M. Tobin, New 
England branch manager. White’s 
present location is at 930 Com- 
monwealth Ave., Brookline. 

* * * 


American Movers Institute 


Names Crowe President 


WASHINGTON.—Alfred E. 
Crowe, Vet Vans of Virginia, Ar- 








lington, Va., was elected president 
| of American Movers Institute, Ine, 
|}at the organization’s first annua] 
| meeting here. He had been interim 
| president since the association wag 
formed earlier this year. 

| Other officers are H. C. Owings 
| jr., Trans-Vans, Inc., Norfolk, Va, 


vice-president; Lee J. Sloan, Sioan’s 
Moving & Storage Co., St. Louis, 
secretary, and John Bittenbender, 
| American Storage Co., Washington, 
treasurer. 
* * ' 

FWD Issues ’61 Edition 
On Size, Weight Curbs 


CLINTONVILLE, Wis. A 66- 
page booklet describing truck and 
trailer size and weight restrictions 
for 1961 throughout the United 
States and Canada has been pre- 
pared by FWD Corp., Clintonville 
Wis. 

The company first printed the 
|size and weight restriction booklet 
in 1933 and has revised it every year 
since. Alaska and the Canadian 
provinces are also included. The 
booklet can be obtained by writing 
Arthur Laack, merchandising man- 
ager, FWD Corp., Clintonville, Wis, 

* * * 


Interstate Training Offers 


Second Cummins Course 


PORTLAND, Ore. — Interstate 
Training Service is offering the 
Cummins-ap proved home study 
Course 201, on Cummins engine 
unit rebuilding. 


This course which covers engine 
rebuilding techniques and proced- 
ures, is the second section of the 
complete Cummins home study 
training program, It follows Cum- 
mins-approved Course 101, “Princi- 
ples, Maintenance and Repair of 
Cummins Diesel Engines.” 

* ” * 


Highway Trailer Appoints 


Two More Distributors 


NEW YORK. — Highway Trailer 
Industries, Inc., has announced the 
appointment of two new distribu- 
tors for its Commercial Trailer Di- 
vision. They are Rivers Trailer & 
Equipment, Inc., Jacksonville, Fla, 
and Northeast Mack Sales Co, 
Duluth, Minn. 


Rivers Trailer & Equipment han- 
dles sales and service in Northern 
Florida and Southeast Georgia. 
Northeast Mack Sales is the High- 
way distributor for Northeastern 
Minnesota and Northwestern Wis- 
consin. 


* 


* x * 


Chevrolet Truck Operates 


At 1 MPH on Highway Job 


CHICAGO.—An unusual truck 
requirement—the ability to operate 
uphill and down at a steady speed 
of less than one mile an hour—is 
being met here by a Chevrolet, 


Sentinelkote Corp. applies epoxy 
resin to seal road surfaces against 
the effects of petroleum, salts and 
other agents. It formerly was ap- 
plied by hand. Since the resin must 
be spread at a temperature of 100 
degrees and must be evenly dis- 
tributed over the surface, a vehicle 
to do the job must move its load 
at 85 feet per minute, 





Mack Announces 
Power Divider 


For 4-Wheel Units 


PLAINFIELD, N. J.—A single- 
axle power divider for four-wheel 
trucks, which provides positive 
traction under adverse conditions, 
has been announced by Mack 
Trucks, Ine. 


Known as the CRD-781 Power 
Divider Differential, it is an adap- 
tation of the power divider which 
has been heretofore available only 
with the twin-axle bogies used on 
six-wheel Macks. 

Under normal operating condi- 
tions, it functions as a true dif- 
ferential by maintaining the driv- 
ing element’s constant average 
speed at the wheels—as one wheel 
turns faster than the driving ele- 
ment, the other turns proportion- 
ally slower. 

When traction is lost at one 
wheel, spinning is prevented by 4 
transfer of torque to the wheel 
retaining traction, preventing stal- 
ling. 

Mack said that since this action 
is fully automatic, the danger of 
differential lockout through driver 
negligence or oversight is elimi- 
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Ad tis] o- : 
T gar? rs fa Hn 
la b ac k And before the people interviewed were shown the 
advertisement—which was a four page, four-color gatefold, run 


by the California Redwood Association! 


QO OK The readership check, made when this issue was only 2% 
O } } en weeks old (by National Field Service, a division of Alfred 
Politz Research, Inc.), reported: seen by 69% of the men and 
O 80% of the women interviewed; 6% of the men 
Me wom en. and 3% of the women had visited, or intended to 
* visit, a dealer; and 20% of the women had discussed 
the advertisement with friends and neighbors! 

Where did the ad run? In Successrut FARMING. 

SF is a medium that moves people. It is read, studied, kept, 
consulted, believed, followed—with respect and confidence that 
get advertising a better reception and 
response, make more sales. 

This magazine’s influence was earned 
by fifty-nine years of unique service to 
the country’s best farm families. It is 
the work manual, professional journal, 
graduate course, of the intelligent and 
ambitious business man farmer. It is the 
valued aid of his wife, whose homemaking 
routines and problems are far different 
from the urban woman’s. 

SUCCESSFUL FARMING reports the rapid 
and revolutionary progress of farming— 
helps increase yields and profits, saves 
work, improves the investment of its 
ae ee etd ve farmer reader, helps him plan and meet 
eres ttersd changing conditions. It means money 
in the bank, a better home and life. 

And it offers one of today’s best class 








markets — farmers with an income about 
70% above the national average. 
Any SF office can tell you more. 


SUCCESSFUL FARMING . . . Des Moines, New York, 
Chicago, Atlanta, Boston, Cleveland, Detroit, Los Angeles, 
Minneapolis, Philadelphia, St. Louis, San Francisco. 
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Truck Repos on Upswing... 


Piggyback Rise Idles 


Individual 


By L. H. Houck 
Travelling Correspondent 

KANSAS CITY.—The haulaway 
industry in Kansas City, badly hurt 
by railroad “piggyback” competi- 
tion, is causing new headaches for 
truck dealers and individual truck 
owners, 

Truck dealers and finance com- 
panies report sharp increase in 
truck repossessions due to the 
haulaway situation. These unpaid 
balances represent an average of 
$5,000 and the repossessed unit, 
because of the condition of the 
industry, is almost an unsaleable 
item. 

While it has been no secret that 
haulaway companies operating 
large fleets throughout the country 
have been hit hard and driver em- 
ployment has been reduced greatly, 
little thought has been given to the 
so-called relief operators. Relief op- 
erators are drivers who own their 
trucks and haul the regular fleet’s 
overflow. 

In Kansas City it has been esti- 
mated that as many as 250 relief 
operators found almost steady em- 
ployment with each of two large 
haulaway companies. Truck men 
report there may be as many as 
700 relief operators in the area 
who are now out of employment 
and who find little hope of future 
employment for the vehicle they 
own or have bought on time. 

The average individual buyer of 
units for use in the haulaway busi- 
ness, as reported by one truck deal- 
er who sold a large number of such 
units and who now has a large 
number coming back by reposses- 
sion, makes a cash downpayment 


Five S. Calif. Dealers 


Attend Inaugural Ball 

LOS ANGELES.—Four Southern 
California General Motors dealers 
and a Volkswagen retailer attended 
President Kennedy’s Inaugural Ball 
in Washington. They are: 

Martin Pollard (Cadillac-Oldsmo- 
bile-Chevrolet), Dan Martin (Cadil- 
lac-Oldsmobile), Nick Shammas 
(Felix Chevrolet), Tom Carroll 
(Chevrolet), and Manny Manning 
(Post Volkswagen). 





Haulers 


of about $1,400, or trade, leaving 
| payments of $175 to $200 per month 
and an unpaid balance of about 
$6,500. 

Some driver-owners have gone 
to points where cars are unloaded 
from railroad piggybacks and 
distributed them throughout the 
area, but now, dealers report, 
this work has been shut off, since 
some regular fleets have been dis- 
persed to try to take this work. 
A dealer reported a typical inci- 

dent of a driver who had a good 
equity in his truck, He went to 
Idaho where he found good hauling 
for a fleet owner, Another driver 
who had a larger truck wag out 
of work, so the first driver entered 
into a deal to sell his smaller truck 





and buy the larger truck, which 
was going to be repossessed. 
While the first driver was in 
Kansas City completing the finan- 
cial details at a national finance 
company’s offices, the fleet owner 











called and told him to “forget it. 
There’s no more work up there.” 

One dealer said he blamed the 
manufacturers for the condition, 
not the railroads, 

“It seems silly to me,” he re- 
ported to Automotive News, “to see 
the factory taking their own mar- 
ket from the dealer.” 

While assemblies have been re- 
duced at several plants in the 
Kansas City area, there is plenty 
of evidence of production with 
yards pretty well filled with new 
cars, Still the haulaway lots are 
loaded with idle trucking units. 

The predicament of the individ- 
ual owner-trucker has caused con- 
siderable damage to the entire 
truck market in this area, which 
is normally high, Used-truck inven- 
tories are up and moving extra 
slow, 

Normally a considerable number 
of experienced drivers from Iowa, 
Nebraska, Kansas and Missouri, 
and as far away as Arkansas, are 
attracted to the heavy hauling 
jobs in the Kansas City area. They 
have come up with cash downpay- 
ments to get the proper truck and 
a hauling contract with it. Under 
— conditions these buyers are 
ew. 





Loading a Trilevel Rail Car— 


A '61 Cadillac moves up a loading ramp onto a trilevel rail car that will haul it} Public Health Service should not 
to a distant point. The loading device can move laterally across six sets of tracks,! be blocked from requesting what- 


and it can be adjusted to serve any level of the triple- deck _rail Rat 


Not ‘Stealing’ Business, Rails Say 


By John K, Teahen Jr. 
Associate Editor 

HE raildoads aren’t mad at any- 

one in the piggyback-haulaway 
controversy, and they don’t feel 
that they’re stealing business from 

anybody, either. 

“It’s more a case of recovering 
some of the business we lost to 
the truckers after World War 
II,” a railroad official told Auto- 
motive News last week, 

Before the war, the railroads had 
a sizable portion of the auto ship- 


ping business. The vehicles were| out of the market. 


carried in “Evans cars’—boxcars 
equipped with loading devices man- 
ufactured by Evans Products Co., 
Plymouth, Mich. 
ok * * 

INCE the war, haulaway trailers 

have dominated this field. Ac- 
cording to the Automobile Manu- 
facturers Assn., the railroads’ share 
of new-vehicle shipments fell from 
41 percent in 1946 to 21 percent in 
1950. By 1957, it was down to 9 
percent. 

The railroads began to recoup 
some of their losses when piggy- 
back (trailer-on-flatcar) service was 
inaugurated in 1959, and the arrival 
of multilevel racks gave the rails a 
real shot in the arm. Trilevel racks 









THIS WAS THE FLEET YOU °_,”” 
READ ABOUT IN THE APRIL 
ISSUE OF LIFE MAGAZINE 


The earliest rebuilt engine was September, the latest 
October 31. 
This fleet will not last long since it is the finest in 
U.S. and in our experience cars that we may never 
see again. 








Fi Identified * 


. 


Trademark 


for 2-way radio. 





For your use or resale. 


TERMINAL FLEET 


The Largest Fleet 
in the world 


SOLD 


to the 
LARGEST 

USED TAXI 
DEALER IN 
THE U.S.A. 
1959 Fords 
Custom 300 

$475.00 





Absolutely A-1 Mechanically 


Heavy Duty Equipment including 12-volt generator 


General nygen tires. 
These cars are ready to work. 


Cars repainted upon request. 


We require payment in full before shipping any car. 


THE ONLY 1959 CHEVROLETS IN U.S. for $475 


Niversa ]|cro wHoresaters, ne. 


885 COMMUNIPAW AVE., JERSEY CITY, N. J., U.S.A. PHONE: HE 5-8400 e N. Y. BO 9-0216 


Cable Mr. Larry Shandel 
i 


| automobiles from the assembly 


can accoramodate 15 compacts or 
12 standard autos on each car. 


The rates are lower than truck 
rates and are eating away the 
truckers’ long-haul business. 
About 15 to 20 percent of the 
autos now move by rail, and rail- 
road men believe the figure may 
reach 40 percent by the end of 
1961. 


The truckers claim that the rail 
rates do not reflect the true cost 
of doing business and are designed 
to drive the haulaway operators 


They have protested to the In- 
terstate Commerce Commission, but 
no decision has been handed down. 
Meanwhile, the railroads continue 
to charge the lower rates. 

* * ok 


7s railroads deny the truckers’ 
allegations. A rail official said 
last week: “It has never been the 
intent of the railroads to attempt 
to put a competitor out of business, 
but rather to combine the inherent 
advantages of both forms of trans- 
portation for the development of a 
superior service. 

“The highway transporters,” he 
continued, “are still vitally nec- 
essary to the plan in transporting 


plants to rail loading facilities 
and for distribution beyond the 
rail head. 

“The advantages of the combined 
services lies in the fact that the 
railroads are basically able to han- 
dle volume movements more effici- 
ently, and the long hauls which 
they make with this heavy volume 
are the very areas in which the 
highway carriers find themselves at 
an operating ratio of close to or 
over a break-even point. 

“By the combination, each mode 
of transportation is permitted to 
perform the type of service which 
is most lucrative to it and which 
it can perform most efficiently,” he 
concluded. 





* > * 


Tus truckers do not agree that 
long hauls are not lucrative 
for them, but the big problem in 
the haulaway industry is unemploy- 
ment. 

More than 4,000 drivers were out 
of work at the beginning of the 
year, and the number is increasing. 


slapgaar annie 


New Showroom ra cla. 


Changes Urged 
In Pollution Act 


WASHINGTON. — Changing the 
Federal Air Pollution Control] Act 
by eliminating the time limitationg 
and the $5 million annual ceiling 
on research has been proposed in 
the House by Rep. Kenneth Rob. 
erts, Alabama Democrat. 

The congressman noted that air 
pollution is a continuing and na- 
tional problem. Much of the plan- 
ning is long-term and planning is 
difficult “if those in charge cannot 
look for federal aid with any cer. 
tainty beyond June 30, 1964,” he 
said. 

Roberts called the $5 million an. 
nual ceiling “neither realistic or de- 
sirable.” He pointed out that q 
sudden breakthrough in research 
requiring extra money could not be 
followed up speedily. The decision 
on how much to spend, Roberts 
thought, should be left to the Com- 
mittee on Appropriations and “the 


—— sums may be needed.” 





In St. Louis last week, a represen- 
tative of Teamsters Local 604 said 
40 percent of the haulaway drivers 
in the area have been laid off. 

He said that Associated Trans- 
port Co., which normally has 200 
to 225 drivers, is down to 50. Au- 
tomobile Transport Co. and 
United Transport, which usually 
employ 180 to 190, also are down 
to 50 apiece. 

“There is no hope for improve- 
ment in the immediate future,” a 
union business agent said. 

The situation is being watched 
closely in Washington. Wisconsin 
congressmen have asked the ICC to 
investigate rail rates. About 700 
haulaway drivers are idle in Wis- 
consin, home of American Motors’ 
assembly operations. 

* * * 

HE railroads insist that their 

rates are compensatory, They 

note that “12 to 15 autos are loaded 
on each trilevel car, and movement 
is almost always in multiple car- 
loads, which makes for further effi- 
ciency in handling.” 

The railroads have a tremendous 
investment in equipment and facil- 
ities for auto hauling. For example, 
the Louisville & Nashville said re- 
cently that it has put nearly $19 
million into racks and loading areas 
in Louisville, Atlanta, Memphis and 
New Orleans. 

A trilevel rack costs between 
$8,000 and $10,000, and there is an 
additional charge of about $175 
per month for rental of the flat 
car to which the rack is attached. 


Although there has been some 
vandalism on rail shipments of 
autos, the railroads say that dam- 
age claims are extremely low. They 
also contend that the cars are 
cleaner when they arrive and that 
the autos are locked during transit 
to prevent entry by trespassers. 

The latter statement is in answer 
to “hobo palace” reports from the 
West. Some dealers charged that 
rail-shipped autos were delivered 
with dirty unholstery or food scraps 
in the seats, indicating that unau- 
thorized “passengers” had ridden in 
style. 





Don’t miss the Auto Dealer Changes col- 
umns, They’ll keep you abreast of what 
is happening in the field. 





This new sales headquarters of British Motor Car Distributors, Ltd., Oakland, Calif. 
makes generous use of glass and aluminum in its modernistic design. The 169-foot 
frontage provides easily visible display of the firm's imported cars. The 10,000-square- 


foot building also offers service and office 


space. It was built at a cost of $210,000, 


according to the firm's president, Kjell Qvale. 
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December. Still, sales of domestic 
cars in December were up 62 per- 
cent over last year’s 1,298, which 
sales were off due to the steel 
ha strike, 
: —Howarp M. Durry 

* * * 
Albuquerque 


New-car registrations for Berna- 
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| Sales Conditions in Various Areas... 
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| Auto Market Reports 
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Denver 

A total of 1,536 new cars and 172 
new trucks were registered in Den- 
ver during December, compared 
with 1,998 new cars and 228 new 
trucks the previous month. 

New-car registrations by makes 
were: Chevrolet, 359; Ford, 241; 
Falcon, 122; Corvair, 119; Pon- 
tiac, 100; Oldsmobile, 85; Ram- 
bler, 82; Buick, 76; Comet, 47; 
Dodge, 44; Plymouth, 40; Val- 
ijant, 38; Mercury, 36; Cadillac, 
31; Volkswagen, 28; Chrysler, 23; 
Studebaker, 10; Lincoln, 9; Volvo, 
5; Mercedes-Benz, 4; Renault, 4; 
Triumph, 4; Austin-Healey, 3; 
MG, 3; Porsche, 3; Checker, 2; 
English Ford, 2; Fiat, 2; Impe- 
rial, 2; Saab, 2, and miscellan- 
eous, 4. 

Truck registrations by makes: 
Chevrolet, 72; Ford, 57; Interna- 
tional, 9; GMC, 7; Dodge, 5; White, 
4; Willys, 4; Volkswagen, 4; Divco, 
3; Studebaker, 1, and miscellan- 
eous, 6. 

—Ira ALEXANDER 
* * oe 


St. Louis 

Dealers in the St. Louis area 
worked doubly hard to clear their 
shops of 1960 models in December 
and this effort resulted in 4,314 
new-car registrations, compared 
with 3,995 in the previous month. 

By makes, registrations were: 
Chevrolet, 940; Ford, 748; Falcon, 
393; Pontiac, 302; Oldsmobile, 
279; Rambler, 251; Buick, 224; 
Dodge, 193; Plymouth, 187; Cor- 
vair, 183; Valiant, 137; Comet, 
96; Volkswagen, 83; Cadillac, 70; 
Mercury, 54; Chrysler, 39; Stude- 
baker, 26; Renault, 20; Triumph, 
10; Imperial, 9; DeSoto, 8; Aus- 
tin, 6; MG, 6; Morris, 6; English 
Ford, 3; Lincoln, 3, and miscel- 
laneous, 38. 

New-truck registrations number- 
ed 287 in December, compared with 
274 a month earlier. By makes: 
Chevrolet, 100; Ford, 67; Interna- 
tional, 63; Studebaker, 15; Volks- 
wagen, 15; Dodge, 11; GMC, 11; 
Mack, 8; Willys, 4; Divco, 3; White, 
3, and miscellaneous, 2. 

—JacK BERNSTEIN 
* * ok 


Detroit 

Detroit new-car registrations to- 
talled 11,073 in December, compared 
with 12,988 a month earlier. The 
1960 total was 153,871, compared 
with 151,201 in 1959. 

By makes, the month’s regis- 
trations were: Ford, 2,559; Chev- 
rolet, 2,017; Falcon, 647; Mercury, 
642; Cadillac, 597; Pontiac, 549; 
Oldsmobile, 489; Comet, 446; 
Plymouth, 400; Buick, 390; Cor- 
vair, 383; Rambler, 328; Dodge, 
302; Valiant, 211; Lincoln, 186; 
Tempest, 155; Chrysler, 150; Lan- 
cer, 120; F-85, 85; Special, 83; 
Volkswagen, 71; Simca, 67; Stu- 
debaker, 42; DeSoto, 28; Imperial, 
28; Renault, 23; English Ford, 22; 
Fiat, 13; Willys, 8; Triumph, 7; 
Metropolitan, 4; Volvo, 4; Peu- 
geot, 3; Saab, 3, and miscellan- 
eous, 11. 

New-truck registrations number- 
ed 662 in December, compared with 
610 the previous month. The 12- 
month count was 8,504 in 1960 and 
8675 in 1959. 

By makes, December registra- 


- 


tions were: Ford, 261; Chevrolet, 
156; Corvair, 77; Dodge, 42; GMC, 
33; International, 31; Willys, 18; 


Falcon, 13; Autocar, 3; White, 3; 
Mack, 2; Studebaker, 2, and mis- 
Cellaneous, 21. 
—Rosert M. LIENERT 
* * * 


Baltimore 

Baltimore dealers sold 1,757 new 
Cars in December, compared with 
2,178 a month earlier. 

By makes, registrations were: 
Chevrolet, 528; Ford, 403; Plym- 
outh, 135; Rambler, 111; Pontiac, 
%; Oldsmobile, 91; Buick, 80; 
Dodge, 74; Cadillac, 38; Chrysler, 
37; Comet, 29; Volkswagen, 25; 
Studebaker, 22; Mercury, 20; Lin- 
coln, 10; Volvo, 10; Renault, 9; Im- 
Perial, 6; Lincoln, 4; English Ford, 
3; Triumph, 3; Austin, 2; Fiat, 2; 


Hillman, 2; MG, 2; Peugeot, 2; 
Simca, 2, and miscellaneous, 9. 
Truck sales totalled 168, com- 


Pared with 221 the previous month. 








By makes: Chevrolet, 59; Interna- 
as 
GMC, 9; Willys, 9; White, 6; Mack, 


tional, 40; Ford, 26; Dodge, 


3, and miscellaneous, 4, 
—KatTe SAvaGe 
* * + 


Indianapolis 


A total of 2,137 new cars was 
registered in Marion County (In- 
dianapolis) in December, compared 
with 2,852 a month earlier and 


1,794 a year earlier. 

By makes, registrations were: 
Chevrolet, 553; Ford, 347; Pon- 
tiac, 176; Falcon, 165; Oldsmobile, 
147; Dodge, 94; Rambler, 93; Cor- 
vair, 82; Buick, 80; Volkswagen, 
62; Plymouth, 59; Cadillac, 46; 
Valiant, 34; Comet, 28; Mercury, 
27; Checker, 26; Chrysler, 20; 
Studebaker, 18; Renault, 17; Sim- 
ca, 10; Willys, 7; DeSoto, 6; Im- 
perial, 6; Lincoln, 6; Metropoii- 
tan, 5; Volvo, 4; Fiat, 3; Mer- 


NEW Parish 2-Inch 
Provide More Cube, 


Truck bodies built by your Parish body builder 
give you more value for your dollar because of — 


All Steel Construction—for rough-and- 


* 

tumble action 
* 

greatest stress 
* 

cost repairs 
* 

payloads 
* 





High Tensile Steel Members—at points of 
Replaceable Frame Units—for faster, lower- 
Greater cube—for bigger, more profitable 
Extra Strength and Rigidity—far stronger 


than bodies made from lighter metals. 


The next time you order truck bodies, specify 
Parish steel sections . . . for more strength, for 


cedes-Benz, 2; Morris, 2; Vespa, 
2, and miscellaneous, 8. 
New-truck registrations number- 
ed 260 in December, compared with 
275 the previous month and 314 in 
December, 1959, By makes, they 
were: Chevrolet, 88; International, 
53; GMC, 41; Ford, 29; Dodge, 13; 
Mack, 8; White, 8; Willys, 7; Ken- 


worth, 5; Studebaker, 3; Volkswag- | 


en, 3, and Diamond T, 2. 
—C, L. Kern 
+. + * 


Rochester 

New-car registrations during 1960 
in Monroe County (Rochester) were 
up 23 percent over 1959. A total of 
31,431 American-made cars were 
sold, compared with 25,552 a year 
ago. 

Of new-car sales, 7,425 were com- 
pacts, approximately 23 percent of 
the total market. 

Foreign-car sales did not do so 
well, slipping 30 percent below 1959 


greater durability, at lower cost. Your Parish 


body builder will install doors, panels and floor 
to your specifications, and for your particular 


requirements. 


DISTRIBUTORS 


Dermark Truck Equipment Co. 
197 N. Morrell 


Detroit 9, Michigan ¢ VI 3-4290 


Faucher & Fils Ltd. 
2055 Pie IX Bivd. 


Montreal 4, Quebec, Canada « LA 4-7557 


Henderson Associates 
No. 1 Main Street 
Henderson, Kentucky « VA 6-9502 


Hen-Wal Inc. 
20 Holt Street 
Buffalo 6, N. Y. © MOH 6376 


_PAR 


DIVISION OF DANA CORPORATION 


tye 





“Good prospect, Jackson?” 





| sales. Total in 1960 was 1,614, com- 
pared with 2,253 in 1959. Only two 
of the major imported cars showed 
gains over the previous year. 

In 1959, foreign-car sales account- 
|ed for 8.1 percent of the area total. 
This dropped to 5 percent in 1960. 
Most of the decline was noticed at 
the end of the year. 
| American-made cars had their 
best month in April, with 3,437 reg- 
istrations, compared with 2,032 in 





Lewisohn Sales Co. 
4001 Dell Ave. 
N. Bergen, New Jersey * UN 4-0300 


R. W. Norris & Song Inc. 
Gay and High Streets 
Baltimore 3, Maryland « LE 9-7145 


Exclusive Distributor Franchises Available In Selected Territories 


| pared with 579 


| tiac, 28; Oldsmobile, 





iSH 


PRESSED STEEL 


lillo County (Albuquerque), N, M., 
totalled 500 for December, com- 
in the preceding 
month, while new-truck registra- 
tions decreased to 32 from Novem- 
ber’s total of 48. 

By makes, December new-car 
registrations were: Chevrolet, 124; 
Ford, 124; Mercury, 59; Rambler, 
36; Plymouth, 32; Dodge, 32; Pon- 
17; Cadillac, 
13; Buick, 13; Chrysler, 7; Lincoln, 
3; Studebaker, 2; Willys, 1, and 
miscellaneous, 7. 

Trucks by make were: Ford, 19; 
Chevrolet, 9; International, 3, and 
Dodge, 1. 

—Vepa N. ConNER 


Seat-Cover Guide 


Guide on seat-cover installations, 
with cross index, diagrams and pic- 
tures—32 pages. Automobile Seat 
Cover Assn. of America, 1711 Pratt 
Blvd., Chicago 26, Ill. 





Radius Sections 
Greater Strength 








© READING, PENNSYLVANIA 


Piedmont Equipment Co. 
114 Fairwood Ave. 
Charlotte 3, No. Carolina « ED 4-6823 


Rex Metal Parts Co. 
1295 W. 78th St. 
Cleveland 2, Ohio « AT 1-9711 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 224 OF A SERIES 


QUIETNESS 
SIGNIFIES 
QUALITY... 


and the Ford Family of Fine Cars 
is the Quietest 


on the American Road! 


Why? Because of extra insulation. In the Ford Family of Fine Cars, there is 
up to 57% more area covered with sound absorption material. Extra rubber 
body mounts . . . extra fiber glass insulation . . . extra rubber seals and mastic 
deadener prevent sound, weather and vibration from being transmitted into 
the car. In addition, passenger compartments are sealed off completely from 
the moving parts of the engine, drive shaft, transmission, differential and 


other parts of the power train. 


At Ford Motor Company’s Science City, highly skilled engineers, scientists 
and technicians use intricate technical devices to test the capabilities of the 
many sound absorption materials used in the Ford Family of Fine Cars. 


For example, the Silent Room . . . a room without echoes—acts as a sonic 
“blotter,” absorbs sound created by operating vehicles under various test 
conditions. In fact, testing conditions in this room are comparable to the 
perfect silence that exists at an altitude of 30,000 feet above the earth. 
Electronic instruments track down noises and vibrations transmitted to 
passenger compartments of test vehicles. They are then eliminated from the 


SE COR Le CIE final production cars. Result: a smoother and more quiet ride. 

for vibration, rattles, rumbles, and 

squeaks. This is the only facility The zone of quiet in Ford Motor Company cars is setting new standards of 
of its kind in the industry. Each i 
part of a car is tested here to 
meet the high requirements of Ford 
Motor Company Quality Control. 


quality for the entire automotive industry. 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 





Coe 


MOTOR COMPANY 





THE AMERICAN ROAD, DEARBORN, MICHIGAN 






FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY. Ford « Faicon « Thunderbird « 
Comet « Mercury « Lincoln Continental « English Ford Line « Ford Trucks « Industrial Engines « 
Farm and Industrial Tractors and Equipment « Aeronutronic—Products for the Space Age « 

Ford Motor Credit Company « The American Road insurance Company 
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Adman Peels Hide from Auto Business .. . 





‘A New World and a New Way’ 


SAN FRANCISCO, — A salvo 
aimed at “tired and tasteless and 
trite” methods in the auto business 
was fired here last week by Whit 
Hobbs, a man with a high com- 
pression ratio and a low boiling 
point. 

“The point is that I hate less 
than the best,” said Hobbs, vice- 
president of Batten, Barton, Dur- 
stine & Osborn, Inc., a New York 
advertising agency. 

“It makes me angry, And what 
keeps we awake nights is why 
there has to be so doggone much 
of it around. Especially in my busi- 
ness and yours.” 

Hobbs was speaking at the Na- 
tional Automobile Dealers Assn. 
convention. 

He complained that there is “so 
much unimaginative, uninspired, 
uninventive, backward thinking 
and writing and selling. So many 
long trips to Dullsville. So much 


consistent, persistent, underrating 


of the American public. 

“So much of the same old stuff 
done in the same old way, because 
that’s the way we've always done 
x” 

Hobbs warned dealers that cus- 





tomers now “are a helluva lot 
smarter and savvier than we give 
them credit for being. They are 
thinking independently, voting 
independently, buying independ- 
ently.” 

They want facts, not foolishness; 
sense, not nonsense; straight talk, 
not double talk, Hobbs said. 

“We are in the middle of the 
most extraordinary social revolu- 
tion that has ever happened,” he 
said. “. . . We’ve got a new kind 
of customer, and he’s got to be sold 
in a new kind of way. We've got to 
sell up. With taste. 

“We've got to sell quality, be- 
cause he won’t settle for anything 
less.” 

The big challenge in 1961 is for 
new leadership, new ideas, new en- 
ergy and thrust, Hobbs said. Or, as 
he put it: “The challenge is not to 
be an old poop.” 

Dealers must not go into the 
dynamic new American age 

(where customers are on the 
move, where the passion is for 
self-improvement, where the pop- 





ulation gets younger every year) 


Kitchin, Ayres Tell Dealers .. . 


How to Fight Wage Bill 


SAN FRANCISCO.—Auto dealers 
must voice their opposition earlier 
and more vigorously if they are to 
remain exempt from wage-hour 
controls in the 87th Congress, Rep. 
William H. Ayres, Ohio Republican, 
warned here. 

He and Rep. A. Paul Kitchin, 
North Carolina Democrat, ad- 
dressed the 44th annual National 
Automobile Dealers Assn. conven- 
tion and exhibit on “You and 

Wage-Hour Legislation.” 

Kitchin and Ayres unsuccessfully 
sponsored a bill last year to revise 
wage-hour legislation. 

Kitchin said the greatest service 
a citizen can perform in aiding the 
public official and sharing the bur- 
den of government is to keep in- 
formed on both local and national 
current affairs. 

With President Kennedy on rec- 
ord for a broad minimum-wage bill 
and with a new House Labor Com- 
mittee chairman pledged to the 
president’s views, Ayres said it “is 
important that you (dealers) tell 
the story of your own business to 
your congressman. 

“Impress on him that a dealer- 
ship is strictly a local business and 
rates of pay and hours worked 





California Has 
5.8 Pct. of Dealers 
In U.S., NADA Says 


SAN FRANCISCO. — California’s 
role in the nationwide dealer pic- 
ture was pointed up by the Na- 





tional Automobile Dealers Assn. as 
its 44th annual convention and ex- 
hibition got under way in San 
Francisco Auditorium and adjoin- 
ing Brooks Hall. 

Of the approximately 36,000 fran- 
chised new-car and truck dealers 
in the United States, 2,100, or 5.8 
percent, are located in California, 
NADA said. 


More than 58,000, or 9.3 percent 
of the 625,000 employes of new-car 
employers, are employed by Cali- 
fornia dealers, who average 28 em- 
ployes in each dealership. This is 
65 percent above the national av- 
erage of 17 employes per dealer, 
NADA said. 

Other comparative figures: 

Population: California has 15.7 
million, 8.8 percent of the nation’s 
total of 179.3 million residents. 

Autos on the road: California has 
6.6 million, 10.7 percent of the coun- 
try’s 61.6 million. 

Total annual income: California, 
$40.8 billion, 10.7 percent of national 
total of $380.7 billion. 

Estimated total sales in ’60 of all 
franchised new-car dealers: Cali- 
fornia, $3.2 billion; U. S., $31.9 bil- 
lion. 





must necessarily be controlled by 
local conditions,” he counselled, 

“If your state has a minimum- 
wage law, ask him why he should 
not permit state legislatures .. . 
to consider legislation affecting 
strictly local businesses.” 

Urging prompt action by dealers, 
Ayres said the new chairman may 
decide to push a bill through the 
Labor Committee without holding 
any hearings. 


“If so,” he added, “the Congress | 


will be voting on a minimum-wage 
bill before Easter.” 

He said thousands of small busi- 
nessmen feel that the legislation 
favored by Mr. Kennedy not only 
would be an unwarranted federal 
invasion of local commerce, but 
would bring many layoffs, higher 
prices and less purchasing power. 

“Even so,” Ayres continued, “it 
will be difficult to hold the line if 
the president directs the full power 
of the White House against a mod- 
erate, sensible proposal.” 

Kitchin said he “strongly fav- 
ors realistic state minimum-wage 
laws.” 

Many states in the last few years 
have enacted such legislation and 
in view of this trend, he added, “the 
choking of state action would be 
tragic now. 

“Only the states can develop wage 
rates for different industries, and 
even distinguish wage rates within 
the same industry, or even between 
various localities, based upon need 
and ability to pay,” he said. 

But the “steady march” toward 
usurpation of state rights cannot 
be checked by Congress alone, 
Kitchin warned. 

It is the responsibility of every 
citizen to make known his or her 
views to the representatives in 


Congress so that the votes they 
cast and the decisions they reach 
may be “in the spirit of an agent 








| “lugging along a lot of old rules 
and bad habits and nonsense.” 

Said Hobbs: “We've got to like 
| people better than we do. We've 
| got to look up to them, Sell up to 
| them. 

“Yes, they are harder to sell. Yes, 
they are harder to fool. Yes, they 
are easier to bore. 

“No, we cannot yell at them, Ever 
again. Or nag them. Ever again. 
Or be dull or phony or dishonest. 
Ever again. Or double talk or con- 
fuse them. Ever again.” 

People are hammered over the 
head by so many claims and coun- 
terclaims and there are so many 
more makes and models and sizes 
and shapes offered the customer, 
said Hobbs, that there is but one 
proper course: 

“We have to help them.” 

Hobbs pleaded: “Please give your 
customers what they want, Adver- 
tising that likes them and helps 
them and understands them and 
winks at them and tries hard to 
be their friend. 

“And then please, live up to it. 

“Please do everything you can 
to improve the image of the au- 
tomobile dealers which is, as we 
say in Chinese, not velly fliendly. 

“Please get after the backward 
boys in your business; tell ’em 
there’s a new world and a new 
way.” 

Hobbs mourned that too often a 
customer goes into a showroom on 
his guard, afraid he’s going to be 
taken in a rough game with a 
smooth character and dreading the 
ugly business of buying a car 
rather than enjoying every minute 
of it. 

Dealers, said Hobbs, have a gold- | 
en opportunity to sell the new kind 
of customer in a new kind of way: 
On the level; simple and clear and 
bold; flattering as all get out; 
friendly as can be, and absolutely 
honest and believable. 

“Make sure your voice is low and 
your aim is high,” Hobbs said, “that 
everything you do is done with 
taste and style. 

“Explore new ways, for instance: | 








for the voice of the people,” he said. 





Valiant Dealers Meet in Memphis— 


Directors of the Memphis Valiant Advertising Assn. are, from left, W. M. Hardwick 
ir., regional account executive, N. W. Ayer & Son, Inc.; W. J. Moran, Plymouth Memphis 
regional manager; Everett Richaud, Houma, La.; Homer McLeod, Greenwood, Miss.; 
Sidney Robinson, Jackson, Miss., VAA treasurer; John Wellford sr., Memphis, VAA 
chairman; John T. Fisher jr., Memphis VAA secretary, and Ashley Dabbs, Clarksville, 


Tenn., delegate-at-large. 


Now that people have raised their 
standards, haven’t they become 
more conservative, more anxious to 
conform, less anxious to show) 
Se 

“Ask yourself: If people are liv- 
ing in wider worlds (and they are) 
aren’t there tremendous new pulls 
on their purse strings? 

“Hasn’t a new car become a 
new car OR that trip to Europe? 
A new car OR the staggering 
cost of a college education? A 
new car OR the old car with a 
new boat on a trailer hitched on 
behind? 

“Ask yourself: Isn’t bragging — 
the biggest and the best and the 
most and the shiniest—gone for- 
ever? And shouldn’t we cut out the 
nonsense and call a spade a spade 
and a Ford a Ford and an engine 
an engine? 

“Ask yourself: Shouldn’t there 
maybe be one car in 1961 that 
somehow DOESN’T win the Mobil- 
gas Economy run?” 

In a parting shot, Hobbs told the 
dealers, “Keep smiling on the out- 
side; that’s good for business. But 
on the inside, keep churning—dis- 
satisfied with what you’re doing— 
that’s good for business, too. 

“Be itchy and chewed up because, 
doggone it, there must be some way 
to do it better.” 





Bonuses for Salesmen— 


A wheelbarrow loaded with 6,258 silver dollars, started the traditional Christmas 
sales bonus lineup at Suburban Chevrolet, Hopkins, Minn. Jack Krenzen (pushing 
wheelbarrow), sales manager, handed out the money to 17 new and used-car salesmen, 


In 1960, Suburban Chevrolet set a 35-year 


sales record of over $6 million. Organized 


in 1925, the dealership employs 104 persons. 





Sarnoff Notes 


‘Kinship’ 


Of Autos, Broadcasting 


SAN FRANCISCO.—The automo- 
bile and broadcasting have given 
modern man a power over time 
and space that the magic of the 
legendary seven-league boots could 
hardly suggest, according to Robert 
W. Sarnoff, board chairman, Na- 
tional Broadcasting Co. 

Sarnoff mentioned the kinship 
between the two industries in an 
address at the 44th annual con- 
vention of the National Automo- 
bile Dealers Assn. 

“The automobile and broadcast- 
ing,’ he said, “have pushed back 
the horizons of our environment so 
that the ordinary American of the 
mid-20th Century can enjoy a range 
and richness of experience denied 
to all but kings and potentates in 
centuries past. 

“Little wonder that the average 
man’s most prized outdoor posses- 





sion is his automobile, while in- 
doors he spends more time with 
his television set than in any other 
waking activity except his job.” 





Touching on the parallel aspects 
of the two fields, Sarnoff noted that 
“as industries, both of us serve the 
varied and shifting tastes and 
needs of a mass market. And both 
of us must offer something to 
everyone.” 

Sarnoff said that through tele- 
vision advertising, “I feel we broad- 
casters are actually in sales part- 
nership with you dealers.” 

“You have the job of making 
the final sale—the one that 
counts,” he said. “It can be done 
only on your showroom floor. 
Dinah Shore cannot discuss de- 
livered prices in Omaha or Bir- 
mingham, nor can Bob Hope or 
Tennessee Ernie give a tradein 
estimate. 

“But they can and do accomplish 
two things. They create an image 
of the car... and they accomplish 
something that none of your Sales- 
men can do: They provide a driv- 
ing demonstration to the prospec- 
tive buyer while he sits in his 
living-room chair.” 

Sarnoff declared that the long- 
term future holds unusual prom- 
ise for both industries under the 
free-enterprise system, but he 
warned that this freedom cannot 
be taken for granted. 

“There are always people ready 
to run it down,” he said. “They are 
the insolent charioteers who, in 
their superior wisdom, ride rough- 
shod over such scorned manifesta- 


Heller Promoted 
In Ford Marketing 


DEARBORN.—William A, Heller 
hag been appointed parts and serv- 
ice marketing manager for the 
Ford Division. 

Heller, formerly manager of the 
Omaha district sales office, replaces 
Gar F, Laux, who recently was 
named vehicle marketing manager. 

Heller joined Ford Motor Co. in 
1947, in the business management 
department of the Dallas district 














sales office, 


tions of popular taste as tail fins 
or Westerns. 

“The profess great concern for 
the public and the public interest 
—-as long as they can presume or 
prescribe what the public ought 
to want. 

“Essentially, they feel contempt 
for the public, because they re- 
gard it as a patsy for hidden 
persuaders, a pawn in the hands 
of industrial intriguers and the 
manipulators of Madison Avenue. 

“The pay us an impossible com- 
pliment,” Sarnoff said. “It is one of 
their articles of faith that the pub- 
lic can be made to buy what it 
doesn’t want or doesn’t need. The 
public itself is the best judge of 
what it needs and, indeed, whether 
it should buy things it DOESN’T 
need. 

“But nobody buys what he 
doesn’t want. I have spent some 
time this afternoon singing the 
praises of advertising, but I would 
never suggest it can sell a prod- 
uct that people don’t want or that 
it can hypnotize them into decisions 
they don’t wish to make. 

“There is no more eloquent tes- 
timony than the recent history of 
the automobile industry—some of it 
pretty painful—to the fact that 
people have a stubborn way of 
making up their own minds, 

“Certainly those of us who de- 
pend upon public favor have a 
right, even a _ responsibility, to 
try to lead and influence public 
taste,” he said. “But we can only 
propose; it is always the public 
that disposes, and rightly so. 

“In the final analysis, what we 
must safeguard is the public’s free- 
dom of choice—and our own free- 
dom to meet it. Those are the free- 
days that have carried America 
into the vanguard of human prog- 
ress. They are also the freeways 
to the future.” 


Checks for GM Workers— 


Boxes of bonds, General Motors common 
stock and checks are prepared by Hazel 
Nordquist at the National Bank of Detroit 
for mailing to some 54,000 General Motors 
salaried employes throughout United States 
who participated in the first class of GM's 
savings-stock purchase program which cov- 
ered the period of Oct. 1 to Dec. 31, 1955. 
The class matured Dec. 31, 1960. A total 
of more than $11 million were distributed. 
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Parts and Accessories News... 


‘ASI Week’ to Begin 
Feb. 13 in Los Angeles 


LOS ANGELES.—The week of, Feb. 15 at the Biltmore Hotel, Los 





Feb. 13 will be proclaimed ‘Auto- 
motive Service Industry Week” in 
this area by Mayor Norris Poulson, 
according to J. K. Wilkinson, Po- 
mona Auto Parts, Pomona, Calif., 
president of the 1961 Pacific Auto- 
motive Show. 

The Pacific Automotive Show 
encompasses the _ International 
Automotive Service Industries 
Show plus meetings, conventions 
and other activities of groups in 
the aftermarket industry. 

The IASI Show is scheduled for 
Feb. 16-19 in the Los Angeles Me- 
morial Sports Arena and Portico 
Annex. 

Thousands of automotive jobbers 
and warehouse operators in the 
Los Angeles area and hundreds of 


wholesalers from the 13 Western} 


states, Western Canada and Mexi- 
co will be hosts to automotive man- 
ufacturers, jobbers and distributor 
guests from all parts of the con- 
tinent and more than 40 foreign 
countries during the IASI Show. 

It is a manufacturer-through- 
wholesaler-to-retailer event, open 
only to sponsoring wholesalers, ex- 
hibiting manufacturers and their 
personnel, special guests and for- 
eign guests Feb. 16 and until 6 p.m, 
Feb. 17. 


Guests from the retail service | 





trades in Los Angeles and sur-| 
rounding areas will be welcomed | 
during the latter half of the show, | 


when the exhibition is opened to} 


accredited members of the industry. 

They will see more than 1,100 
booths filled with new parts, 
tools, equipment, accessories, sup- 
plies, charts, price lists, merchan- 


dising aids and service informa- | 


tion on new cars and other auto- 


motive vehicles, displayed and | 


demonstrated by about 500 auto- 
motive service manufacturers. 

Preceding the show, on Feb. 14-15, 
Automotive Service Industry Assn. 
will hold its annual convention in 
the Biltmore Theatre. 

The ASIA president’s reception 
will be held Feb. 13 in the Rex 
Room of the Biltmore Hotel, and 
the membership banquet Feb. 14 in 
the Biltmore Bowl. The Young Ex- 
ecutive Forum Business Conference 
will be Feb. 15 at the Biltmore 
Hotel. 


The Motor & Equipment Manu-| 
facturers Assn. will hold a business | 


meeting Feb. 15 in the Terrace 
Room of the Sheraton West Hotel, 
followed by a reception for mem- 
bers and nonmember manufactur- 
ers in the Lafayette and Viscount 
rooms. 

Automotive Booster Clubs In- 
ternational, Inc., will hold its ex- 
ecutive council meeting Feb. 13 
in the Washington Room of the 
Statler-Hilton and its board of 
governors’ all-day session, with 
delegates from all 48 Booster 
Clubs, Feb. 14 in the New York 
Room of the Statler-Hilton. 

The Booster Kick-Off Banquet, 
sponsored by Southern California 
Automotive Booster Club No. 20, 
Inc., will be held Feb. 15 at the 
Beverly Hilton Hotel, Beverly Hills. 


Automotive Affiliated Representa- 
tives will hold its annual breakfast 


L-M Appoints 3 
To Sales Posts 


DEARBORN.—Three appoint- 
Ments in the Lincoln-Mercury sales 
Organization have been announced 
by C. E. Bowie, general sales man- 
ager. 

George F. Walters wags named 
Kansas City district manager, re- 
Placing A. E. Jacobsen, who now is 
Atlanta district manager, William 
A. Toms, who formerly headed the 
Atlanta district, has been trans- 
ferred to Dearborn as the division’s 
National fleet sales representative. 

Walters joined Ford Motor in 
1934 and has been in sales since 
1951. His most recent post was as- 
Sistant district manager in Cleve- 
land. Jacobson joined Ford in 1949, 
and Toms has been with the com- 
pany since 1929. 











Angeles. 

The Overseas Automotive Club 
will establish pre-show headquar- | 
ters in the Hartford Room of the} 
Statler-Hilton for the registration 
of foreign guests arriving Feb. 
13-15. During the show, headquar- 
ters will be booths 1019-1021. 
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The OAC will stage its 30th an- Texans Visit Ford Factory— 


nual reception and banquet Feb. 
17 in the Wilshire Room of the 
Statler-Hilton. 


Parts and service managers from 20 Ford dealerships in Texas recently attended a|ing 1961, 
series of meetings in Dearborn and drove home in a fleet of 1961 Fords. Shown prior 
ae eial h b to their departure from Detroit are, from left, front row, James Kotula, San Antonio; 

pe program has been | joc, Swain, Hebronville; Fred Rudsenske, Harlingen; Joseph Esparza, North Pleasanton; 
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Leasing Panelists 
Trace Price Dip, 


Cost Increases 


PHOENIX, Ariz.—A panel discus- 
sion on used-car disposal problems, 
held during the recent convention 
of the American Automotive Leas- 
ing Assn. here, disclosed that used- 
»|car prices were off in December 
from $100 to $150 as against two- 
year-old models in December, 1959. 
This discussion was chairmanned 
by Ken Glazer, of Minneapolis. 

Operating costs on leased vehicles 
increased approximately $5.17 per 
month in 1960, as compared with 
1959. 

There is every indication that 
this cost will continue to rise dur- 
it was concluded in a 
panel discussion led by Dealers 
Zolly Frank, of Chicago; David 
Spielman, of New York, and Lewis 





planned for the ladies. It includes/N, [. Hilburn, Kerrville; Thurman Bates, Orange; B. F. Warner, Houston; Roy Allen,|C. Nickerson, of Portland, Ore. 


a luncheon and fashion show Feb. | Giddings; A. R. Myatt, parts and service merchandising manager, Ford Houston sales 


An increase of $50 billion in the 


15 in the Pacific Ballroom of the | district; J. B. Browning, manager, Ford's parts and service field promotion department,| ross national income was predict- 
Statler-Hilton, a trip to Disneyland | Dearborn; Walter Noack, Georgetown; Thomas Clarke, Uvalde; Berk Wagoner, Franks-|ed for 1961 by Robert R. Nathan, 


the following day and a visit to the | ton, and Ray Baker, Uvalde. Standing: A. D. Lightfoot, Palestine; B. G. Sweeny, Hous- 


Washington economist. He said his 


Farmer’s Market and Marineland |ton; Charles Castleberry, Port Lavaca; George Laver, Harlingen; William Thiele, San| Studies led him to believe the gross 
of the Pacific on Feb. 17. Also| Antonio; Donald Hawthorne, Silsbee; Nolan Harborth, Seguin; Charles Reising, Colum-| national income would increase 
scheduled is a three-hour tour of | bus; Stanley Prazak, Bryan; Jerry Howington, Bryan; J. E. Shelton, San Antonio; R. C. 
Wilson jr., Port Lavaca; Ed Perkins, Orange, and William Cummings, Wharton. 





movie studios. 


These Childers Carports make any lot a more inviting place to stop, 
look and deal—and can quickly pay for themselves in savings on 





from the $500 billion in 1960 to $550 
billion in 1961. 








car clean-up costs alone. This installation is Clay County Motors at 
Excelsior Springs, Missouri, showing spectacular Panorama Trim. 


Now! Like Magic, You Can Turn “Just Another Lot” 
Into An Attractive 365-Day Outdoor Showroom 


. . - with Childers Carports, for as little as 5¢ per car per day! 


DrivE down any street lined with 
car lots. Notice how much they all 
look alike . . . each with its rows of 
sunbaked—or perhaps snow-covered 
—cars, the long strings of lights, the 
flying pennants and colored pro- 
pellers whirling in the breeze... . 
all for the purpose of winning the 
favorable attention of prospects. 

Is your lot any different? Does it 
really stand out? Do folks really 
know you’re there — and, just as 
important, does your lot look as if 
you'll still be there tomorrow? 

Today, all over America, alert car 
dealers are turning their car lots 
into attractive outdoor showrooms 
at amazingly low cost with easy-to- 
install Childers Carports. For as 
little as 5 cents per car per day, 
dealers are attracting more pros- 
pects, making more sales, and cut- 
ting down light bills and clean-up 
costs. And, they’re giving their 
places of business a new look of 
permanence and dignity that brings 
in better prospects who select the 
dealer as carefully as they select 
the car they buy. 

Dealers everywhere who have put 
up Childers Carports are enthusi- 
astic about the results. Here are 
some of the reasons they consider it 
one of the best investments they 
have ever made: 


1. Every day is a selling day. With 
your cars protected from rain, snow, 
sleet, and blistering hot sun, you 





NO DOWN PAYMENT! 

NO CARRYING CHARGE! 
Take advantage of Childers Spe- 
cial payment plan for car deal- 
ers. Pay for your Childers Car- 
ports in four equal monthly 
payments! 


can depend on 365 selling days a 
year, whatever the weather. 
2. Trade in the shade — or out of 
the rain — attracts more customers 
to stop, look, talk and deal. 


3. Big savings on labor cost. Cars 
protected from dust, rain and glar- 
ing sun don’t need _as much clean- 
ing and polishing. Savings on labor 
costs alone will pay for your Child- 
ers Carports. 

4. Higher prices for cars that are 
kept clean and attractive to buyers. 
5. Cuts light bills % or more — 
because light is more easily directed 
to the cars on display. 

6. More sales and faster turnover. 
Expert dealer accountants say it 
costs $3 to $4 a day to “board” a 
car—yet Childers Carports cost as 
little as 5 cents per car per day! 
7. Architect-designed to harmonize 
with existing buildings and displays. 
8. Easy to install. Your own men 
can do it with ordinary tools. 

9. Easy to move if you are on leased 
property or if you want to 
rearrange your outdoor display. 


Childers Carports offer you four 
styles of roof trim: Panorama in a 
choice of attention-compelling col- 
ors, distinctive Continental, neat 
Skyline, or conservative Thinline. 
Choose the style of roof trim you 
prefer — then, as you wish, add 
whatever signs, lights, banners, etc., 
you feel are appropriate for you. 


Call Two Dealers, Free! 

Childers will send you a list of 
500 happy dealers who have turned 
their lots into year-round, all- 
weather showrooms, increased sales 
and decreased costs with Childers 
Carports. 

After you receive this list, call 
any two dealers. Let them tell you 
about Childers Carports in their 
own words. Send the bill for these 
calls to Childers. You’ll be reim- 
bursed promptly. No obligation. 
Mail coupon below, today! 

WE PAY FREIGHT TO ANY 
DEALER IN CONTINENTAL U. S. 
——-— MAIL THIS COUPON TODAY -——= 


Childers Manufacturing Co. | 
| Dept. AN-11 | 
3620 West 11th Street | 
l Houston 8, Texas 
| Send me complete information and list | 
| of 500 dealers who have installed ! 
| Childers Carports, | 
S Cia i ciataasactenaiie | 
| Name & | 
| Title- scans | 
| Address l 
| City State ! 


Childers’ representatives located in all principal cities 
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BBB Charges U. C. Operator with Deception . . . 





St. Louis Dealer’s Ads Assailed 


(Continued from Page 13) 
letter by my competitors while they | 
were shopping the competitors’ lot | 
or place of business. 

“It is not my intentions or de- 
sires to disregard any reason- 
able suggestions that are made 
by you or any other capable au- 
thority on methods or tactics to 
be used in merchandising my 
products, This is the way I chose 
to earn a livelihood, or better if 
possible, By a similar inspiration 
or ambition, you chose to be in 
the profession which you are in. 
My intentions are to remain in 
this business which is the only 
business I know, and therefore 
in striving to be a _ successful 
merchant, I have every reason to 
do the things that will honorably 
further my business both for the 
present, and the future. 

“Your items listed in your letter | 
summarizing our shortcomings as) 
well as your expression of your per- 
sonal opinion concerning ‘member- 
ship cards’ are herein answered. 

“Financial Hurdles Abated is a 
slogan We adopted which is directly 


| Sion, | 


| naturally come in possession of all 


tied in with our program from start | 
to finish. We do have numerous 
financial connections for handling 


| customers who are short on money 
| but who are honest and need a car 


to earn a living. We have a finance 
department of our own and we do| 
have experienced finance personnel | 
to back up that slogan. 

“We will be using this phrase as 
a slogan from time to time in the| 
future, but have already refrained | 
from capitalizing the first letter in| 
each word at the suggestion of Mr. | 


| Pritchard of the St. Louis Post-Dis- | 
| patch. We have live customers as| 


well as records to verify the fact | 
that this phrase actually is justified | 


tion and in the used-car field, we 





types of quality in used cars. We 
have to sell them all. We have to} 
advertise all types of cars in order 
to reflect the true picture of our | 
‘supermarket’ theory of merchan-| 
dising. We, as do all chain-store 
and department-store operations, 





The confidence the people of Greater Philadelphia 


have in the contents 


of The Evening and Sunday 


Bulletin is based on years of close association. 


Readers look to this newspaper for more than 
news and features. They find here the full picture of 


their community life. 


In a good many respects, The 


Bulletin is Philadelphia. 


THE PHILADELPHIA BULLETIN 


do advertise many times with our 
leaders. 

“I noted to you before, and I 
believe your files will reveal that 
it is an undisputed fact that we 
do not advertise anything that we 
do not have and We do not ad- 
vertise anything that we will not 
sell. We have never refused to 
sell any car nor instructed a 
salesman to refuse to sell any car 
advertised. Our advertised cars 
are immediately shown to any 
inquirer by our salesman and a 
deal is consummated if the party 
so desires. 
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| chandise in an honorable way the 
| car that is in biggest demand, 

| “I have new 1959 Chevrolets and 
have records to prove that I have 
| bought and sold over 150 brand 
|new 1959 Chevrolets since the be- 
ginning of the 1960 Chevrolet model 
year. My newspaper 


group my different makes of cars 
in compiling an ad. I put Chevro- 
lets in one section and Fords in an- 


other section. I feel that this will | 


| be beneficial to a reader as well as 
to me. You will note that any dis- 


| tinction of model or make is clear- | 


ly separated by a black line. 

“My prices are adjacent to the 
| car advertised if a price is entered. 
|My 1959 Chevrolet advertising 
would naturally come adjacent to 
my 1960 Chevrolets, etc., if it is put 
in the Chevrolet group where it 


| 
| 


“We have advertised and sold belongs. In advertising a one-year- 


|as a slogan to our financing divi-| numerous 1959 Chevrolets for the| old car, I cannot see a need for 


low advertised price and can buy| specifying that it is a used car so 
“We represent a volume opera-| them today so we can do just that| long as it is distinctively separated 
and still realize a reasonable profit.| from a new car by a heavy black 


If a customer wants a higher priced 
car or a lower priced car, it is his 
privilege to decide and we have a 


and 1960 models have been for the 
past year the most wanted number 
in this locality, and I consider it 
nothing but good business to mer- 


|car for him. Chevrolets in the 1959| 


line. 

“On your Page 2, first para- 
graph, you refer to ‘this car’ 
which is an indication that I have 
only one such 1959 Chevrolet. I 
respectfully beg your pardon on 
this accusation and assure you 
that this is very untrue, In fact 





CONFIDENCE 





What does this mean to advertisers? It means 
that, in the growing seven billion dollar Greater 


Philadelphia market, your sales message in 
Evening and Sunday Bulletin enjoys a unique 


extra ‘‘bonus’”’... 


The 
and 


You buy belief when you buy The Bulletin! 





A member of MILLION MARKET NEWSPAPERS, INC. 


Advertising Offices: 


New York 17, 529 Fifth Ave.; Chicago 1, 333 N. Michigan Blvd.; Detroit 2, New Center Bldg.; Los Angeles 5, 3540 Wilshire Blvd.; 
San Francisco 4, 111 Sutter St. JN PHILADELPHIA NEARLY EVERYBODY READS THE BULLETIN 


advertising | 
|columns will show you that I do| 





your representative, Mr. Eugene 
Sawan, was at my place and I 
personally showed him two such 
cars and offered to show him a 
third one but didn’t because he 
indicated that he was satisfied. 

| “The new 1959 Chevrolets that 
were unfortunately left in the hands 
of new-car dealers were in 1959, as 
is usually the case, the highest 
priced cars with the most equip- 
ment. Therefore, they fall in the 
price range of from $3,300 to $3,500, 
The full profit on such car after 
| the new-car dealer pays the vari- 
ous expenses is approximately $700, 
|He receives a small rebate from 
the factory and sells the car to me 
for all he can, which is never less 
than his cost and sales commission. 
If I take a car of this type and sell 
it at a price of from $2,800 to $3,000, 
I sincerely consider it a ‘terrific 
discount.’ 


“If this customer is to keep this 
car three or four years, he is very 
aware of his savings because at 
|that time the difference between 
the 1959 Chevrolet and a 1960 Chey- 
rolet will be approximately an aver- 
age of $100, Therefore, he has saved 
$200 to $300, and still owned a new 
car, and in Many, many cases a car 
he likes better appearance-wise, Of 
course, the term ‘terrific discount’ 
is a hypothetical term that is con- 
tinually used by advertising media 
and I do not consider myself ca- 
pable of putting a measure on it. 


“I have no doubt that you have 
complaints from various sources 
concerning our advertising proced- 
ures. However, I am at a loss to 
know if such complaints are from 
legitimate prospects or if they may 
come from or be instigated by a 
nonenergetic competitor who had 
| rather stand by and try to profit 
from criticism of his competition 
rather than from some act of his 
own originality or initiative, or 
from one who has not the nerve or 
gambling instinct to spend the 
money on an advertising campaign 
of his own. 

“In relation to our guarantee, 
we originally felt that about 
everyone knew what a new-car 
warranty represented. However, 
we found out that some people 
were not informed on this, and 
we changed that ad to say 100 
percent instead, in order to bet- 
ter emphasize what we really 
mean and do. This was being 
changed about the time of your 
letter and I trust it is satisfac- 
tory. 

“The term ‘O A C’ is a term fre- 
quently used in advertising. How- 
ever, I believe this has been amend- 
ed to meet your approval. We have 
| several finance connections which 
have arranged to handle 42 months 
| financing previous to the time this 
ad was run. 

“Our 30-day driving trial as ad- 
vertised means that we sell a man 
a car for $1,300, for example. If he 
chooses to return the car within 30 
days, we give him $1,300 allowance 
on exchange for another car, We do 
not offer this service as a gimmick, 
but as an assurance that he is 4 
satisfied customer when he becomes 
the owner of the car he chooses. 


“T have at and near my address 
here, seven locations of sizable area 
on which I keep cars. I have ac- 
tually not owned less than 500 new 
and used cars for the last 11 months. 
I feel that your shopper who came 
on my lot and casually counted my 
cars did me a great injustice by 
the accusation made in your letter. 
In fact, I have a man delegated to 
count and inventory my cars once 
each week, and he is not able to 
complete his job in a 30 hour day. 

“The membership advertising we 
discontinued. 

“I have sold over 4,200 cars in 
the past 12 months. I believe your 

files will reveal considerably less 
than 50 complaints during this 
period, Fifty complaints would be 
approximately 1.1 percent com- 
pared to sales, I wonder how this 
compares to the average mer- 
chant in a similar business? I be- 
lieve if I gave away that many 
| cars free of any charges and 
serviced them for one year free 


ri 
j 





of charge, I could expect that 
ratio to increase, 
I would like to call your attention 


to your files on complaints, I have 
never failed to give an answer to 
any complaint you have sent to me 
and did justify my position only 
after making a personal investiga- 
tion of the circumstances. I have 
received only two copies of your 
reply to customers setting out your 
disposal of the complaints.” 
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Battle on Billboards . . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Proposal of the outdoor advertis- 
ing industry to double the size of 
permitted billboards along the Na- 
tional System of Interstate and 
Defense Highways has brought 
sharp objection from the American 
Automobile Assn. 

In a protest filed with Federal 
Highway Administrator Bertram D. 
Tallamy, the motorists’ organiza- 
tion urged “summary rejection” of 
the request to raise maximum size 
of poster panels along Big-I roads 
from 150 to 300 square feet. 

“The whole purpose of the Fed- 
eral bonus for advertising control,” 
AAA pointed out, “is to ‘promote 
the safety, convenience, and enjoy- 
ment of public travel and to pro- 
tect the public investment’ in the 
$41 billion Interstate network. Per- 
mission to erect the jumbo-sized 
signs that have been proposed 
would certainly negate this pur- 


pose. 

“This effort on the part of the 
outdoor advertising industry for 
greater size—and hence greater dis- 
traction for drivers—should be 
promptly halted,” the association 
said. 

x * * 

M-E, Japanese Agency Tie Up 

Formation of McCann-Erickson- 
Hakuhodo Inc., with headquarters 
in Tokyo, has been announced 
jointly by McCann-Erickson Corp. 
(International) and Hakuhodo, Inc. 

The new agency will offer adver- 
tising and marketing services to 
the clients of each parent company, 
as well as to others in the interna- 
tional field. 

McCann-Erickson (International) 
directs the operations of 40 offices 
in 19 countries. Hakuhodo is the 


oldest and second largest agency | 


in Japan, with a total of 14 offices, 
including operations in Okinawa 
and New York. 

* 


* * 


Digest Linage Sets Record 


International editions of the 
Reader’s Digest scored record-high 
advertising lineage totals in 1960 
and gained 11.4 percent in ad vol- 
ume over 1959, according to Paul 
W. Thompson, general manager. 

The 20 overseas editions of the 
Digest published a total of 19,634.49 


pages. 


* * * 


Smith Selects Monk 


Smith Oil & Refining Co., Rock- 
ford (Ill) refiners and distribu- 
tors of automotive fuels and sup- 
plies, heating oils, and industrial 
fluids, has appointed Howard H. 
Monk & Associates, Inc., Rock- 
ford, as its advertising agency. 

* * * 


Volvo Account Moves Again 


Volvo Import, Inc., has switched 
from Chirurg & Cairns to Sind & 
Sullivan, an agency organized last 
year to place ads for clients of Ed- 
ward Gottlieb & Associates, New 
York public relations firm. 

Volvo expects to spend about $1 
million, half of it by its dealers and 
distributors, this year. 

* * * 
New Inquirer Rates 

The Philadelphia Inquirer, 
which introduced bulk and fre- 
quency discounts in Delaware 
Valley, U. S. A., has announced 
a revised national rate structure 
with flexibility that it claims is 
unsurpassed among newspapers 
in the market. 

Maximum discounts in the slid- 
ing bulk schedule afford rates 
20 percent below the new daily 
open rate of $1.60, and 16 per- 
cent below the new Sunday open 
rate of $2. 


* * * 


New Million Market Program 


Million Market Newspapers has 
research 


announced an expanded 
program for 1961. ; 
It will provide the first rating 


system for national newspaper ads 
similar to evaluations in other print 
media. Formulation of the new pro- 
gram is a direct result of the ini- 
tial MMN $100,000 research expen- 
diture in 1960, which involved Pros- 
Pect Penetration studies by Gallup 
and self contained experimental 
Studies by Starch. 

In addition to the measurement 








of advertising effectiveness to be 
conducted by the program, it also 
will make available to national ad- 
vertisers and their agencies data 
on ad readership, copy effective- 
ness product acceptance and spe- 


cific market information by age, in- | 


come, sex, occupation, plus other 
areas of vital and growing impor- 


tance to the national advertiser, 
officials said. 

* * ok 
New AC Spark Plug Ads 


Proving that “art for art’s sake” 
can have practical applications, AC 
Spark Plug and its advertising 
agency, D. P. Brother & Co., have 
created a_ television commercial 
format that brings to life tech- 
niques developed by the famous 
Dutch painter, Piet Mondrian. 

Employing design principles 
stressed by Mondrian and the 
French cubists at the turn of the 
century, AC’s new TV commercials 
—produced by Grantray-Lawrence 
Animation in Hollywood—use hori- 
zontal and vertical lines to form 


patterns of crosses and rectangles, | 


or “mondrains.” 


The new one-minute commercials 
are appearing on “Naked City” and 
“Cheyenne” to tie in with AC’s 
recent radio spot announcement 
campaign. The catchword “indubi- 
tably”—emphasizing the perform- 
|}ance of AC sparkplugs and oil fil- 
ters—continues as the key word 
for the new campaign. 
| * * * 

Wynn Picks Sholty 

Wynn Oil Co., Azuza, Calif., has 
appointed Les Sholty Advertising 
Agency, Hollywood, to handle do- 
mestic and international public 


relations and publicity. 
* * k 


SEP Forms Automotive Group 


specialized Automotive Service In- 
dustry “Task Group,” comprised of 
advertising and marketing person- 
|nel of the Saturday Evening Post, 
|has been announced by Jesse L. 
Ballew, the magazine’s marketing 
manager, 

In citing objectives of the new 
automotive service group, Henry 
Wehr, automotive service market- 
|ing manager, said, “Our purpose is 
|to better understand and assist 
|manufacturers with their individ- 
ual marketing problems; to help 


1 
| 
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The establishment of a new and | 


dealers capitalize on manufactur- 
ers’ advertising expenditures 
through better utilization of mer- 
chandising and promotional mate- 
rial, and to implement sales pro- 
grams through more specialized 
automotive service marketing tech- 
niques.” 
* 


Data on Manufacturers 

A comprehensive directory of all 
manufacturing plants and all prod- 
ucts of the 500 largest U. S. in- 
| dustrial companies will be publish- 
|ed in March by the market research 
| department of Fortune magazine, 


Called the “Fortune Plant and 
Product Directory of the 500 Larg- 
est U. S. Industrial Corporations,” 
|the 1961 volume will be organized 
in three sections. One will list com- 
| panies and their vital statistics on 
| sales, assets, profits, products, and 
plant locations; another will list 
plants geographically, their number 
| of employes, and the products they 
| produce, and the third will be ar- 
ranged by product, giving SIC num- 
bers, and list who makes each and 
where. 





* * Bs 
| 
| 


| Personnel Changes 


Alfred N. Watson from vice-presi- | 


| dent of Alfred Politz Research, Inc., 


IOs! 
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to marketing services vice-president 
for United States Rubber Co... . 
William K. Bur- 
ton from account 
executive for Na- 
tional Advertising 
Co., a Minnesota 
Mining subsidi- 
ary, to Detroit of- 
fice manager of 


Robert E. East- 
man & Co., Inc., 
national radio 





i. representative 
= firm, replacir 
W. K. Burton sonar. bests, wie 
is being transferred to Eastman’s 

New York office . 

Peter Kruidenier from Chicago 
to Detroit sales staff of Look mag- 
azine .. . James Walsh from Time, 
Inc., New York, to Chicago sales 
staff of Look, replacing Kruidenier 
... Lou Faust, Charles Fritz, Heber 
Smith and Edward Whitley to vice- 
presidents of John Blair & Co, 
radio station representatives 
Jack H. Cole, most recently presi- 
dent of Jack Cole, Inc. (Plymouth- 
Valiant), Walled Lake, Mich., to 
manager of field operations for 
Nemethy-Davis Co., Detroit. 





Don’t miss the Auto Dealer Changes col- 
umns, They'll keep you abreast of what 
is happening in the field. 


in very ine erits 


to wet-sanding the new acrylic jin ishes 


Perhaps you didn’t realize you can get TUFBAK in 


Pee 





acrylic surfaces. 


grits as fine as 400, 500, and 600! That’s just 
what it takes to speed up good refinishing of 
See your supplier, or write 
Dept. AN-2, BEHR-MANNING Co., Troy, N. Y., a 
division of Norton Company. 
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Sales Testing the Olds F-85 


Epiror’s Nore: This is another 
in a series of articles designed to 
explore the selling features of 
American-built cars. 

* OK * 
By L. H. Houck 
Travelling Correspondent 

F THE Olds F-85 fails to catch 

on right away, it’s because of a 
lack of exposure and demonstration 
—a thoro-going demonstration that 
will acquaint the prospect with 
every detail of this totally new 
auto. 

The F-85 is a quality car in a 
smaller size, It is not a compact 
by compact standards, but a mid- 
dle-of-the-road car in price and 
size, It is a little shorter, a lit- 
tle narrower, a little lower and 
somewhat less expensive than a 
comparative standard car. 

I would say the F-85 is not made 
to attract the buyer looking for the 
lowest-priced auto, but the buyer 
who wants a smaller car which 
can take the place of a full-sized 
car, whether the driving is stop- 
and-go or coast-to-coast, The F'-85 
will do just that, and on regular 


| gasoline and at any speeds 


de- 
sired. 

The test car was a station wagon 
with air-conditioning and Hydra- 
Matic transmission, power steering, 


Car Tested: 
OLDS F-85 


Model: Station wagon. 
Engine: V-8, aluminum block 
and heads; bore and stroke, 3.50 
by 2.8; piston displacement, 
215.5; 155 horsepower at 4,800; 
torque, 210 at 3,200, 
Transmission: Hydra-Matic. 
Quantities and dimensions: 


Gas tank, 16 gallons, uses regu- 
lar; engine crankcase, four 


quarts; Hydr»-Matic, four 
quarts. Station wagon: Floor 
length from back of front seat 
at floor level to end of lowered 
tailgate, 87.2 inches; maximum 
width cargo space, 56.7 inches; 
curb weight, 2,896 pounds; 
wheelbase, 112 inches; tread 
width, 56 inches. 

Tires: Oversize whitewall, 
7.00x13, 








Highway Taxes Expected 
To Hit $12 Billion in ’61 


WASHINGTON.—Nationwide re- 
ceipts for highways exceeded $11.5 
billion in 1960 and are expected to 
reach $12 billion in 1961, according 
to the Bureau of Public Roads. 

The bureau estimates that im- 

Posts on highway users will ac- 
count for nearly $8 billion of the 

1961 total, with Federal funds 

providing $3 billion. 

These are net receipts after de- 
ducting the costs of collecting the 
highway-user imposts, and of the 
allocation of some of the imposts 
for nonhighway purposes. 

Most federal funds are paid to 
the states ag reimbursement for 
work performed. The states also 
transfer to local governments about 
25 percent of state highway-user 
imposts as State aid for local roads 
and streets. 

Taking into account these inter- 


6 Regional Meets 
Slated for Dealers 


In South Carolina 


COLUMBIA, S. C.—Six regional 
meetings have been scheduled in 
February wy the South Carolina 
Automobile Dealers Assn. 

The key topic at each session 
will be “The Legislative Outlook 
for 1961 and the SCADA’s Position.” 
J, Reese Daniel, association legal 
and legislative counsel, will report. 

There also will be a complete 
report and predictions by Cliff 
Goodwin, SCADA president, and a 
discussion of plans for the annual 
state meeting. 

Meetings and chairmen are: 

Feb. 7, Columbia, Hotel Columbia, 
A. Mason Gibbes; Feb. 8, Charles- 
ton, Charleston Country Club, Dave 
W. Rodwell; Feb. 9, Florence, Gar- 
den Gate Cafeteria, Horace A. 
Hunter. 

Feb, 13, Orangeburg, Elks Club, 
Cliff B. Morgan; Feb. 14, Green- 
ville, Hotel Greenville, J. Henry 
Sitton jr.; Feb. 15, Aiken, Commer- 
cial Hotel, W. H. McElmurray. 


Goodro Now Handles 


All Chrysler Lines 


DENVER.—B i11 Goodro’s Plym- 
outh City, 2501 W. Alameda Ave., 
has been selected to sell and service 
Chrysler and Imperial. Goodro now 
carries all lines of Chrysler. 

Goodro also opened his new 
Dodge City facility at 7700 W. Col- 
fax Ave. This facility, built by 
Chrysler Corp. for Goodro, covers 
350 feet of frontage. 





governmental transfers, the bureau 
said, the states will administer 
about $7.7 million worth of highway 
funds this year. 


Federal-aid reimbursements to 
the states are expected to increase 
$300 million over 1960, thus re- 
turning to the 1959 level and re- 
flecting the more favorable posi- 
tion of the Federal Highway Trust 
Fund. 


The bureau said long-term debt 
outstanding for highway purposes 
will total about $13.8 million by the 
end of 1961. State obligations for 
highways will account for $9.7 mil- 
lion of that figure. Rural and muni- 
cipal governments will account for 
the rest. 

The debt will be divided almost 
equally between obligations for toll 
and toll-free facilities. 


Capital outlay (expenditures for 
right-of-way and construction) are 
expected to reach $7 billion this 
year, and expenditures for mainte- 
nance, administration, policing and 
debt service also are due to in- 
crease, 

The bureau believes highway 
construction expenditures will be 
nearly $6 billion this year, com- 
pared with $5.5 billion in 1960 and 
$5.9 billion in 1959. Construction 
expenditures include engineering 
costs, but do not include acquisi- 
tion of right-of-way. 

The bureau noted that right-of- 
way accounts for about 15 percent 
of total capital expenditures for all 
roads and streets and nearly 25 per- 
cent on the interstate system. 

The bureau’s estimates are based 
on the provisions of current legis- 
lation. Any changes during 1961 
would, of course, tend to 





Test Car at End of Trial— 


a 





tinted glass, electric window in the 
tailgate, chrome luggage carrier on 
the roof, two-speed windshield wip- 
ers, windshield washer, heater, de- 
froster, backup lamps, deluxe radio, 
electric clock, oi] filter and a few 
other accessories, The base sticker 
price was $2,681. With all the ac- 
cessories and $80 transportation, it 
added up to $3,778.68, 


If a buyer is thinking of compact 4 


and lowest price, the amount will 
seem high. But if he’s looking for 
a middle ground quality car which 
offers big-car accessories, the price 
is consistent with what the dealer 
delivers. The test car’s price also 
included oversize whitewall tires. 
* ok oe 


It’s Roomy Inside 


cc you are aware of the 3% 


scaled-down dimensions. Inside 
you’ve got plenty of room, even 
hat-room. Performance is tops and 
you can get up to 20 miles with 
an automatic transmission on reg- 
ular gas, which costs about 50 cents 
a tankful less than premium, 


The F-85 is a dream to operate. 
It has plenty of leg room, com- 
fortable seats, good visibility, an 
aluminum V-8 engine that takes 
off fast, Hydra-Matic like the one 
in the biggest cars and easy and 
sensitive power steering. 

In the F-85 I found a station 
wagon that had a good feature for 
every bad one I had heard about 

wagons. It didn’t ride hard, it didn’t 
squeak or rattle, it didn’t rumble. 
In fact, except for the difference in 
body construction, I found it to be 
as good in all these particulars as 
any sedan or hardtop. 

Dealers and salesmen should ac- 
quaint themselves with these good 
qualities, and if they have any bias 
about a middle-bracket quality car, 
they can remove it by putting this 
vehicle to every test they can think 
of. I found dealers who thought 
their customers would like this car 
are selling two where they formerly 
sold one standard car. 

All this car needs is public ex- 
posure. Let them see what has been 
dreamed up for them—it may be 
something they didn’t know they 
wanted. 

om ok * 

HE F-85 is the greatest alu- 

minum user of all ’61s, with an 

average of 159 pounds per car, Alu- 
minum is a very expensive metal, 
but its light weight can save the 
car owner a lot of money, And 
being practically indestructible, it 
keeps on saving money in lower 
dead weight to haul around as long 
as you own the car, 

The V-8 engine has an alumi- 
num block with cast in, ribbed 
cast-iron cylinder sleeves, alumi- 
num heads. The power plant has 
all the features of any larger high 
quality engine, Nothing has been 
left out and such an engine will 
not be found wanting in. the long 
run. 

There are ever so many other 
high quality mechanical] details, but 
the main point is that these are 
designed and constructed along the 
lines of standard autos to empha- 
size the lack of short cuts and the 
fact that the F-85 has been built in 
the best traditions throughout en- 


alter them.| gine, body, frame and accessories. 
* * * 


This is the Oldsmobile F-85 station wagon at the end of a 1,000-mile test run by 
1. H. Houck, Automotive News travelling correspondent. A thorough demonstration was 
recommended to acquaint the prospect with every detail of the entirely new auto. 


Counterbalanced Gate— 


A counterbalanced tailgate is one of the 
features of the Oldsmobile F-85 station 
wagon. The slant averts the bumping of 
the user's head. 





Roomy Inferior 


This is a view of the roomy interior of 
the Oldsmobile F-85. Among the acces- 
sories in the Automotive News sales-test 
car were power steering, air conditioning 
and tinted glass. 
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60 Vehicle Travel 


‘Increased 3 Pct., 


U.S. Estimates 


WASHINGTON. — Motor-vehicle 
travel in the United States in 1959 
totalled 700.5 billion vehicle miles, 
an increase of 5 percent over 1958, 
according to figures compiled by 
the Bureau of Public Roads. Total 
travel for 1960 was estimated at 720 
billion vehicle miles, a 3 percent 
increase over 1959, based on in- 
formation for the first 11 months 
of the year. 

The proportions of travel by road 
system and by vehicle type have 
changed little from 1958 to 1959. Of 
the 1959 travel, 40 percent was per- 
formed on main rural roads com- 
prising 14 percent of the nation’s 
total of 3.5 million miles of roads 
and streets, the bureau said. 

Another 46 percent of the travel 
was on urban streets, which com- 
prise Only 11 percent of the total 
mileage. 

Passenger cars represented 83 
percent of the vehicles and ac- 
counted for 82 percent of the travel 
in 1959; trucks and truck combina- 
tions accounted for 16 percent of 
the vehicles and 17 percent of the 
travel; similar figures for buses 
were less than one percent. 

Average vehicle performance in 
1959 differed so little from that re- 
ported for 1958 that the changes 
are not considered significant, the 
bureau added. The average motor 
vehicle travelled 9,720 miles in 
1959, almost half of it in cities, and 
consumed 782 gallons of fuel at 
a rate of 12.43 miles per gallon. 

The average passenger car trav- 
elled 9,529 miles and consumed 666 
gallons of fuel, at a rate of 14.30 
miles per gallon. A modest increase 
appeared in average annual mile- 
age travelled and fuel consumed by 
commercial buses and trucks, but 
their fuel consumption rates re- 
mained about the same as in 1958. 





Little Rock Dealers Hailed 
For Role in Setting Up BBB 


By Silas T, Dunn Jr. 
Staff Correspondent 

LITTLE ROCK. — Bert Madison, 
president of Madison Cadillac Co., 
has been installed as president of 
the Greater Little Rock Auto Deal- 
ers. He succeeds Horace Terry. 

Other officers installed were: 
Sid Haydon, Sid Haydon, Inc., 


Motorola Offers 
1-Year Warranty 


On Car Radios 


CHICAGO. — Motorola, Inc., has 
extended the warranty on the larg- 
est and most complete line of car 
radios ever presented to its dis- 
tributors. 

Included in the new line are 10 
radios specifically designed to cus- 
tom fit the dashboards of most 1961 
General Motors Corp. cars and some 
foreign imports, as well ag nine 
universal models to fit virtually all 
vehicles including imports, sports 
cars and trucks. 

In introducing the 1961 line, C. J. 
Gentry, national sales manager of 
auto radios, said that all models 
of the new line are now subject to 
a one-year warranty on all parts 
and labor. 

“This extension of the warranty 
period, from the 90-day standard 





im ..| of the industry, has been made pos- 


sible by engineering advances which 
have reduced in-warranty service 
costs to the lowest point in our his- 
tory,” he said. 

Gentry emphasized two features 
found in all Motorola car radio re- 
ceivers: A double-tuned bandpass 
circuit following’ the antenna and 
a patented Volumatic circuit. 


The bandpass antenna circuit is 
said to offer far greater selectivity 
and virtually eliminates cross- 
modulation and “tweets.” The Vol- 
umatic circuit, (not used in the all- 
transistor sets) used in addition to 
conventional AVC (automatic vol- 
ume control) is said to reduce sta- 
tion fading and blasting to the point 
where the receiver output is almost 
constant for any station strong 
enough to activate the circuit. 


vice-president; William Moore, 
president of Moore Ford, North 
Little Rock, treasurer, and 
George H, Benjamin, secretary, 
a position he has held for 11 
years. 

Terry reported an _ unusual 
growth in membership in the 
Greater Little Rock area during 
his tenure as president, For the 
first time, all franchised dealers 
in Little Rock, North Little Rock 
and Jacksonville are active mem- 
bers of the state and national deal- 
er associations, he said. 


“Perhaps the greatest accom- 
plishment of the local auto dealers 
during 1960 was the establishment 
of a Pulaski Better Business Bu- 
reau,” said Terry. “The dealers of 
Little Rock have been trying for 
four years to get a BBB to protect 
the buying public, put a stop to 
misleading advertising and decep- 
tive gimmick newspaper advertise- 
ments. 

“Gene Bale, Bale Chevrolet Co., 
started a movement four years ago 
to get a BBB for this area,” Terry 
said. “It was finally accomplished 
with the help of the retail mer- 
chants, bankers and the Chamber 
of Commerce.” 
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Motorola's "61 Models— 


Representative of the 19 aftermarket 
car radios shown by Motorola, Inc., at 4 
distributor meeting are these models which 
the company claims will fit almost all cars, 
trucks and boats in use today. Included 
in the array are custom models, made spe- 
cifically to fit the dashboards of 1961 
automobiles, as well as universal models 
for even the most hard-to-fit vehicles. 
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New Way of ‘Lighting’ 
Road Ups Visibility | 


A new method of highway illu- 


mination which substantially in- 
creases a driver’s nighttime visibil- 
ity is the result of a traffic safety 


research project sponsored by New 
York State, according to the Cor- 
nell Aeronautical Laboratory, Inc., 
Buffalo. 

The new method is compara- 
tively simple—and economical, 
said CAL engineers in charge of 
the program. 

It consists of spraying highway 
paint on the road surface at a shal- 
low angle. Norris E. Shoemaker, 
engineer in charge, said the devel- 
opment of a special paint applica- 
tor enables the fine spray to be 
applied to only one side of the 
minute “hills’ or bumps on road 
surfaces. Experiments have includ- 
ed both ordinary highway paints 
and special mixes, he said. 

The result is a “directionally” 
painted road surface providing in- 
creased light reflectivity from auto 
headlights in one direction only— 
in the driving lane. 

Results of tests show that the re- 
flectivity of a car’s headlights is 
up to 3% times greater on painted 
surfaces than on unpainted sur- 
faces, Shoemaker added. So far, 
only asphalt surfaces have been 
used in the tests. 

It is logical to presume that the 
number of highway accidents could 
be reduced, the engineers pointed 
out, because “the effective driving 
range” is substantially increased on 
unlighted highways. Statistics show 
a marked increase in traffic acci- 
dents after dark. 

Engineers’ stressed, however, 
that full evaluation of this meth- 
od cannot be made until the new 
highway painting method is in 
more widespread use. The Bu- 
reau of Physical Research of the 
New York Department of Pub- 
lic Works will take over further 
tests this summer. The project 
conducted by CAL was the first 
traffic safety research program 
sponsored by the bureau with an 
outside agency. 

Some of the advantages of the 
new method, Shoemaker said, are: 

Since the right traffic lane is illu- 
minated and the opposing lane ap- 
pears dark, drivers will be encour- 


Study Group Set 
To Coordinate 


Mechanic Quest 


DETROIT.—An industrywide 
study group has been named to 
evolve and recommend a program 
for coordinating efforts to attract, 
train and retain qualified auto me- 
chanics. 

Selection of the group followed a 
Session of auto industry service 
authorities called together to dis- 
cuss such a possibility by E. R. 
Stroh, vice-president of Electric 
Autolite. 

According to Stroh, the meeting 
was called in the belief that certain 
needs in mechanic recruitment, 
training and placement are indus- 
trywide concerns and should be ap- 
proached on that basis. He said sev- 
eral common recommendations for 
action were made during the day- 
long discussion and resulted in the 
naming of the study group for fur- 
ther factfinding in these areas. 

Serving on the group are repre- 
sentatives of the Automobile Manu- 
facturergs Assn., National Automo- 
bile Dealers Assn., Independent Ga- 
Tage Owners of America, National 
Congress of Petroleum Retailers, 
Automotive Service Industry Assn., 
Automotive Industry Vocational- 
Education Conference and Stroh. 

Others attending the Detroit 
meeting included representatives of 
the car manufacturers, Automotive 
Maintenance Assn., United States 
Department of Labor, and Automo- 
tive Electric Assn. 





ineeentieanieta ——— 


Conklin Buys Qut Rima 
SCOTLAND, S. D.—Verne Conk- 
lin, Sioux Falls, has taken over op- 
eration of the Ford dealership here 
formerly owned by Chet Rima. The 
dealership is now known as Conk- 
lin Ford Sales & Service. 











aged to stay on the right side of| 
the road. 

Objects such as pedestrians and 
animals and poorly lighted vehicles | 
in the traffic lane are clearly visible | 
from a much greater distance. 

The project, performed for the} 
Department of Public Works under | 
a $30,000 contract, started in June, | 
1959. Within months a special paint | 
applicator was developed at Cornell | 
Lab. 

The applicator consists of a bat- 
tery of paint spray guns designed 








to be used on an ordinary road 
sweeper. Using principles of wind 
tunnels used for testing aircraft, a 
fine paint mist is sprayed at the 
rate of 70 miles an hour on one 
side of the tiny “hills” of the road 
surface. Highways can be painted 
by equipment travelling 30 miles 
an hour. 

Shoemaker also pointed out the 
possibilities of using the “direc- 
tional” painting method to desig- 
nate route numbers, impending 
curves and intersections. He said 


that in the future different colors | 


might be used, such as yellow to 
indicate caution, red for danger, 
etc. Color might even be used, 
he added, to break up the mo- 
notony of long-distance driving. 
Another application which will be 
investigated is the feasibility of 


Auto-Glise has: 
‘Rips Wide Use 
‘Of Tempered Type 


| DETROIT. — The National Auto| 
|& Flat Glass Dealers Assn. has 
|} condemned auto makers’ use of | 
| “less dependable” tempered glass in 

side windows and has urged a re- 
| vision of motor-vehicle glazing reg- 
| ulations. 

In issuing its “Auto Glass Book 
of Facts,” a 48-page publication on 
the tempered and laminated safety | 
glass, the association said auto 
makers made a “silent switch” to 
| tempered glass without informing 
the public. 


| This charge 








was denied by a| 


| using the new method on airfield | spokesman for the Automobile 
landing strips to make nighttime 
landings safer, he added. 


| : 
Manufacturers Assn., who said| 
there were widespread reports 


of tempered glass with 
| Crease in glass areas on Cars. 


37 


when the industry increased its use 
the in- 


Lower cost is a major factor in 


| the wider use of tempered glass, 
he said, but tests have shown it 
| provides adequate safety because 


it is harder to break and will not 
splinter into sharp, jagged pieces 
when punctured, 

Laminated safety glass is re- 
quired by law only in windshields, 
according to Joseph J. Schmidt, 
NAFGDA president, who said the 
“Book of Facts” will be distributed 
to governmental agencies and of- 
ficials dealing with safety stand- 
ards of materials in autos, non- 
affiliated dealers or distributors in 
the auto-glass field and safety as- 


sociations. 


Joe Brown Ford Opens 


LOUISVILLE.—Joe Brown Ford 
has opened at 4021 Frankfort Ave. 





Air Express has priority...in the air and on the ground 


It doesn’t matter whether your product is large or smal//... travelling 300 miles or 3000. The moment 
you call AIR EXPRESS (and one call is all it takes), the nation’s largest air-ground shipping service 
is on your team. That means your shipment gets top priority on all 35 scheduled U.S. airlines—first 
on, first off. It’s picked up and delivered—door-to-door—by a special fleet of 13,000 AiR EXPRESS 
trucks, many radio-dispatched. And it always gets the 


kid-glove handling it deserves, to 23,000 communities in 
a// 50 states. These are just some of the reasons why, more 


AIR E 


than ever, it pays to think fast, think AIR EXPRESS first. 
& CALL AIR EXPRESS DIVISION OF ReE*A EXPRESS + GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 
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Correspondent George L. Glaser Writes .. . 








Auto Letter from Europe 


RANKFURT. — The Borgward 
empire in Bremen may be con- 
verted into a stock corporation. 

Dr. Borgward is now in the 
process of combining his Borg- 
ward, Lloyd and Goliath factories, 
although a stumbling block on 
taxes involving the various pieces 
of real estate remains to be ironed 
out. 

According to reliable newspaper 
reports, the proceedings are being 
watched with a great deal of inter- 
est by Chrysler Corp. and by Daim- 


ler-Benz. 
+ K * 


Production Record 


h geo West German auto industry 
produced two million cars in 
1960, the first time in history that 
so many have been built. 

Prolonged delivery waiting peri- 
ods have dwindled to nothing, or 
perhaps a couple of months, with 
most makers. 

cd * * 


Why a Front Engine? 


HE discussion below concerns a 
ear factory which does not want 
tc be named. 

This large factory undertook a 
series of tests with a small, low- 
priced car. Some of the prototypes 
had the engine in the rear and some 
in the front. Otherwise, the cars 
were identical. 

Since the enterprise in question 
is not bound by any traditional 
tie to either design, the evaluation 
was Carried out impartially. After 
weighing advantages and disad- 
vantages, the conclusion was to 
study the final pre-production 
models with engine in front only. 

Safety considerations pointed to 
the front engine, since loading the 
front wheels always with the same 
amount of weight was important in 





regard to spring comfort and di-| 


rectional stability, especially in side 
winds. 

Mounting the engine in front also 
permitted a larger and more easily 


accessible luggage compartment in | 


the rear, Weight distribution also 
appeared better. 
The problem was the tunnel in 


| the body and the need for a short 


driveshaft to the rear wheels. 
Front-wheel drive took the tunnel 
away and also the need for a drive- 
shaft. 

What remains is the fact that 
during 1961 this new model may ap- 
pear and replace a car which has 
had previously a rear engine. 

* * * 


Five for Four 


= 1961 go down as the year 
of five main bearings for four- 
cylinder engines? Fiat started it all. 
When the new Simca Rush engine 
was designed, and it is a Fiat de- 
sign, no doubt about that, the goal 
was to find some way to produce an 
engine with more smoothness, dur- 
ability and power at a given dis- 
placement. 

Five main bearings support the 
crankshaft much better than the 
customary three which are now 
being used for production economy 
and low price. The new Simca en- 
gine which I drove last year proved 
to be a great step forward. 

Then in the United States came 
Pontiac’s Tempest four-cylinder en- 
gine with five main bearings. 

Now Renault is said to have a 
new four-cylinder, also with five 
main bearings, in the last stitches. 


| This engine delivers perhaps 55 


horsepower from a displacement of 
about 60 cubic inches. It may be 
offered as a power option later in 


1961 for the Caravelle, If this en-! 





gine proves to be successful, it may 
even power the regular Dauphine 


and make it more competitive. 
* a eo 


Stores Display New Taunus 
HILE no sales will be made, 
Ford has displayed the new 

Taunus models in 22 West German 

department stores. The idea was 

to enable the public to inspect these 

cars without having to fear that a 


salesman would bother them. 
* * * 


NSU Stock Rises Again 


NS stock has gone up again 
since the circulation of favor- 
able reports on prototype cars using 


|the Wankel rotating piston engine. 


But NSU is cautioning prospects 
that it is unlikely that there will 
be any car with the revolutionary 
engine before the ’62 model year. 
However, the Wankel engine plant 
is being built. 

* * * 


Added Comfort for Truckers 


MAN of Munich, Germany, has a 
new truck driver’s seat which 


;is connected to the air-brake sys- 


tem. The springing of the air-sprung 
seat is automatically regulated in 
accordance with the weight of the 
driver on this seat. 

. acs 


Kapitan Has Hydra-Matic 


. Opel Kapitan now is avail- 
able with Hydra-Matic trans- 
mission, the same unit that is used 


/on the Buick Special, Oldsmobile 


F-85 and Britain’s Vauxhall. The 


extra price is about $300. 
* * & 


BMC Operating in Colombia 
LONDON, British Motor Corp. 
has announced the start of as- 


| sembly of BMC vehicles in Colom- 





| bia, South America. As a beginning, 
5,000 units are expected to be sold 
| annually in that country, BMC said. 


New York Troopers Keep 
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Inspection Setup in Gear 


By George E, Toles | 
Staff Correspondent 

BUFFALO.—Continuous checking 
by state troopers has kept a tight 
lid on any attempt by unscrupulous 
garage mechanics to pad repair 
bills under the guise of complying 
with the state’s compulsory auto- 
inspection law. 

About 300,000 cars a year are 
inspected in the 1,700 licensed 
garages under the jurisdiction of 
Troop A, which polices 11 West- 
ern New York counties. 

The garages are authorized by 
state law to charge motorists $1.50 
for making the inspection. The in- 
spection sticker, which the mechan- 
ic affixes to the windshield, costs the 
garage 25 cents. He can charge the 
motorist extra for the sticker, but 
usually does not. 

If the car fails to pass the speci- 
fied tests, the motorist need not 
have it repaired at the inspecting 
garage. 

He can take it to a garage of his 


instructions, the troopers try to 
keep out of arguments like this. 
It’s left up to a civil action in 
court, between the garage and the 
motorist, to determine whether the 
bill must be paid. 

Formal complaints from mo- 
torists in Erie and Niagara Coun- 
ties total four or five a week, and 
Sgt. Wullich says investigation 
shows the garage was right in a 
majority of cases. 

For the entire 11-county area, 
only 60 to 100 garage operators a 
year are called in by the Bureau of 
Motor Vehicles for formal] hearings. 
These include charges of improper 
records and inadequate equipment, 
as well as complaints by motorists 
that they were cheated. 

Sgt. Wullich said the number of 


major offenses is declining, while | 


the number of hearings remains 
level. 


“Each year our checks are a lit- 
tle tighter,” he said. 





Comotores S. A. of Bogota is the 
name of the enterprise. 
* * * 


VW Workers to Get Stock 


ig WOLFSBURG, Germany, Prof. 
Heinz Nordhoff announced that 
each Volkswagen employe will re- 
ceive one VW share free of charge. 
Since each employe can buy as 
many as 10 shares, nine others will 
be set aside and made available 
during 1961 for employes wishing 
to purchase them. 
* * * 


European Makers Jittery 


— place in Europe where 
cars are made, fears are being 
expressed for the future of exports 
to the United States now that dol- 
lars probably will be reserved for 
domestically produced wares of all 
kinds. However, there would be 
nothing to fear, I feel, if the Euro- 
pean makers would urge their re- 
spective governments to give an 
equally fair chance for the import 
of U. S.-made cars and other goods. 
This should include a reduction of 
duties to U. S.-import levels. 


own choice and have it fixed there. 
In that case, the first garage sends 
a rejection notice to the State Bu- 
reau of Motor Vehicles in Albany. 
: The motorist has 10 days from 
the date of the first inspection to|* 
get the car repaired and pass a 
second inspection (for which he 
pays another $1.50). Otherwise, the 
Motor Vehicle Bureau suspends the 
car’s registration and orders the 
owner to turn in the license plates. 
Tech. Sgt. Roy J. Wullich, traf- 
fic supervisor for State Police 
Troop A, said one major source 
of disputes is the failure of the | 
motorist, in leaving a car for in- 
spection, to specify to the garage 
mechanic whether he wants re- | 
| pairs made. 
Benmatt license frames and name | The law eave nothing about re- 
plates are constant reminders | sponsibilities in this event. 
for your sales and service Most drivers have the required 
warkize cantneebon Gone repairs made at the inspecting ga- 
traffic for your dealership. rage. If nothing is said, the me- 
Use Benmatt dealer identification chanic sometimes goes ahead and Executives of BBG&W Advertising, agency for the Baltimore Dodge Retail Selling 
items for increased sales! a fixes the car on the assumption | Assn., are shown with their four new Dodge Lancers. From left are Jack Brahms and 
iy that that is what this motorist} Zalmen Birnbaum of the agency; Milton Weiner, chairman, Dodge advertising com- 
wants. Then, when the owner seeS| mittee, and Jack Gerber and Harold Wolff, also of BBG&W. Said Brahms, “We lived 


BENMATT #2 
d the bill, he protests that he did not | with the commercials for weeks before the Lancers came out... and our stuff began 


ORGANIZATION, INC. <‘ i 
authorize the work. to sound so great to us, we were sold on these cars and ordered ours on announce- 


1259 ASHLAND AVENUE, CHICAGO 22, LLNOIS NM RF | 
Los Angeles 23, California * Philadelphia 45, Pa. * Unless the motorist left specific | ment day." 
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Special! 
THE MANY FACES 


OF 
RICHARD BOONE 


By Richard Gehman 


OF A 
BEST 
SELLER 











TV GUIDE’s first issue of Blowing up the old weekly 
1961 barreled Mr. Boone into magazine circulation record 
7,711,747 homes... 





Which was set the week A vitality that gives And when you think about it, 
before by TV GUIDE. TV GUIDE a massive lead it figures... 
over the next largest weekly. 





Because the editors enjoy an A measure of their serious Which is why advertising 
engaging contact with readers interest is the $50 million* bookings are now racing 
who like to read about TV they spend for TV GUIDE (by 30%) past the figure for 
as well as watch it. yearly. Advertisers are also this time last year. 


investing heavily. 


*More than is spent for any other magazine regardless of cover price or frequency of issue. 
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MIRROR—Improved rear-view vision for 
owners and operators of pickup trucks is 
said to be designed into a mirror an- 
nounced by Velvac, Inc., 3534 W. Pierce 
St., Milwaukee 15, Wis. The mirror, Velvac 
Model 75R-1 ‘‘West Coast Jr.,"’ is made to 
fit all makes and models of pickup, panel 
or carryall trucks, it is said. A special 
adaptation is also available for Volks- 
wagen Model 75-R-IVW. The unit has a 
6 by 10-inch reflecting head. Made of 
selected glass for clear vision, with styro- 
foam insulation to prevent fog and frost, 
it is light in weight, vibration-free and 
shock-tested, it is said. As on all Velvac 
mirrors, the West Coast Jr. mirror head 
is mounted on swing-in loop which re- 
tracts when moving in close quarters, it 
is claimed. 





REFRIGERATION UNIT — Arctic Traveler 
Division, American Mfg. Co., Montgomery 
2, Ala., has announced its Truckmaster and 
Super Trailemaster mechanical refrigera- 
tion units. The units operate electrically at 
all times and are automatically controlled 
to minimize driver responsibility for main- 
taining temperatures. The unit can be set 
to operate at temperatures from —20 de- 
grees up. Features include ‘‘Frostomatic”’ 
defrost, automatic winter heat, 220-volt 
plug-in for dockside and slideout gener- 
ating plant. 





TIRE CHANGER —A bead breaker and 
tire changer, said to make it possible for 
one man to change a truck tire in three 
minutes, has been announced by Tomorrow 
Products, Inc., 2430 E. 40th Ave., Denver, 
Colo. Named the Saf-Way, the equipment 
is specially engineered to meet the need 
of truck tire service stores and fleet main- 
tenance shops for tire changing equipment. 
The bead breaker makes use of two pneu- 
matically actuated pressure shoes that free 
both beads at once while the tire is in 
an upright position, it is said. The breaker 


can be adjusted to accommodate all sizes | 


of truck and commercial tires. The changer 
automatically centers and holds the wheel 
and rim in position on a horizontal, cir- 





TRUCK NEW PRODUCTS 


and trailers including brake shoes, 
return springs, spider assemblies, | 
spider bushings, anchor and radius} 
rod pins, adapters and stud nuts 
are featured in Transit Parts’ 1961) 
catalog, according to the manufac- 
turer, Transit Parts Co., Willough- 
by, O. 





TURN SIGNAL—The Dietz No. 275 Turn 
Signal has been introduced by R. E. Dietz 
Co., 225 Wilkinson St., Syracuse 1, N. Y. 
Optically designed to meet 1960 SAE 
photometric requirements, the acrylic lens 
delivers maximum working optics from the 
center of the lens to the edges, it is said. 
Available in chrome or aluminum finishes, 
the two single-face models and two dou- 
ble-face models are identical except that 
the single face units are fitted with opaque 
plastic rear lenses. This interchongeable 
design permits smaller, simpler inventories 
for manufacturers, jobbers and fleet repair 
shops, it is said. | 





SERVICE STANDS—High service stands 
with rated capacities of 10,000 pounds per 
stand have been introduced by the Weaver 
Mfg. Div., Dura Corp., 2100 S. Ninth St., 
Springfield, Ill. The 150-pound stands 
have been built for heavy truck and bus 
servicing, and can be used either singly 
or in conjunction with the Weaver twin- 
post lifts. The stands adjust from 62% 
inches to 70 inches high, while U-shaped 
saddles atop the adjusting screws prevent 


vehicle-slippage. 
* * 


ALUMINUM BODY—This Olsonette alu- 
minum body can carry nearly one-ton of | 





cular platform. To remove or mount a tire, | 


the tip of a motor-driven arm, rotating 
from a center axle, is placed between the 
rim and bead. The arm revolves slowly, 
sliding the bead on or off the rim as it 


goes around. Both upper and lower beads | 


are removed in the same manner with 


equal ease, it is said. 
* * * 


Brake Replacement Parts 


Fifth-wheel parts and a line of | 
brake replacement parts for trucks | Corp., Garden City, N. Y. 


payload on the '-ton, 96-inch-wheelbase | 
forward control chassis without exceeding 
the rated capacities of maximum tires, 
axles and springs, it is said. Loadspace is 
66% inches high, 74 inches wide and 8414, 
inches long on the 96-inch-wheelbase | 
chassis. An eight-foot loadspace is avail- 
able on the 102-inch wheelbase '2-ton 
chassis. These Olsonette bodies are being 
built on the Ford P-100 forward control 
Ya-ton chassis, but are expected to be 
available soon on other makes of '2-ton 
forward control chassis. J. B. E. Olson 








CLEARANCE MARKER—The Dietz No. 96 
aluminum armored clearance marker light 
incorporates 2 two-candlepower bulbs. 
Rated at 1,500 hours, these bulbs deliver 
three times the service life of ordinary 
bulbs now in use, it is said. Heavy-duty 
aluminum body is Velvaglaze finished and 
cast with a center bar for added lens pro- 
tection. The center bar separates a single 
acrylic lens into separate lens chambers for 
each bulb, resulting in maximum light in- 
tensity for an armored clearance marker 
lamp, it is said. R. E. Dietz Co., 225 Wil- 


kinson St., Syracuse 1, N. Y. 
ae 





AIRLESS SPRAY PUMP—A low-cost air- 
less pump, particularly suitable for spray 
finishing in truck and fleet operations, has 
been announced by DeVilbiss Co., Toledo 
1, O. This portable unit with five-gallon 
capacity weighs 17 pounds and will han- 
dle all standard paints, using the standard 
airless gun fitted with a medium produc- 
tion cap, it is said. The unit includes lid, 
five-gallon container and handle. It has a 
26-to-1 ratio and will handle most ma- 
terials with the air pressure supplied by a 
one-horsepower compressor. The double- 
action pump is operated by an air motor 
and employs a chromium piston in a stain- 
less steel tube. 





SNOW PLOW — Weld Built Body Co., 
5903 Preston Court, Brooklyn, N. Y., has 
designed a combination front push plate 
and snow plow. A front push plate con- 
structed of 5/16-inch steel, 14 inches wide 
and 40 inches long is installed and is re- 
inforced to the chassis with 14-inch brack- 
ets. The snow plow is anchored to the bot- 
tom underside of plate with two one-inch 
pins. The plow is electric hydraulic with 
dashboard control. Blade is constructed of 
10-gauge steel, reinforced with 2 by 2 by 
Y%-inch angle. Plows can be supplied for 
all vehicles and come in six, seven and 
eight-foot lengths. a 


Diesel Additive Developed 


| By Behnke Lubricants 


Development of a diesel concen- 
trate (ashless dispersant), specific- 
ally formulated for diesel engines 
and diesel fuel, has been announced 


by Behnke Lubricants, Inc., Box 
3006, Milwaukee 19, Wis. 
The dispersant, Jax DC No. 5, 


when added regularly to the diesel 
fuel, is said to eliminate reverse 
flushing of injectors, more than 
doubling injector life and prevent 
the formation of gum or lacquer 








on injector plungers, as well as 
preventing the plugging of injector 
cups and metering holes. 


* * * 


ALUMINUM FRAMES—A series of high- 
strength, aluminum frames for dumping 
trailers, tankers and flatbed trailers has 
been introduced by Ravens-Metal Products, 
Inc., 1300 Market St., Parkersburg, W. Va. 
Designated the series BX Frame, this unit 
is adaptable for carrying any legal high- 
way capacity, and also can be modified for 
use with extremely heavy off-highway trail- 
ers, it is said. The aluminum frames are 
said to be 50 percent lighter in weight 
than equivalent steel frames, representing 
an addditional payload. With this frame, a 
typical tandem-axle, 24-foot dumping trail- 
er weighs 4,900 pounds, equipped. Con- 
struction is such that the I-beam member 
may be as deep as anticipated cross load 
requires, and any length from 20 to 35 
feet. 





TRANSMISSION—Dana Corp., 4100 Ben- 
nett Rd., Toledo 1, O., has developed a 
five-speed Spicer truck transmission in the 
8000 series which is said to be the largest 
capacity unit with direct drive in fifth gear 
on the market. It was designed primarily 
to complement big diesel engines. With 
this transmission, top vehicle speed is ob- 
tained in direct drive. Its ratios are spaced 
so they are functionally split or compound- 
ed with those of two and three-speed axles 
and three and four-speed auxiliary trans- 
missions. Both 14 and 15'-inch, two plate 
Spicer clutches are matched for top effici- 
ency with the unit, it is said. 

ae a. 





PRESSURE TANK-TRAILER—A steel dual 
pressure tank-trailer, with 62,000-pound 
shell full payload designed especially to 
transport and discharge a wide range of 
powdered and granular materials, has 
been announced by Fruehauf Trailer Co., 
Detroit 32, Mich. This single compartment 
steel tank has four bottom hoppers. Un- 
loading of the tank can be accomplished 
with either a tractor-mounted blower with 
power take-off or with a gasoline mounted 
engine on the trailer to power the blower. 
The pressure tank is built in lengths from 
32 to 35 feet, unless requirements call for 
special design. 




















POWER TAKE-OFF—Waterous Co., 82 E, 
Fillmore Ave., St. Paul 7, Minn., has de- 
veloped a power take-off capable of trans. 
mitting full engine power to operate ac- 
cessory equipment. The model TML is said 
to be designed for use where short wheel- 
base chassis pose problems with drive-line 
angle and ground clearance. With a short- 
er gear case than most full-torque PTOs, 
this unit provides sufficient ground clear- 
ance for trucks that must travel off the 
highways and over rough terrain. A 
three-point mounting system permits the 
PTO to move with the frame when the 
going gets rough. Frame deflection cannot 
cause stress in the PTO, it is said. Ratios 
of 71, 88, 104 and 129 percent of input 
are available with right hand output shafts 
forward, rear or both. Output shafts have 
counter-enginewise rotation. 

econ es 





TRANSIT MIXER—A front-end discharge 
transit sement mixer has been introduced 
by Willard Concrete Machinery Co., Lyn- 
wood, Calif. The advantage of the front- 
end discharge method enables the driver 
to bring his truck directly to the job site 
and unload it with a clear view of the un- 
loading operation and then back out 
empty, it is said. The transit mixer, shown 
above, has a five-cubic-yard capacity. Soon 
available will be other Willard front-dis- 
charge mixers with three axle trucks, all- 
wheel drives and a large selection of pop- 
ular truck engines. 





FIFTH-WHEEL SEMI—Wells Cargo, Inc., 
1503 W. McNaughton, Elkhart, Ind., has 
introduced a compact-size, fifth-wheel 
semi, practical for pickup and delivery of 
bulky equipment, materials or merchan- 
dise. It is designed for easy maneuvering 
in congested areas and for short hauls. 
With an ordinary %4-ton pickup, the fifth- 
wheel unit can be jack-knifed 90 degrees, 
cuts down on overall vehicle length by as 
much as 10 feet, and places 30 percent of 
the payload on the fifth wheel. The unit 
is available in 20-foot to 30-foot lengths 


and has a four-ton capacity. 
oi * * 





DUAL MUFFLERS—A dual muffler kit for 
the White 3000 series engines with 386- 
451 cubic inches displacement has been 
added to the “Engine Mated Sound Sen- 
try" line of mufflers manufactured by Alex- 
ander-Tagg Industries, Inc., Hatboro, Pa. 
According to the manufacturer's test, the 
unit provides 35 percent less back pres- 
sure, 25 percent reduction in noise level, 
reduced exhaust temperature, longer muf- 
fler and manifold exhaust pipe life and 
better performance, resulting in lower cost 
per ton mile for the operator. The ATI 
W-451 dual muffler kit includes all parts 
to effect the conversion. These consist of 
vertical straps, hangers, tailpipes and nec- 
essary clamps. 
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TURNINGS ... 


Future of Fuel Cell 


A Bone of Contention 


By Joseph M. Callahan 


Engineering Editor 
OME of the best “brains” in the auto industry are at odds 
with each other as to the future of the fuel cell as a 
source of power for automobile engines. 


All the major auto com-f¢ 


panies now have programs for 
developing and evaluating fuel cell 
engines. However, it is not too sur- 
prising that many 
top engineers are 
dubious about the 
potential of this 
radical] power 
plant, either out 
of concern for ex- 
isting reciprocat- 
ing engine tooling 
or because of a 
prejudice for 
some other futur- 

= istic power plant. 
J. M. Callahan But, there are 
a surprising number of important 
engineering executives who empha- 
tically say the fuel cell must be 
considered as a possible future 
power plant, principally because it 
still looks feasible and because 
its efficiency is much higher than 
current reciprocating gas engines, 
which have an efficiency of only 
25-30 percent. “Efficiency” is the 
amount of energy actually extract- 
ed from a fuel. 

Fuel cells are sandwich-shaped 
devices that convert chemical en- 
ergy directly into electricity by 
becoming an oxidizing agent (air, 
oxygen or chlorine) and a reduc- 
ing agent (hydrogen, carbon 
monoxide, natural gas, alcohol or 
zinc). 

When these two elements react 
to each other, they release elec- 
trons, resulting in a flow of elec- 
tricity, The electricity is channeled 
to one or more electric motors 
which drive the wheels. 

While admitting that the effici- 
ency of a fuel cell engine is attrac- 
tive, the fuel cell opponents say it 
presently is worth only limited at- 
tention for these reasons: 

1.It produces relatively low 
horsepower in an engine of a real- 
istic size for a car. 

2. The most suitable reducing 
agent—hydrogen—is too dangerous. 

Said one executive, “What we 
need is high horsepower and small 
size for a car. On the other hand, 
a tractor (which has been powered 
by a 1,008-fuel cell engine in an 
Allis-Chalmers experiment) does 
not need high horsepower and the 
extra weight can be an advantage. 

“Sure, a tractor has to develop 
a lot of torque for pulling heavy 
loads such as multiple plows, but 
you can produce this torque 
through gearing, just as long as you 


don’t have to move too fast.” 
* eo on 


I’ RESPONSE, the fuel cell pro- 
ponents say this is far too pessi- 
mistic a picture because a fuel cell 
engine need not be built large 
enough to produce the peak torque 
(generally used only for accelerat- 
ing and starting), since a fuel cell 
engine is essentially an electrical 
device and it can be temporarily 
overloaded without a problem de- 
veloping. 

While numerous reducing 
agents can be used in a fuel cell 
engine, the automotive engineers 
have concluded that hydrogen is 
easily the most efficient agent for 
an automobile plant. 

However, one opponent said, 
“Automotive fuel cells will function 
best with hydrogen but this is far 
too dangerous for use by large 
numbers of people. Some people 
will say ‘Oh, we'll learn to handle 
it’ but I doubt this because it’s 
really dangerous, The tiniest leak 
and you’re in trouble. Liquid hydro- 
carbon gas would be much safer.” 
_ The feeling here was that when 


Sachs Sales Hit 1,068 


DOWNEY, Calif—Sachs & Son 
(Lincoln -M ercury-Comet), sold 
1,068 new cars in 1960, which makes 
it the largest-volume L-M outlet in 
Southern California, according to 
Ray Fladeboe, sales manager. The 
firm has been operated by Helen 
Sachs since the death of her hus- 
band several years ago. 














liquid hydrogen leaks out, it vapor- 
izes but still sort of clings together 
in an invisible cloud that will re- 
main highly volatile for some time. 
In contrast, leaking gasoline also 
vaporizes but has much more of a 
tendency to dissipate into the at- 
mosphere. 

An engineer on the other side re- 
torts. “Well, people learned to use 
gasoline safely; I think they might 
do the same with hydrogen.” 

Another objection to the fuel cell 
engine is that while the actual fuel 
cells might be reduced to a realistic 
weight and size, the auxiliary 
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equipment required — electric mo- 
tors, fuel tank and oxygen produc- 
ing or storing equipment—would be 
so large that it would be way out 
of line for an automobile, especi- 
ally for cars of the future that will 
feature smaller and lighter power 


plants. 
oe * ¥* 


Blow-Molded Plastics 


ILL GOBEILLE, American Mo- 

tor’s manager of plastic opera- 
tion who talked at length about 
the future of plastic in cars in last 
week’s AUTOMOTIVE News, had some 
other things to say about AMC’s 
experience with the material. 

He said that one of the most in- 
teresting plastic applications is the 
defroster duct system, for piping 
hot air from the heater to the de- 
froster nozzles, 

This piece, first used on the 
1960 Rambler, is said to be the 
largest blow-molded industrial 
item made in thig country. 

He said that blow molding, a rel- 
atively small field now, is easily the 
fastest growing field and that it is 
an invaluable process when one 
needs a hollow plastic part, especi- 
ally if the part is such that you 
can’t get a core out. 

Ordinarily, such a component 





Defroster Duct— 


A plastic defroster duct, used in Rambler. 
It is said to be the largest blow-molded 
industrial item made in this country. 
t gg *& 


would be made in several parts and 
then fastened together, involving 
extra cost and a less desirable part. | 

Blow molding consists of forming 
a quantity of viscous plastic into 
a soft tube and placing it in a 
closed mold. Then, air is injected 
into the tube from one end, balloon- 
ing the material into the sides of 
the mold and forming the part. 

However, the basic plastic proc- 
ess is still injection molding where- 
by fluid plastic is forced into a die 
—an operation very similar to die 
casting with metals. 

* * . 


Ae part in which plastic 
has been substituted for steel 
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is the back seat coat hooks on all 
1961 Ramblers. This plastic hook is 
of a superior design, with niches 
for two hangers. 

Gobeille said this and numerous 
other plastic parts could be vac- 
uum metallized, imparting a shiny, 
metallic look to the surface. 

“The chrome look inside a car 
is pretty well entrenched,” he 
added, “and we sometimes take 
this route.” 

He asserted that American Mo- 
tors is doing an increasing amount 
of vacuum metallizing and that its 
actual cost is less than the cost of 
a coat of paint, in some cases. 

“The thing that’s causing the 
greatest growth of plastics,” Go- 

beille continued, “is its ‘processabil- 
ity’ that permits us to process it in 
a variety of ways at lower costs. 
Generally speaking, if the part has 
an intricate design, it can be made 
cheaper in plastic. If the part has 
a simple design, it probably can be 
made cheaper in metal.” 

Commenting on the future scope 
of plastics use, he said that ex- 
cept for the drive line components 
and the body, almost everything is 
“fair game” for plastics. 


For light on dealer thinking, read Dealer 
Forum each week on Page 3. 





Delco Moraine’s vital parts for automotive progress 
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Delco Moraine makes POWER BRAKES 


Today’s drivers are in full command of their high-performance cars, thanks to the instant response 


of Delco Moraine power brakes. The average driver enjoys their effortless operation fifty 


thousand times a year—and saves over half the physical effort each time he touches the pedal. 


. ° 2 ot or . ‘ ‘- > le 
Delco Moraine power brakes are carefully engineered to provide the smooth, efficient pe rformance demanded 


by today’s driving conditions. And they are but one example—long-lived Delco Moraine parts were installed 


as original equipment on more than 41,000,000 of all the cars and trucks on the road today. 


DELCO MORAINE 


DEPENDABLY MADE « Division of General Motors, Dayton, Ohio 
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Silver Lining for Renault? .. . 
Dealer Comes First 
In Distributor’s Life 


By Ed Brown 

Staff Correspondent 
NEW YORK.—“You can’t march 
into a dealership and ask the dealer 
how many cars he’s going to take 
this month, and expect that your 
job is finished,” says Ed Christie, 


general sales manager of Magna-| 


Dolphin Motors, Renault distribu- 
tor here for New York, Pennsyl- 
vania, New Jersey, Delaware, Mary- 
land and Washington, D. C. 

“You can’t use such an ap- 
proach with a dealer,” Christie 
says. “What we as distributors 
try to do is show the dealer what 
he needs to do in order to operate 
soundly. 


“That’s the reason we don’t have 


contact men who hasn’t had a good 
deal of retail selling experience.” 

Magna-Dolphin has eight district 
managers and eight service man- 





“We promote all phases of our business with ads under eight Yellow Pages 
headings!” says W. A. Stutzel, owner, Nash Illinois Co., Rockford, 
Yellow Pages advertising has kept us growing ever since we went into business 
One way the Yellow Pages works for us is by introducing us to 
the area. Another is that it reminds people who don’t remember 
when they’re ready to buy.” 


26 years ago. ( 
newcomers in 
our name to buy from us 


es 





| starts from Toronto Feb. 10, pro- 


| severe winter driving conditions. 
a single man on our staff of dealer | 
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agers on the road at all times, with 
more to be added as soon as Ssuit- 
able men can be found. 

“Our men can even go into a 
| dealership, take a look at the deal- 
er’s financial statement and tell 
him. where his trouble is,” Christie 





3 Monzas Entered 


| In Canadian Rally 


DETROIT —Entry of three 
Corvair Monzas in the Canadian 
| Winter Rally has been announced 
by Chevrolet. The rally, which 


vides a 1,300-mile test of driving 
skill and car endurance under 


It is conducted under strictly 
controlled speed conditions, and 
violation of traffic laws means 
disqualification. 














—} Display this emblem. It builds your business! 


says. “There aren’t many dealers 
themselves who are able to analyze 
a statement accurately, and for our 
men to be helpful, they have to 
be able to offer this kind of aid.” 

The Magna-Dolphin area calls 
for about 24 percent absorption of 
all Renault imports, which indi- 
cates its critical aspect in the total 
Renault picture. 

“We don’t go in with the idea 
of selling cars only, we think it 
is far more important that we 
help our dealers,” he said, “They 
will buy cars from us if they are 
selling them, and since we are 
their only source of supply for 
the cars, it behooves us to help 
them make their sales in every 
Way We can.” 

According to Victor Elmaleh, 
president of Magna-Dolphin, “A| 
quality business is built the same| 
way all over the world, And that’s 
what we are striving to build here 
all the time. 

“Our men are hard working. 
They have been in the automobile 
business a long time. They can read 
an automobile dealer’s statement 
and can discuss his business with 
him intelligently, They can tell him 


| 





where he has made mistakes and 


ill. “‘Our 


Display ad (shown reduced) runs under 
AUTOMOBILE DEALERS —NEW CARS. Call 
the Yellow Pages man at your Bell Tele- 
phone Business Office to plan your program. 
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“Look, Darling, — Daddy sold 
another new car today.” 





give him helpful advice on how to 
correct these mistakes.” 

Magna-Dolphin went into busi- 
ness two years ago with 40 dealers 
and now has 130. 

Christie said that the distributor- 
ship has a number of good pros- 
pects right now, and that contrary 
to general thinking, dealers are still 
interested in adding a good import 
franchise. 

“We find that the greatest ma- 
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jority of domestic dealers who want 
our line, are interested in establish. 
ing it in separate facilities. We, of 
course, agree that this kind’ of 
separation and concentration works 
out best for everyone concerned,” 

The first thing taken into consid. 
eration by Magna-Dolphin when 
looking at a prospect is the man 
himself. Second is his opportunity 
to make money. 

“If the prospective dealer has 
too much overhead, we would not 
advise him to take our line,” 
Christie said. “As a matter of 
fact, if a second facility would in- 
crease his overhead dangerously, 
we would advise him to consoli- 
date, but it must be emphasized 
that each case must be consid- 
ered separately.” 

In addition to the above qualifi- 
cations, Magna-Dolphin looks at 
the proposed facilities, at the pros- 
pect’s financial status and at his 
sales organization and its past ac- 
complishments. 

“In spite of all the things you 
hear these days,” Christie said, 
“many of our dealers are extremely 
happy to be handling Renault. They 
are making money with it and 
wouldn’t give it up for anything 

else. 

“You know how it is. When one 
section of this business goes down, 
everyone automatically assumes 
that everything and everyone is 
suffering in the same degree. It’s 
just not so.” 

The field organization of Magna- 
Dolphin is being expanded so that 
each district manager will be able 
to spend more time with each 
dealer working on the actual op- 


:|} eration of the dealership. 


“You just can’t sell the dealer 
more cars than he can _ buy,” 
Christie says. “So before his sales 
slip way off, you try to help him 
with his entire retail operation, if 
you think he’s in trouble. Whatever 
we can accomplish to help the 
dealer do more retailing, means 
more sales for ug eventually.” 

In today’s market Christie be- 





lieves it is necessary to have new 
ideas every day. 

“Today’s working conditions 
are tough, but when you have 
been through the tough part, you 
don’t get frightened any more. 
And we have all been through 
that now.” 

In Christie’s estimation it is only 
the confused person who does harm 

in today’s market. 

“I tell everyone that advertising 
is wonderful,” Christie said, “but it 
won’t do the whole job. It takes a 
lot of hard work to turn this into 
money.” 


Kennedy Urged 
To Let Penny Tax 
On Gas Expire 


WASHINGTON. — The American 
Automobile Assn. has urged Presi- 
dent Kennedy to allow the one-cent 
federal “temporary” gasoline tax to 
expire as scheduled next June 30. 


The budget prepared by the 
Eisenhower Administration called 
for extension of the tax and rais- 
ing it an additional half a cent. 

In a message to Mr. Kennedy, 
Charles L. Wilson, of Detroit, AAA 
president, recommended that in lieu 
of continuing the “temporary” 
penny gasoline tax, a portion of the 
revenues from excise taxes on cars, 
parts and accessories be transferred 
from the general fund to the high- 
way fund in order to continue fed- 
eral-aid appropriations. 

This, he said, should be an inter- 
im measure, pending adoption by 
Congress of a new long-range fi- 
nancing plan for the National Sys- 
tem of Interstate and Defense 
Highways and other Federal-aid 
roads, based on tax equity among 
the various classes of users as well 
as the nonuser beneficiaries. 

In making the recommendations, 
Wilson recalled that in a statement 
to the AAA’s last convention, Mr. 
Kennedy said: “Highway users and 
other highway beneficiaries should 
bear an equitable distribution of 
the cost of completing the highway 
program.” 





Fire Winache see Deal 


HELENA, Mont.—Fire destroyed 
Motor Mart, a Helena dealership 
operated by Vern Cougill and Jim 
Sheran, They are continuing busi- 
ness in the same location with a 
summer cottage as an office, they 
said. 
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59 (98) 4-dr, Holiday, $1,875* (ps). 
P e f U e 58 (S88) 2-dr. Holiday, §$825* (ps) 
- | ’57 (88) 2-dr, Holiday, $410* (ps) 
| Av of Used Cars Sold at Auctio Bee) nde g210" 
: erage rice e€ ar a uc 1 n PLYMOUTH—’59 Belvedere (8) conv., $1,- 
, (Compiled by Automotive News from Auction Reports.) ao ee ee 
"58 Belvedere (8) 2-dr. hardtop, $600* 
i (ps); Savoy (8) 2-dr., $505*. 
1 | °55 Plaza (8) 4-dr., $175. 
n 2 PONTIAC—’60 Star Chief 4-dr. Vista, $2,- 
n | 405* (ps), $2,300* (ps); Ventura 4-dr., 
0 $2,285* (ps). 
y 1 1 2 1 ’59 Catalina conv., $1,585* (ps); 2-dr., 
1 1 1 $1,360*, SS870*. 
; 4 5 1 1 1 1 1 ‘DS Chieftain efonv., $1,075* (ps); Star 
0 0 1 0 1 Chief 4-dr, Catalina, $950* (ps). 
3 6 0 ‘57 Star Chief 4-dr, Catalina, $650*; 
9 4 
4 4 1 1 9 9 8 6 0 cony., $535*; Chieftain 2-dr., $600*; 
0 0 | 4-dr., $530* 
9 0 2 
1 6 9 6 0 | "55 Chieftain 4-dr., $165*, 
3 8 4 : 3 | RAMBLER—'59 Ambulance 4-dr., $1,075* 
(ps). 
6 MISCELLANEOUS—'5S Ford (6) %-ton 
| pickup, $610, 
’57 Chevrolet pickup, S705. 
CHICAGO 
? Arena Auto Auction. Sale every Tuesday, 
t Prices are for sale of Jan, 24. Zero to ten 
: | below outside but market was still very 
; | strong on all cars, Sold 271 cars from 419 
consignments. 
yi BUICK—’59 Invicta 4-dr., $1,580* (ps); 
Electra 4-dr., $1,565* (ps); LeSabre 
| 4-dr. hardtop, $1,485* (ps). 
; ‘59 760 ‘59 60 «= *59 60-59-6059 60°58 60) 59 760) 5960) 59°60 "59 60 «= 59°60 °59 60°60 "61 Oey oe Oe ee ee 
Jan. Feb. March April May June duly Aug. Sept. Oct. Nov. Dec. Jan. pe rr wee fe, in ll 
57 Century 4-dr., S$760*; 4-dr. iviera, 
7) * . i sd ‘ * 
; Prices of ’61s added and ’53s dropped in November, 1960. Prices of ’60s and ’52s dropped in December, 1959. ( ans 2 eee “coy, ae ak 
Figures alongside bars represent dollars. 1961, by Automotive News Riviera, $630* (ps). 
Pp 
} ’56 RM 4-dr. Riviera, $660* (ps); Cen- 
, tury 4-dr. Riviera, $445*; Special 4-dr, 
; Prices marked with an asterisk | EDSEL—’58 Bermuda 4-dr., $875* (ps); ’55 Bel Air (8) 4-dr., $315*; Two-ten | tom 300 (6) 4-dr., $805* (ps). Riviera, $405*; 2-dr. Riviera, $375*, 
P sae . : : Corsair 2-dr. hardtop, $650. (6) 2-dr., $185; Two-ten (8) 4-dr.,| °57 Custom 300 (8) 4-dr., $545*, $400; $300* (ps), $285* (ps); conv., $355* 
indicate a unit equipped with an | rorp—'60 Thunderbird (8) 2-dr. hardtop, $715*; 2-dr., $120°. Custom (8) 2-dr., $370, $345; Fairlane (ps). : . one 
automatic transmission or over- $2,525* (ps); Country Sedan (8) 4-dr., CHRYSLER—’57 NY 2-dr., $750* (ps). | 500 (8) 4-dr., $500*, $470; 4-dr. Vic- ’55 Century 2-dr. Riviera, $310* (ps); 
: drive, and (ps) indicates power ar” ‘es oe else: Paleong (8s DeSOTO—'57 Fireflite 4-dr., $480* (ps). toria, $500* (ps); Fairlane (8) 4-dr., Special conv., $300* (ps); 4-dr., $300*. 
steering. aa. ey '55 Firedome 4-dr., $150* (ps). | «ae eeiee ake aoe odo yn hthO*. | CADILLAC—'60 (62) _2-dr. hardtop, $3,- 
* * «& '59 Galaxie (8) Skyliner, $1,615* (ps); oe ater ae Royal (8) Sierra 4- ” 483, ade $185° ES. 675* (ps); 4-dr., $3,550* (ps), $3,500* 
conv., $1,230* ; Cou Sedan (8) dr., $1,310° (ps). "55 rbi . , ' ieee” ae 
ALBANY sony: $i°200": Pettlone 50D (8) 4cdr.,| EDSKL—'s8 Ranger (8) 2-dr., $370, iia cae me ae conv., $1,350° (Ps). | +59 de Ville 4-dr. hardtop, $3,110* (ps); 
“* ’ , , . , 7 . — te ¢ - as ¢ y * . = 
} Tim Anspach Dealer’s Auto Auction. $1,155*; Fairlane (8) 2-dr., $960*. FORD—’61 Falcon (6) 2-dr., $1,650. 1,415* = SEALE Saye eee rans aps hardtop, $2,775 (ps); (62) 4-dr., 
) Sale every Monday, Prices are for sale of ’58 Country Sedan (8) 4-dr., $775; Cus- 60 Thunderbird (8) conv., $2,680* (ps); ee i 1 on1825* (ps), $2,705" (ps). 
} on, 23. Only .a shirttall full of cars made tom 300 (8) 4-dr., §625*; Fairlane Galaxie (8) conv., $1,790; Fairlane | MERCURY — ’59 Commuter 4-dr., $1,300* 58 (62) 2-dr. hardtop, $1,600* (ps). 
it to the auction as numbing cold weather (6) 2-dr., $605 500 (8) 4-dr., $1,425*; Fairlane 500 ‘PS? OT (08) 2-dr. hardtop, ShSee Seer 
5 y ’ soins ’ i * (6) 2-dr., $1,300; Fairlane (8) 4-dr. ’58 Park Lane 2-dr. hardtop, $1,000* 4-dr., $1,275* (ps), $1,200* (ps). 
continued. We had a large number of eager 57 Fairlane 500 (8) Skyliner, $700 ’ ’ , ’ ; : , o ne o 
iar buyers. Sold 69 cats from 77 consign- (ps): 2-dr., $675*, §500%; conv., $1,340* (ps); Falcon (6) 2-dr., $1,305, (ps); Monterey 4-dr., SS00*, 56 (62) 4-dr., $875* (ps); 2-dr. hardtop, 
ments. $650": 4-dr. $600"; 4-dr.. Victoria, $1,200. ’57 Ambulance, $750*; Monterey 2-dr., $S70* (ps). j 
BUICK—’57 Century 4-dr., $690*%; RM $505*: Country Sedan (8) 4-dr., $640* ’59 Galaxie (8) 4-dr., $1,430* (ps); $600*, $380* (ps), "55 (62) Coupe de Ville, £900* (ps); 
2-dr. Riviera, $605*. F (ps), $500; Fairlane (8) 4-dr., $590*; Galaxie (6) 4-dr., $1,080* (ps); Coun- | OLDSMOBILE—'60 (98) 2-dr. Scenic, §2,-| ,_ 4-dr., $770* (ps), $435*. 
, CHEVROLET—’59 Bel Air (8) 4-dr., $1,- Custom (8) 2-dr., $365*, $335. try Sedan (8) 4-dr., $1,055; Custom 450* (ps); (88) Super 4-dr., $2,450* 54 (62) 4-dr., $505*. 
220*; Bel Air (6) 4-dr., $1,125*; Bis- ’56 Fairlane (8) 2-dr. Victoria, $600*; 300 (8) 2-dr., $965; 4-dr., $955; Cus- (ps). (Continued on Page i4, Col. 1) 


cayne (6) 2-dr., $1,050. 


58 Two-ten (8) 4-dr., $940*; Delray 
(8) 4-dr. (police), $610*. 

’57 Two-ten (6) 2-dr., $1,075, $790; Bel 
Air (8) 2-dr., $870*; sport sedan, 
$850* (ps); 4-dr., $820*. 

"56 Bel Air (8) 2-dr., $430*; Two-ten 


(6) station wagon, $425; Two-ten (6) 
2-dr., $350*; 4-dr., $250. 


55 Bel Air (8) 4-dr., $470*; Two-ten 
(6) 2-dr., $335. 

‘54 Bel Air 4-dr., $280* (ps), $170*, 
$120*; Two-ten Delray, $250*. 


53 Bel Air 4-dr., $170. 
DeSOTO—’59 Fireflight 2-dr., $1,450* (ps). 


DODGE—’57 Coronet (8) 4-dr. hardtop, 
$585*; Coronet (6) 2-dr, hardtop, 
$350* (ps). 

56 Coronet (6) 2-dr., $280*. 

FORD—’60 Falcon (6) 2-dr., $1,310. 

‘59 Country Sedan (8) 4-dr., $1,300* 


(ps), $1,200; Fairlane 500 (8) 2-dr., 
$1,230*; Galaxie (8) 2-dr, Victoria, 
$1,190* 


‘58 Thunderbird (8) 2-dr, hardtop, $1,- 
650*; Custom 300 (8) 4-dr., $770*, 
$610. 

’57 Fairlane 500 (8) 4-dr., $785*; Coun- 
try Sedan (8) 4-dr., $740, $520*; Cus- 
tom 300 (6) 2-dr., $570; Ranch Wagon 
(ps) 2-dr., $460. 


‘56 Fairlane (8) conv., $430*; 2-dr., 
$380*; Custom (8) 2-dr, Victoria, 
$375*; 2-dr., $330. 


5655 Custom (8) 2-dr., $265; 4-dr., $250*. 
54 Custom (8) 4-dr., $235; 2-dr., $230; 
Crest (6) 2-dr. Victoria, $150. 
LINCOLN—’55 Custom 2-dr., $310* (ps). 
MERCURY—’57 Monterey 4-dr., $610*. 


OLDSMOBILE — ’57 (88) 2-dr. Holiday, 
$690* (ps). 
56 (88) 2-dr., $310*. 
"54 (88) 4-dr., $235, $200* (ps). 
PLYMOUTH— 57 Belvedere (8) 4-dr. hard- 
top, $685*. 


56 Belvedere (8) 2-dr., $290*; Savoy (8) 
4-dr., $260*, $250*. 
PONTIAC — ’58 Chieftain conv., 
(ps). 

56 Star Chief 4-dr., 
RAMBLER—’58 Custom 

try, $1,150*, 

‘57 Super (8) Cross Country, $400. 
STUDEBAKER—’59 Lark (6) 4-dr., $730. 
MISCELLANEOUS—’60 Willys Jeep 2-dr., 

$1,400. 

‘56 Ford 


$1,000* 


$485*. 
(6) Cross Coun- 


%-ton pickup, $425. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 


day. Prices are for sale of Jan. 25. 

BUICK—’59 LeSabre 4-dr. hardtop, §$1,- 
300*; 4-dr., $1,275*. 

’d8 Super 2-dr. Riviera, $1,090* (ps). 
‘57 Super 2-dr, Riviera, $600* (ps). 
56 Special 4-dr., $475*. 

CADILLAC—’57 (62) 4-dr. hardtop, $1,- 


425" (ps). 
"55 (62) 2-dr. hardtop, $675* (ps). 
CHEVROLET—’60 Impala (8) sport sedan, 

$1,940* (ps); Bel Air (8) 2-dr., $1,- 
575*; Bel Air (6) 2-dr., $1,425. 

‘59 Impala (8) 4-dr., $1,430* (ps); 
sport sedan, $1,375* (ps), $1,350* 
(ps); Parkwood (8) 4-dr., $1,400*; 
Brookwood (6) 4-dr., $1,250*, $1,215*; 
Bel Air (8) 2-dr., $1,050; Biscayne (6) 
2-dr., $1,000*, $975. 

‘58 Impala (8) conv., $1,160*; sport 
coupe, $1,090* (ps); Bel Air (8) sport 
sedan, $880* (ps), $855*; Biscayne (8) 


4-dr., $800*; 2-dr., $770*, $740*. 

‘57 Bel Air (8) station wagon, $800* 
(ps); Two-ten (8) sport coupe, $700*; 
4-dr., $575*; Two-ten (6) station wag- 
on, $670. , 


’56 Bel Air (8) sport coupe, $670*; Two- 
ten (6) station wagon, $520*; Two-ten 
(8) station wagon, $450*. 


CHRYSLER—’57 Saratoga 4-dr. hardtop, 
$775* (ps); Windsor 2-dr,. hardtop, 
$620* (ps), $600*. 

56 NY 4-dr., $490* (ps). 

DeSOTO —’57 Firedome 2-dr. hardtop, 
$610* (ps). 

DODGE—’59 Sierra (8) 4-dr., $1,550* 
(ps). 

58 Royal (8) 2-dr. hardtop, $760*. 
’57 Coronet (6) 4-dr., $435. 
‘55 Royal (8) 2-dr. hardtop, $205*. 








Country Sedan (8) 4-dr., $470*; Ranch 
Wagon (6) 4-dr., $360, $275*. 
’54 Custom (8) 2-dr., $215*. 


IMPERIAL — ’58 Imperial 2-dr. hardtop, 
$1,450* (ps). 
’56 Imperial 2-dr. hardtop, $650* (ps). 


MERCURY — ’58 Turnpike Cruiser 2-dr. 


hardtop, $700* (ps). 
’57 Commuter 4-dr., $620* (ps); Mont- 
clair 4-dr. hardtop, $535*. 


’56 Monterey 2-dr. hardtop, $290*, $275*. 
’55 Monterey 2-dr. hardtop, $215*. 
NASH—’57 Ambassador 4-dr., $410* (ps). 
OLDSMOBILE—’60 (98) 4-dr., $2,000*. 
’58 (88) 2-dr. Holiday, $1,000*. 
’57 (98) 4-dr. Holiday, $735* (ps); 
2-dr., $695*. 
’56 (88) 2-dr. Holiday, $465*. 
’55 (88) 2-dr., $275*. 
PLYMOUTH—’61 Savoy (6) 2-dr., $1,705. 
*59 Fury (8) 4-dr. hardtop, $1,050*; 
2-dr. hardtop, $950*; Belvedere (8) 
4-dr., $910*. 
’58 Suburban (8) 4-dr., $630*. 
’57 Suburban (8) sport 4-dr., $650* (ps); 


(88) 


Deluxe 2-dr., $480*; Belvedere (8) 
2-dr. hardtop, $485*. 
55 Savoy (6) 4-dr., $240*; Suburban 
(8) 2-dr., $210*. 
PONTIAC — ’59 Catalina conv., $1,625* 
(ps); Safari 4-dr., $1,605* (ps). 
’57 Chieftain 4-dr., $660*. 
RAMBLER—’59 American (6) 2-dr., $765. 


STUDEBAKER—’59 Lark (6) 2-dr., $855, 


$750. 
MISCELLANEOUS — ’59 Ford (6) %-ton 
panel, $860. 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Jan. 25, Prices 
were up slightly on most merchandise to- 
day. Consignment was the lowest in several 
weeks due to sub-zero weather. Sold 149 
cars from 218 consignments. 


BUICK—’61 Special (400) station wagon 


4-dr., $2,400*. 

’60 Electra 225 conv., $2,745* (ps); 
4-dr. hardtop, $2,475* (ps); Invicta 
4-dr, hardtop, $2,400* (ps); 4-dr., 
$2,235* (ps); LeSabre 4-dr., $2,105* 
(ps); 4-dr. hardtop, $2,100*. 

’59 Electra 4-dr. hardtop, $1,600* (ps); 
2-dr, hardtop, $1,460* (ps); Invicta 
4-dr., $1,480* (ps); LeSabre 4-dr., 
$1,455* (ps); 4-dr. hardtop, $1,300*; 


2-dr. hardtop, $1,450* (ps), $1,395*. 

’*58 Century 4-dr. Riviera, $1,075* (ps); 
Special 2-dr., $1,025* (ps); 4-dr., 
$9308. 

’57 Special Estate Wagon 4-dr., 
(ps); Super conv., $800* (ps), 

’56 Super 4-dr., $490* (ps); 2-dr., $400*; 
Special 2-dr., $485* (ps); RM 2-dr., 
$450* (ps). 

’55 Super 2-dr. $295*; 
$265* (ps). 

CADILLAC — ’60 
$3,855* (ps). 

’59 (62) 4-dr. hardtop, 32,680* 

’57 (60) Special 4-dr., $1,550* 
(62) 4-dr., $1,360* (ps), 

"56 (62) 4-dr., $465* (ps). 

CHEVROLET—’61 Impala (8) 2-dr. hard- 
top, $2,500". 

’60 Impala (8) 4-dr, hardtop, $2,150* 
(ps); 2-dr. hardtop, $1,970* (ps); Bel 
Air (8) 4-dr. hardtop, $1,830* (ps); 
2-dr. hardtop, $1,820*; Biscayne (6) 
4-dr., $1,515*; 2-dr., $1,425; Biscayne 
(8) 2-dr., $1,350; Corvair (700) 4-dr., 
$1,355, $1,345. 

’59 Parkwood (6) 
wood (8) 4-dr., 
2-dr., $1,135*; 
$1,075*; Biscayne (8) 2-dr., 
Biscayne (6) 2-dr., $940. 

’*58 Corvette (8) conv., $1,625*; Impala 
(8) conv., $950* (ps); 2-dr. hardtop, 
$905* (ps); Bel Air (8) 4-dr. hardtop, 
$925* (ps); Biscayne (8) 4-dr., $825*; 
Biscayne (6) 2-dr., $640. 

’57 Two-ten (8) station wagon 4-dr., 
$730*; 4-dr., $650*; 4-dr. hardtop, 
$565*; Two-ten (6) 4-dr., $670, $660, 
$425*; One-fifty (6) station wagon 
2-dr., $630. 

56 Two-ten (8) 4-dr., $455* (ps), $360*; 
Two-ten (6) 2-dr., $360; Bel Air (8) 
4-dr., $375°*. 


$800* 


Riviera, 4-dr., 


de Ville 4-dr. hardtop, 
(ps). 
(ps); 


4-dr., 
$1,300*; 
Brookwood 


$1,380*; Park- 
Bel Air (6) 
(6) 2-dr., 

$1,050"; 
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ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








_ COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU |-7821 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our [4th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 





WEST PALM BEACH Florida’s 
“quality” auction. 12 Noon. Thurs- 
day. W. Palm Beach Fairground. 


Crossroads 


. - . where they meet... 


buyers and sellers . . . new and 


used car dealers. They meet at 
the dealer auctions of the na- 
tion . ... and on the pages of 


Automotive News. 








LEADING USED-CAR AUCTION DIRECTORY 


Rates: Listing (maximum: three lines of 
minimum space, 1 inch on 1 columa—maximum 

















e)——$5.00, 1-time; $4.00, 13-times: $3.50, 52-times. Dis- 
aches on 2 columns.) For display Rates contact Want Ad 







Michigan. 





MARYLAND NEW JERSEY 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 





Minutes from New York City 


MICHIGAN 


Aptco 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday at Noon 


Aptco 


19241 Dix—Toledo Highway—Route 25 
Just '/. mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 








EXCLUSIVELY FOR AUTO DEALERS 





INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
Dealers! Consult this Page for EVERY THURSDAY AT NOON! 
Fast, Accurate Directions to ON ROUTE 46 


Leading U. S. Auto Auctions. CALDWELL TOWNSHIP, N. J. 


CApito! 8-0100 for Reservations 


A AON TROL LIN. EO AAEM EIS SES BOE ENE ION LISLE DS EE CLOTS LORE 

Flint Auto Auction, Inc. | = sSCSé 
FLINT, MICHIGAN NEW YORK 

Exclusively for Dealers 


“DUAL RING" 2 lines running simultane- 
ously. 

Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area. 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times, 
Congenial auctioneers, 
Fair management, 

MICHIGAN’S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 2-3/8! 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — !1 O'Clock 
180 car sale average 


Titles and Checks Guaranteed 


All 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 


checks guaranteed. Mon. 10 A. M. 


N-A-D-E 
a) 
OVER 


OHIO 


AKRON—A-1 Auto Auction, U.S, 224, 
PL 3-6643, Titles, .Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 





YK d\ te oe 


EVERY WEEK LANES 


tion ot Penna 





LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 


F Talons 


Bor 


Jun 
Terenas 
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Used-Car A 


(Continued from Page 43) 


CHEVROLET—’60 Impala (8) sport coupe, 
$2,035* (ps); conv., $2,015* (ps), §$1,- 


995* (ps), $1,865* (ps); Biscayne (8) 
2-dr., $1,565* (ps); Bel Air (8) 2-dr., 
$1,480. 

’59 Impala (8) sport sedan, $1,415* 
(ps), $1,385*; conv., $1,355* (ps); 
Parkwood (6) 4-dr., $1,400*, $1,165*; 
Parkwood (8) 4-dr., $1,255* (ps); 
Kingswood (8) 4-dr., $1,240* (ps); 
Bel Air (8) 2-dr., $1,225* (ps), $1,- 


155*, $975*, $965* (ps), $960*, $950*, 
$935*, $925*, $905; 4-dr., $1,150*, $1,- 
105*, $1,075*; Biscayne (8) 4-dr., $1,- 
220* (ps), $995*; 2-dr., $915. 

"58 Impala (8) sport coupe, $1,285*, 
$1,155* (ps), $1,150* (ps); Impala (6) 
sport coupe, $850*; Bel Air (8) sport 


sedan, $1,040*, $895*; 2-dr., $880*, 
$830*; Bel Air (6) 4-dr., $750*; Bis- 
cayne (8) 2-dr., $950*%; 4-dr., $680*; 
Biscayne (6) 4-dr., $760; Delray (6) 
2-dr., $600. 

57 Two-ten (8) station wagon, $930*; 
4-dr., $700, $630*; Bel Air (8) sport 


sedan, $825* (ps), $795*, $745* (ps); 
sport coupe, $725* (ps). 

’56 Bel Air (8) sport sedan, $665* (ps); 
2-dr., $450*; Two-ten (8) 2-dr., $485*; 
One-fifty (8) 2-dr., $450*. 

"55 Bel Air (8) sport coupe, $400*; 4- 
dr., $395*; Two-ten (8) 4-dr., $335*; 
station wagon, $350*; sport coupe, 2 at 
$350*. 

CHRYSLER—’59 Saratoga 2-dr. 
$1,500* (ps). 

’57 NY Town & Country, $945* (ps); 
Saratoga 4-dr. hardtop, $845* (ps). 

COMET—’60 Comet 4-dr., $1,425. 


hardtop, 


’55 Firedome 2-dr. hardtop, $280*. 
DODGE — ’59 Coronet (8) 4-dr, hardtop, 


dr. Holiday, $1,885* (ps), $1,700* (pg) 


Corvair (500) (6) 4-dr., $1,300, 
$1,685* (ps); (88) 4-dr. Holiday, $1, 


’59 Impala (8) conv., $1,715* (ps), $1,- 





* e 680* (ps), $1,670* (ps), $1,660*, §$1,- $1,600* (ps). 735* (ps); 2-dr. Scenic, $1,610* (ps), 

uction Pri S 635* (ps), $1,540* (ps); sport sedan, ’57 Royal (8) 4-dr, hardtop, $760* (ps); ’58 (98) 4-dr, Holiday, $1,375* (pg); 
$1,590* (ps); Parkwood (8) 4-dr., $1,- Coronet (6) 4-dr., $515*. (88) 4-dr., $1,130* (ps). : 
670* (ps), $1,650* (ps), $1,385; Brook- ’56 Coronet (8) 2-dr. hardtop, $425*. ’57 (88) Super 2-dr. Holiday, $1,009* 
wood (6) 4-dr., $1,545* (ps), $1,280*; ’55 Coronet (8) 4-dr., $300* (ps); Royal (ps). 
Bel Air (8) 4-dr., $1,350* (ps); $1,- (8) 2-dr, hardtop, $275* (ps). ’56 (88) 2-dr. Holiday, $645* (ps), $635* 
275*, $1,275, $1,150*; 2-dr., $1,350* | FORD—’61 Thunderbird (8) conv., $4,- (ps), $520* (ps); 4-dr, Holiday, $530 
(ps), $1,195*, $1,185. 500* (ps), $4,500*, $4,300* (ps), $3,- (ps), $505* (ps); (88) Super 4-dr, 


’58 Impala (8) conv., $1,425* (ps), $1,- 920* (ps), $3,750* (ps). Holiday, $535* (ps). 


‘54 Special conv., $170* (ps). 235* (ps), $1,185* (ps); Bel Air (8) ’60 Thunderbird (8) conv., $3,060* (ps) ’55 (98) 2-dr. Holiday, $450* (ps); ( 
53 Super 2-dr, Riviera, $125*. sport coupe, $1,085* (ps), $1,050*; $3,010* (ps), $2,950* (ps); Galaxie 2-dr. Holiday, $450*; (88) guper ‘sail 
CADILLAC—’60 de Ville 4-dr. hardtop, sport sedan, $885* (ps); Brookwood (8) Starliner, $1,800* (ps), $1,660* $305* (ps). ‘ 
$4,380* (ps), $4,250* (ps), $4,040* (8) 4-dr., $1,010* (ps); Biscayne (8) (ps); Ranch Wagon (8) 4-dr., $1,750*; ’54 (88) 2-dr. Holiday, $290* (ps). 
ef PS): $3,990* (ps). 4-dr., $940*; 2-dr., $710*. Country Sedan (8) 4-dr., $1,770*; Fal- *53 (88) Super 2-dr. Holiday, $335* (ps); 
59 Eldorado Seville, $3,700* (ps); de ’57 Two-ten (8) sport coupe, $1,100*; con (6) 4-dr., $1,600*, $1,510*; 2-dr., 4-dr., $125*. ‘ 
Ville 4-dr. hardtop, $3,475* (ps), $3,- Two-ten (6) station wagon 4-dr., $850; $1,550*, $1,460, $1,400. PACKARD — '55 Clipper 2-dr. hardtop, 
; 360* (ps). Bel Air (8) conv., $930*%; 2-dr., $685*; ’59 Thunderbird (8) conv., $2,550*; $305*; Packard Line 2-dr. hardtop, 
’58 (62) Coupe de Ville, $2,210* (ps). One-fifty (6) utility sedan, $585; 4-dr., Country Squire (8) 4-dr. (9 pass.), $195* (ps). , 
57 (60) Special 4-dr hardtop, $1,950* $510. $1,590* (ps); 4-dr., $1,550* (ps); | PLYMOUTH—’59 Suburban (8) Custom 4. 
(ps); (62) Coupe de Ville, $1,855* 56 Two-ten (8) station wagon 4-dr., Country Sedan (8) 4-dr., $1,425*, $1,- dr., $1,430* (ps), $1,275*; Belvedere 


(8) 4-dr., $1,360* (ps), $1,150* (ps), 


(ps), $1,850* (ps); conv., $1,060* (ps). 
’58 Suburban (8) Custom 4-dr., $975+ 


’56 (62) 2-dr. hardtop, $1,035* (ps); Se- 


$685*; 4-dr., $660*, $510* (ps); Two- 
ten (6) 2-dr., $505; 4-dr., $500; sta-. 


410* (ps), $1,375* (ps), $1,350* (ps); 
Ranch Wagon (8) 4-dr., $1,385*; Gal- 


aan de Ville, $800* (ps). tion wagon 4-dr., $475; Bel Air (8) axie (8) 4-dr., $1,345* (ps), $1,200* (ps), $885* (ps); Belvedere (8) cony, 
55 Eldorado conv., $830* (ps). 2-dr., $610*; sport coupe, $575* (ps). (ps); Fairlane (8) 4-dr., $1,125*; Cus- $800*; Savoy (8) 4-dr., $675", $500#: 
’54 Eldorado conv., $875* (ps); (62) 4- ’55 Bel Air (6) sport coupe, $525; 2-dr., tom 300 (6) 2-dr., $1,075; 4-dr., $990. Plaza (8) 4-dr., $610* (ps). j 
dr., $640* (ps); (60) Special 4-dr., $460*; 4-dr., $440* (ps), $410; Two- ’58 Fairlane 500 (8) 4-dr. Victoria, $990* *57 Suburban (8) Custom 4-dr., $595*; 
$590* (ps). ten (8) 4-dr., $520*, $450; 2-dr., $520*, (ps); 4-dr., $765*, $750*, $735* (ps); Savoy (8) 4-dr., $505*, $460*; Belve. 
'53 (60) Special 4-dr., $275* (ps); (62) $465*, $405*; Two-ten (6) 4-dr., $365*. conv., $775* (ps). dere (8) 4-dr., $415*. 
,_ Coupe de Ville, $275* (ps). ‘53 Bel Air sport coupe, $355*; 4-dr., ’57 Country Sedan (8) 4-dr., $875, $600* ’56 Suburban (8) Custom 4-dr., $390*; 
51 (62) 4-dr., $145*. $255*, $200*; Two-ten conv., $150*. (ps); Fairlane 500 (8) conv., $785* Fury (8) 2-dr. hardtop, $395*. F 
CHEVROLET—’60 Impala (8) sport sedan, ’52 Deluxe 4-dr., $195*. (ps): 4-dr., $735* (ps), $675* (ps); ’55 Belvedere (8) 4-dr., $350*. 
$2,100* (ps); Parkwood (8) 4-dr., $2,- ’51 station wagon 4-dr., $150. 4-dr.. Victoria $685*; 3-dar Victoria, ’53 Cranbrook 4-dr., $215; Cambridge 
030*; Brookwood (8) 4-dr., $1,670* | DeSOTO —'57 Firesweep 2-dr. hardtop, $685* (ps); Fairlane (8) 4-dr., $675* 4-dr., $175. 
(ps); Corvair (700) (6) 4-dr., $1,550*; $650*. (ps); Ranch Wagon (8) 2-dr.,. $685*, ’52 Cambridge 2-dr., $225. 
$560"; Custom 300 (8) 4-dr., $450*. 50 4-dr., $140. 
’56 Fairlane (8) 4-dr, Victoria, $535* sae gen Fiaeee Safari 4-dr., $1, 
7 . ° 25* . bs * $ , -ar., * . 
Nine Actions Pending eee eeu. Sedan id) ‘a ieeoe tsi: ’58 Star Chief 2-dr, Catalina, $1,185* 
Se Custom (8) 2-dr., $410*, $385*, $340*; (ps). 





’57 Star Chief 4-dr. Catalina, $650* (ps), 

’°56 Star Chief 2-dr. Catalina, $520* (ps); 
4-dr. Catalina, $425”; Chieftain 2-dr, 
Catalina, $350*. 

’55 Chieftain 2-dr. Catalina, $475*, 
$385*; Star Chief 2-dr. Catalina, $450* 
(ps). 


Main (6) 2-dr., $290. 

’55 Country Squire (8) 4-dr., $500*; 
Fairlane (8) 2-dr. Victoria, $435*; 
conv., $325*; Country Sedan (8) 4-dr. 
(9 pass.), $320. 

’54 Crest (8) 2-dr. Victoria, $195*; Cus- 


Rundown of Chrysler Suits 


DeSOTO—’57 Firesweep 4-dr., $5 
’56 Firedome 4-dr., $210*. 
DODGE—’61 Lancer (6) 4-dr., 
*58 Coronet (8) conv., $665. 


’57 Coronet (8) conv., $550*; 4-dr. hard- 


top, $470*; Coronet (6) 4-dr., 
"55 Royal (8) 4-dr., $245*. 


FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,820* 


$3,900* 
( 


(ps), $3,875* (ps), 


25°. 


$1,725. 


$425*. 


, ‘ tom (8) 4-dr., $140*. 
DETROIT.—At least nine suits| against the company, seeking ’53 Custom (8) 4-dr., $185; Main (6) | RAMBLER—’61 Classic Deluxe (6) sta- 
have grown out of the conflict-of-| about $25,000 which he says is due 4-dr., $155. - os wagon a : 
i " , % tom ( ros: oO 4- 
interest probe at Chrysler Corp.| him from the Chrysler stock-sav- | U!NCOLN—'59 Continental Mark IV 2-dr. $1,300° io. ) s untry 4-dr., 


Current action on most, if not all, 
of the suits is limited to pretrial 
hearings and the filing of motions. 


A list of the suits follows: 


ings plan. All of the last four 
suits are in Wayne County Cir- 
cuit Court in Detroit. 

A tenth suit is sometimes con- 


hardtop, $3,050* (ps). 

’58 Continental Mark III 4-dr., $1,820* 
(ps); Premiere 4-dr., $1,675* (ps). 
’57 Premiere 2-dr. hardtop, $1,100* (ps). 

’53 Capri 2-dr. hardtop, $200* (ps). 


MERCURY — ’'60 Monterey 4-dr. hardtop, 


’56 Deluxe (6) 4-dr., $510. 
’54 Deluxe 2-dr., $265. 


STUDEBAKER—’59 Lark (6) 2-dr., $900, 
’54 Commander 2-dr., $290". 


MISCELLANEOUS—’60 Chevrolet El Cam- 


Ps). 

’60 Thunderbird (8) conv., $2,800* (ps), 
$2,700* (ps); 2-dr. hardtop, $2,675* 
(ps); Galaxie (8) 4-dr. Victoria, $1,- 
600*; Country Sedan (8) 4-dr., $1,- 
465*, $1,425*, $1,415*; Fairlane (8) 
2-dr., $1,360* (ps); 4-dr., $1,269*, $1,- 
250*; Fairlane 500 (8) 2-dr., $1,355*, 
$1,295; Falcon (6) 2-dr., $1,275. 

59 Thunderbird (8) conv., $2,325* (ps), 
$2,250* (ps); 2-dr. hardtop, $2,185*, 
$2,130* (ps), $2,100* (ps); Country 
Squire (8) 4-dr., $1,450* (ps); Galaxie 
(8) conv., $1,200* (ps); Country Se- 
dan (8) 4-dr., $1,160* (ps); Fairlane 
(8) 4-dr., $1,000* (ps), $985*, $970*, 
$935, $925*, $910, $880; 2-dr., $880*, 
$860*, $855*, $845*; Custom 300 (8) 
2-dr., $890, $840; Custom 300 (6) 2- 
dr., $880. 

58 Ranch Wagon (8) 4-dr., $825*, $720; 
Fairlane 500 (8) 2-dr. Victoria, $790*; 


Fairlane 500 (6) 4-dr. Victoria, $640* 
(ps); 2-dr. Victoria, $620*; Custom 
300 (8) 4-dr., $695*; Fairlane (6) 2- 
dr., $510*. 

57 Fairlane 500 (6) 2-dr. Victoria, 
$525*; 4-dr., $365; Fairlane (6) 4-dr. 
Victoria, $350* (ps); 2-dr., $290*; 
Custom 300 (6) 4-dr., $325. 

’56 Country Sedan (8) 4-dr., $585*. 


LINCOLN—’59 Continental Mark IV 4-dr., 
$2,490* (ps). 


* '58 Continental Mark III 2-dr. hardtop, 
$1,395* (ps). 

’57 Premiere 4-dr. hardtop, $1,110* (ps); 
4-dr., $750* (ps); conv., $470* (ps); 
Capri 4-dr. hardtop, $740* (ps). 

MERCURY—’59 Monterey 4-dr., $1,115* 
(ps). 

58 Commuter 4-dr., $985* (ps); Mont- 

clair 4-dr., $950*; Monterey 2-dr., 


$655*; Standard 4-dr., $500*. 
55 Custom 4-dr., $200*. 
OLDSMOBILE—’60 (88) Super conv., $2,- 


550* (ps); (88) 4-dr. Holiday, $2,315* 
(ps). 

"59 (88) 4-dr., $1,650* (ps); 4-dr. Holi- 
day, $1,635* (ps), $1,555* (ps), $1,- 
550* (ps), $1,465*. 

5S (88) Super 4-dr. Holiday, $1,180* 
(ps); (98) conv., $1,150* (ps); (98) 
2-dr. Holiday, $1,065* (ps), $1,035* 


(ps). 
’57 (98) 4-dr. Holiday, $960* (ps); 2-dr. 


Holiday, $825* (ps); (88) 2-dr. Holi- 
day, $450*. 
°56 (98) 4-dr. Holiday, $540* (ps); (88) 
4-dr., $320. 
PLYMOUTH—’61 Fury (8), $2,650* (ps), 
$2,080*. 


*59 Suburban (8) Custom 4-dr., $1,125"; 
Suburban (6) Deluxe 2-dr., $690; Bel- 
vedere (8) 4-dr., $955*, $860*, $835*; 
2-dr. hardtop, $935*; 2-dr., $870* (ps); 
Belvedere (6) 4-dr., $700". 

’58 Suburban (8) Custom 4-dr., $790*. 

’57 Belvedere (8) 4-dr., $590*, $495*; 
Belvedere (6) 4-dr., $380*; Savoy (8) 
2-dr. hardtop, $485*; Savoy (6) 2-dr., 
$250. 

PONTIAC — '60 Catalina conv., 
(ps); 4-dr. Vista, $2,145. 

’59 Bonneville 4-dr. Vista, $1,930* (ps); 
conv., $1,760* (ps); Catalina 4-dr. 
Vista, $1,525* (ps); 2-dr., $1,030; Star 
Chief 4-dr., $1,295* (ps). 


$2,345* 


’58 Bonneville conv., $1,005* (ps); Star 
Chief Safari, $1,000* (ps). 
’57 Super Chief Safari, $750* (ps); 


Chieftain 2-dr. Catalina, $505* (ps). 

RAMBLER—’'59 Ambassador (6) 2-dr., $1,- 
225*, $680*; station wagon, $650*; 
Super (8) 4-dr., $1,110* (ps); Deluxe 
(6) 4-dr., $1,000*; station wagon, 
$1,000*. 

’58 Ambassador (8) 
Custom (6) 4-dr., $735; Deluxe 
station wagon, $695*, $600* (ps). 

STUDEBAKER—’59 Lark (8) station wag- 
on, $1,000* (ps); 4-dr., $925*. 

’56 Champion (6) 4-dr., $225*. 

’55 Commander (8) 4-dr., $205. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday, Prices: are 
for sale of Jan. 24. 
BUICK—’59 LeSabre 


4-dr., $850* (ps); 


(6) 


Estate Wagon 4-dr., 


$1,730* (ps); 4-dr. hardtop, $1,705* 
(ps); 2-dr. hardtop, $1,605* (ps). 

'5T Special 2-dr. Riviera, $700*, $685*; 
Super 2-dr. Riviera, $675* (ps). 

’56 Century 2-dr. Riviera, $500* (ps); 
Super 2-dr. Riviera, $375* (ps). 

'55 Special 4-dr. Riviera, $420*, $290* 


(ps); 4-dr. Riviera, $335*; Super 2-dr. | 
Riviera, $415* (ps). 


1. A group of disgruntled stock-|.. ‘ $1,840* (ps). ino, $1,660, $1,550, $1,440. 
holders headed by Sol A. Dann, De- sidered a part of the total picture} 59 park Lane conv., $1,835* (ps); Mon-| 59 Chevrolet (8) El Camino, $1,710* 
troit lawyer and chief critic of at Chrysler. In the action in the pape Ag _—" $1,650* (ps); 4- ts —— ; oy oe om Page 

: : r., ; ps). ‘ ; - a. as- 
Chrysler management, filed a suit | Delaware courts, Metropolitan Con-| +58 ionterey 2-dr., $775*. sis, $1,185; (6) F-100 Stake, $1,035, 
in Delaware courts, charging mis-| Voy Co., a Pennsylvania haulaway| ‘57 Montclair 2-dr. hardtop, $700*, $700*| 58 Ford (6) F-500 %-ton pickup, 31,- 

: _| firm, is sui mil- (ps); Monterey 2-dr., $650* (ps). 035. 
management and asking that a re aan das = ara = os '56 Montclair conv., $425* (ps), $350*| °’57 Ford (8) F-100 %-ton pickup, $1,- 
ceiver be appointed to oversee ac-| 10n damages over loss 0 rysier (ps), 050; Chevrolet (6) %-ton pickup, $675. 
tions of Chrysler management, business. While the suit was filed| °55 Montclair conv., $435* (ps); Mon-| ’56 GMC 8) %-ton pickup, $600; (8) 
= terey 2-dr. hardtop, $420*, $365*, %-ton pickup, $585. 

2. The Dann group filed a sec- a aan a aon a ae $330". '55 Chevrolet (6) %-ton pickup, $540, 

ond suit in Delaware courts, , ™ - a = OLDSMOBILE — '60 (98) 4-dr. Holiday, $505, $355; 1-ton, $485. 


’54 Ford (8) F-250 %-ton pickup, $350; 
(Continued on Page 45, Col, 1) 


those in the Dann group’s suit ask- 


7 7 . $2,420* (ps); (88) 2-dr., $1,760* (ps). 
ing that a receiver be appointed. 


seeking access to a list of Chrys- 
59 (88) Super Fiesta 4-dr., $2,200*; 4- 


ler stockholders. 

3. The Dann group filed a suit in 
Federal Court in New York City, 
asking that the bonus and stock- 
option plans for certain Chrysler 
executives be thrown out. 

4. A New York stockholder, Rob- 
ert Markewich, filed a suit in the 
state courts in New York, charging 
mismanagement and asking for a 
chance to question Chrysler offi- 
cials in a pretrial hearing. 
|  §. Chrysler sued Dann for libel 


New Commercial-Car Registrations, 
Nineteen States for December, 1960-1959 


istrations by states are 
ere weekly, as compiled 


Truck ri . 
released p 
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TO- 


tude- 
TAL 


hev- 
baker | White 


Brock- | C’ 
rolet 


way Ford Willys | Misc. 


by R. L. Polk representatives in 
state capitals. 
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and slander for remarks made Seven States Reported '60| 2 842 2 154 759 238 500 22 22 89 188 | 106! 2924 
during and after the 1960 annual ae for: December aa | a 5 a ms Z is m 46 a 35 23! a a 
meeting of the company. The | ‘’°**° 59 6 9 7| 12 3| 4) S| 87 
company seeks $30 million in | 5a3yac 60) 66 é 43 9 37 i | 13| 6; te 
damages in the suit which was 59) | 31 18 36 8 31) 2| 2 5 2| 6} 142 
filed in Delaware courts. Hawaii "60) | 24) 9 29 5 17 3| | 52| 16; 156 
6. Chrysler sued Ben Stone, who 59! 28 9 19), 2} __20| | _2i 16} uy in 
wi ; i i11i | Maryland 60) 3| 256 38, 249 50,113 17 3 27 83; —«-37/ 
ee tor bee ae ti ee te a 59 | 5] 2) 2} 2a]_——2a;_—s85| 20] s2|——20|_—ia8]_——S9|_ Sa? 
plied Chrysler. It was his interests | N°>reske B-{ 7 s 7 = a. 7 7 = o 4 
in the companies which led to New- | North Carolina *60| 2\ ‘527 2; 54) ~=«S90,=t«=«ia|t oy 6} SCS) 
berg’s ouster as Chrysler president. 59} | 197) 17 38 444 73 122 18 Zz)  -3Pi 26| 61) 1036 
The company is suing Stone for his | Ohio "60! 1 794 4| 125 903 231 327 54 16 73| 170) 98; 27% 
share in the profits of the compa- '59 3} «48! 24 187; 1013 182 378 77 6} 58 176| 139] 2724 
nies. South Dakota 60 117 (3; ~«a2}—~S«O20 59 3 3 1 9 7; 324 
7. Newberg has sued Chrysler to r a iz & iy a a ; a : 2 Pa an 
void an agreement which calls for | ““™°*°e ‘59 209 2} fal 388) ine] tea] 2 ttl ta] 3511005 
him to give Chrysler $455,000 in| Vornon "60 i 43 5| 6 4,3 2 2) 30). ~«15) ~~ 
profits he obtained from the Stone- '59 25} | 6 37) 7 29| | 3] 55 it} 175 
ey" ka om ae 7 [es i 8 a s e.g f 4 ee 
. Jac . Minor, who was oust- a. | > 4 be 
ed as marketing director for the| Wisconsin ‘60 | 489 | 73 38! 110 186 9 13! 8) 93 48) 1411 
Plymouth-DeSoto-Valiant Division 2 |__373) u ol 40 60) _326 15 5 20| S| 94) _ 18 
’ | 19 States Reported 60) 9| 4572 15| 643|  4333| 1058| +1851| 222 87; 259) «919, +~=«469| «14437 
rs = ee for oe To Date for December 59 i} 2441 76|  642| 4377| +~—«-789)~«2063}-«=«225| +~=Ss«38|~—«220)-—«827| 699] 13408 
OF WHAL NE Vers & WIONgtUl GIS- | Year "60| _ 1015| 295745| 2330) 40729| 262741| 77642| 104684] 10369| 5497| 13560| 28872| 41501| 864885 
missal. To Date '59| 1096] 295027; 2811| 49909] 275677| 66388| 101656] 12756] 5714| 14455] 28675| 39285) 893449 














9. Minor has a second suit 


New Passenger-Car Registrations, Ten States for December, 1960-1959 


Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 
























































ar registra- 
tions as com- : FORD 
. Lincoln 
piled by R, L. 
Polk & Co. apren. 
Alaska 60) 20 | 4 12 32 63 105 10} 20; 135| | 4 77| i 15) 124 5I 397 
i 2 3 | ! | 33 39) 49 ! _ 8 aS Se | oe 4i[ 2 5] 63] _ 42| 2 
Dist. of Col. "60| —«:137| 42 6 113 205 366 531 13 47| 80; 671 73) 77| «501 132| 29) 912) 358, 2468 
'59| 157] 50} stl] 13 107 213| 394 653} sb} 8 68} || — 753} ~—s 80] ~— 66] 381] ~—s10'|,_—=d103 731] __672| 274 
Maryland 60) -569| ~—«*145) 17| 17 404 708; 1291/2138 29 141213) 2521) 362 147| 2626} 443/490) 4068) 628, 919% 
'59| __501| 95| 22| 55 36! 666] 1199] 2001 17) 29 174] | 22at| st 89} 951| 228: ~——-236| _—*1675| ___ 880). 6659 
New Hampshire ‘60 151 20 2| 2 66 69; «W159 300| 9| 35| «| 389| 78) 26| 46 74| 96! 735! 203; 1682 
‘s9i (128) —Ss4] Ss 5] 73} —-83|_—s175 298| 9 Of 41] | 357] ~~ 30] 2] 86} SS 4t 39] 30] 314) __ (1330 
North Carolina ‘60 347 93 10| 18 350, 488; 959!  2676| 22| 199] 295: 3192] += 438| «155/249; += 455| = 593) + 4090! | 646) (938! 
59} —300}_~S 3} ~—s | S32] 312] 427] 842] 2391] 26] S33] i} S| 2639] 222] 8] 854] 4t| = 300/185 972) 6653 
| North Dakota 60/102 34| 5| 3 93 Hit] 246 420| 5 69| 34, 528) 82/ 17 513! 132 74, «818 17; 37; 1748 
eee _'59 93 37) 4| 8} 63} ~—82|_—s194 417; 8| 9} 45] | 479} 9 14 221| 28 | 50] 342} ~——25| 40; 1173 
Rhode Island "60 141 20) 3| 2| 51 97) 173; 325 7| 17| 52|  401| 50! 50| 284 70| 53| 507 26| 189, 1437 
nS '59| «148 21| 8} 6 44| ttt] ~—190|,—S 388] 4} IT 25] | 428} 28| 16} «171 24| 33) 272 40 222) — 1300 
| South Carolina ‘60 205 48 | 10| 6} 139} ~—-210|.~S 413) ~—«*1103 16 78| «134! ~=—s«133| 219 69/1190) +177) += 250] +~—«:1905 42; 483| «4379 
a '59} 214 37| 5| 14] 181-227] 464] 1219 76 a a aT 136| 33; 404 117} 116} 806} 92} 594) 3489 
Virginia 60; 499 156| 22| 22; 414, «687|—s1301| += 2585) 35 | 233; «329 «-3182| 402! 205|° 2684! 463! 630| 4384 138; 1019) 10523 
- '59| 458! 91} 19] ~——36} ~—362]_~—528] ~—*1036,—s 2779) ~—Ss19 50; 259 3107} 250) ~—7|_—1073| =~ 243 267; 1900; 220) +~—«1360, —_—808 
West Virginia "60 202 29) 4 6 139, 196 374, 666 12 70 89 837; 171 62; 731] 172) 164) 1300; 60)  160| 2933 
'59 180 41| 6] —«10]_—s 125] 149] 331 669} 12 15| 92| | 788} 8} 21] 394] ‘109 86] 498) 95} 223) 2315 
10 States '60| 2373 602| 83| 76| 1781! 2803! 5345! 10849) 148) 899 1291! 13187! 1881! 823! 11516! 2129! 2494! 18843 621! 3774; 44143 
For December '59| 2202/ 452/ ~—84|_~—=—s'180|_—*1629|—«-2519) + -4864| —(10864| ~—'108|_—Ss189 988 | | 12149| 1043! 392} 4676] ~=—«1127| 1235] 8473 972| 5319! 33979 
Year "60| 392763) 72555| 14931| 22013) 336058) 418121! 863678! 1311678 18076| 138168! 143269/ 1611191! 242192/ 136120| 1563334 323481! 365935/2631062! 99532! 478289| 6076515 
_ToDate _—_—_—59|_ 334362! 59282) 16997] 40341) 149472) 363850) 629942) 1354925| 39160! 25793|_145417|_ __|1565295| 232274! 129425! 1354483) 343464 364173! 2423819| 122486| 5685205644474 
Compiled from official state records. Data property of R. L. Polk. & Co. May not be copied, sold or reprinted without Polk permission. ae ee 
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), (8) 4-dr., $1,075*; Fairlane (8) 4-dr., | 59 de Ville 2-dr. hardtop, $3,220* (ps); 
Ls $1,075*. | (62) 4-dr., $3,105* (ps), $2,890* (ps). 
» * ‘58 Thunderbird (8) 2-dr, hardtop, $1,- Model Breakdown ‘ST (62) 4-dr., $1,665* (ps); (60) Special 
); 900* (ps), 2 at $1,800* (ps); Fairlane e 4-dr. hardtop, $1,625* (ps). 
seaq-C ar AUCTION Frices (8) 4-dr., $755¢; Fairlane 500 (8) 2-| Of Auction Averages | ‘51 (62) Couve ae Ville, $600. 
Qe dr., $755*; Custom 300 (8) 2-dr., $725, 2 Tt . e : ‘ 8, 9. 2. 
$670*; 4-dr., $715* (ps). seeded os — rp es rad 61 Corvair (6) 2-dr., $2, 
5 ’57 Country Sedan (8) 4-dr., $670: Fair- on 0 see : 96 ‘60 Impala (8) sport sedan, $2,135* (ps); 
- (Continued from Page 44) lane 500 (8) 4-dr, Victoria, $650°;|) 1961............ $2,989 $2,812 $2,815 | Corvair (6) 4-dr., $1,365*, $1,236. 
Ir. SneeeRan Fee de Uae, Cemntket EE L Me cretvcinns 1,926 1,935 1,961 '59 Impala (8) conv., $1,650"; 4-dr., $1,- 
; Chevrolet %-ton pickup, $290. $1,125. (as. 4-dr $380. T., $445; Custom 300 1959............ 1,332 1,340 1,423 200*; Parkwood (8) 4-dr., $1,525*; Bel 
e 49 Ford (8) F-5 Wrecker, $400; Chev- ’58 Bel Air (8) sport sedan, $940*, $190*; ‘56 Fairlane (8) 2-dr., $495*: Custom 926 895 983 | Air (8) 4-dr., $1 355°, $1,240, $1,335 ° 
* rolet %-ton pickup, $135. Biscayne (8) 4-dr., $900*; Delray (8) (8) 2-dr., $405; “aede. $575". : . aw $1,325*, $1,245*, $1,215*, $1,150*, $1,- 
48 Chevrolet %-ton pickup, $250. 2-dr., $710. 55 Fairlane (8) Side. $390*: wane 622 655 676 115; Bel Air (8) 2-dr., $1,090*, $1,- 
'57 Bel Air (8) 4-dr., $810; sport sedan, $380°; 2-dr. Victoria, $375°,. $330° 432 429 | at eee ‘ $1.200*: Sel 
tn % 860*, $810* OF; - 8 - ” . y nt aio anim 5 mpala ( sport coupe, $1,2 ; 
NEWINGTON, CONN. gaao*! spare stat sreo*; 2-ar. sees: aah tA eee 4 a (6) ates SECU} 325 324 349 Air v8) 4-dr., $1,100* (ps), $1,025* 
: Newington Auto Auction. Sale every Two-ten (6) 2-dr., $665. cas ania oe5215*: ca seat Custom 246 209 242 (ps); Parkwood (8) 4-dr., $990; Del- 
: Thursday. Prices are for sale of Jan, 26. ’56 Bel Air (8) sport sedan, $640*; Bel a Rage Bi a Raga ara : Overall access eee |} | ray (6) 4-dr., $920°*. i 
.. snow Kept attendance down, yet large per- Air (6) 2-dr., $450; 4-dr., $315*; Two- | LINCOLN—'60 Lincoln 4-dr. hardtop, $2,- Av 1.100 1075 $1,114 57 Bel Air (8) station wagon, $1,005; 
, centage of cars sold. Big demand for cars ten (8) 4-dr., $600*; Two-ten (6) 4-| vn bo0® (ps), $2,750* (ps). verage $1, $1, ’ t-dr., $960*, $800*; Two-ten (8) 4-dr., 
e in ’5> to '58 range, Sold 48 cars from dr., $510*, $405, $325; 2-dr., $425. | 59 Continental Mark III 4-dr. hardtop, | $590. ; / - 
7 71 consignments. 55 Bel Air (8) 4-dr., $490*; Bel Air eo l00* (ps). ‘56 Bel Air (8) station wagon, $710*, 
BUICK—’57 Century 4-dr. Riviera, $710* (6) 4-dr., $340*, $320*, $300; Two-ten 58 Premiere 4-dr. hardtop, $1,540* (ps). (8) 2-dr., $465*: Savoy (6) 4-dr., $625; 4-dr., $665*; Bel Air (6) 2-dr., 
: (ps); Special 2-dr. Riviera, $680* (ps). (6) 2-dr., $250. MERCURY—’59 Park Lane 4-dr. hardtop, $425* (ps). ot station wagon, $605*. ; 
7 '55 Special 2-dr. Riviera, $275*. CHRYSLER—’60 NY conv., $2,675* (ps) $1,550* (ps); Montclair 4-dr. hardtop, ’56 Suburban (8) 2-dr., $370. 55 Bel Air (8) 4-dr., $460*, —— 
Hee B « ‘ ‘ ’ , . € é 1 oer . . 7 on w " Oo ATK* 
'; CADILLAC 57 (62) 2-dr. hardtop, §$1,- '59 Windsor 4-dr, hardtop, $1,475* (ps). $1,425* (ps); Commuter 4-dr., $1,285* | ponTIAC—’59 Catalina 4-dr. Vista, $1.- a ee ae 59 NY 4-dr., $2,475" (ps). 
. Sh ae ee '57 Windsor 4-dr., $410*. ‘56. Mont a a 650* (ps) DeSOTO—'56 ‘Firedome daar. $400* (ps) 
'56 (62) 2-dr. hardtop, $50 2S). , , saaite 58 Monterey 4-dr, hardtop, 30*. '5e Chi i. 2. aid rane es 5 c > 4-dr., $ 8). 
. '55 (62) Coupe de Ville, $560* (ps). DeSOTO—'59 Fireflite 4-dr. hardtop, $1,-| +57 Monterey 2-dr. hardtop, $560*, $550*. oS ee St. CRE, See CES): | ee Dees Sat,; SRA0*, 
’ (HEVROLET—’60 Corvair (6) 4-dr., $1,-| ,,500" (Ps). | : 56 Custom 2-dr., $360*; 4-dr. hardtop, | MISCELLANEOUS — '59 Chevrolet (6) | DODGE—'61 Lancer (6) 4-dr., $1,900. 
; ‘59 Impala (8) conv., $1,650* (ps), $1,- ; ; oe cr. WSOP : OLDSMOBILE—’60 (88) Su S. 58 Ford F-100 %-ton pickup, 00. 660; Pioneer 4-dr., $1,515, 
e 410* (ps); Parkwood (8) 4-dr., $1,- "hed Gee a (ps); 2-dr. 410° (ps) ) per conv., $2, SALT LA T '56 Royal (8) Sierra 4-dr., $555*. 
240* (ps); Parkwood (6) 4-dr., $1,- : = . 5 (88 " a ide 20* Ss 4 CI FORD—’60 Ranch Wagon (8) 2-dr., $1,- 
225*; Bel Air (8) 2-dr., $1,150*; Bel] DODGE—’56 Coronet (8) 2-dr., $355* (ps); "Gea ‘te Gt oe woey KE ATY 435*; Fairlane 500 (8) 2-dr., $1,400; 
Air (6) 4-dr., $1,120*. Coronet (6) 2-dr., $245*. 5S (88) Super ‘4<dr_. Holiday, $1,30$* Salt Lake Auto Auction. Sale every Country Sedan (8) 4-dr., $1,300. 
. ’56 Bel Air (8) sport coupe, $625*; Two- ’55 Coronet (8) 4-dr., $225*. (ps); (88) 4-dr., $815* (ps). : Thursday. Prices are for sale of Jan. 26. ’59 Thunderbird (8) 2-dr, hardtop, $2,- 
‘ ten (8) 4-dr., $520*; Two-ten (6)| FORD —’61 Galaxie (8) conv., $2,630* ’57 (88) Super 4-dr. Holiday, $835* (ps). | BUICK—’59 Electra 225 4-dr. hardtop, $1,- 415* (ps), _$2,410*; Galaxie (8) -: 
4-dr., $440. a nae (ps); Falcon (6) 2-dr., $1,750*. ’56 (98) conv., $700* (ps); 4-dr., $500* 900* (ps); LeSabre 4-dr., 2 at $1,525* ainer, $1,665° (Ps) ; 4-dr. bir aps $ ; 
, CHRYSLER—'57 NY 2-dr. hardtop, $825 60 Fairlane 500 (8) 4-dr., $1,500*. (ps); 4-dr. Holiday, $365* (ps); (88)| | (PS). ee ee ta aaa 
. (ps). ae "59 Thunderbird (8) conv., $2,450* (ps); 4-dr. Holiday, $545*; 2-dr, Holiday, '57 Special 2-dr., $515*. m pass.), $1,525° (ps); (6 pass.), $1,4 = 
. '55 NY 4-dr., $285* (ps). Fairlane 500 (8) 4-dr. Victoria, $1,- $430°. 56 Century 2-dr. Riviera, $575* (ps); (ps), $1,395 (ps) ; Fairlane 500 (! 
: DODGE — '57 Royal (8) 2-dr. hardtop, 330* (ps), $1,210*, $1,205*; Galaxie | PLYMOUTH—’58 Belvedere (8) 4-dr. hard- Super 4-dr. Riviera, $570* (ps). 4-dr. Victoria, $1,330* (ps); Fairlane 
pore’, Corenes (8) Scr... zene (8) 4-dr.’ Victoria, $1,285*; Galaxie top, $775" (ps); Savoy (6) 4-dr.,|CADILLAC—'60 de Ville 4-dr. hardtop,| ,_ (8) 4-dr., $1,095". | st 
. FORD—’'59 Galaxie (8) 2-dr. Victoria, $1,- (6) 4-dr. Victoria, $1,275*; Country $560*. $4,215* (ps); 2-dr. hardtop, $3,905* 58 Fairlane 500 (8) 2-dr. Victoria, $1,- 
290*; Ranch Wagon (8) 4-dr., $1,030°. Sedan (8) 4-dr., $1,220; Custom 300! ’57 Suburban (8) 2-dr., $570*; Belvedere (ps). (Continued on Page 47, Col. 1) 
’58 Fairlane (8) 4-dr. Victoria, $760* 
. (ps); Custom 300 (8) 2-dr., $600*. 
’57 Custom 300 (6) 2-dr., $490. 
” ’56 Country Squire (8) 4-dr., $550* (ps); 
Ranch Wagon (8) 2-dr., $400* (ps); 
Custom (6) 2-dr., $270. , 
55 Fairlane (8) 2-dr. Victoria, $175*. ar FIRST CHOICE FOR 
. LINCOLN — '56 Premiere 2-dr. hardtop, é A 
$600. r GREATER FRONT END 
7 PLYMOUTH—’58 Plaza (6) 4-dr., $625; 
3 Suburban (8) Custom 4-dr., $525 (ps). | % STABILITY... 
. 57 Plaza (8) 4-dr., $470*, = fF 


56 Savoy (6) 4-dr., $260. 

si ’55 Belvedere (8) 2-dr. hardtop, $260*. 
PONTIAC—’'54 Chieftain 4-dr., $100*. 
RAMBLER—’59 Super (6) 4-dr., $500. 


. DAYTONA BEACH, FLA. 































) Florida Auto Auction. Sale every Tues- 
BUICK "60 LeSabre 2dr. Riviera, TIMKEN-DETROIT® 
' BUICK—’60 LeSabre 2-dr. Riviera, $1,- = 
760*. 


; ’58 Century 4-dr. Riviera, $1,015* (ps). 


’'57 Special 4-dr., $700* (ps); conv., w 
‘ $650*. 
’56 Super 4-dr., $475* (ps). rene 
55 Special conv., $290*; Century 4-dr., 
$275*. 


CADILLAC—’59 (60) Special 4-dr., $3,- 
You get these three important advantages 


050* (ps), $2,925* (ps). 
be 5S (60) Special 4-dr., $2,150* (ps). 
when your vehicles or equipment ride on 


’57 (62) 4-dr. hardtop, $1,275* (ps). 

56 (62) conv., $750* (ps). 

CHEVROLET—’60 Nomad (8) 4-dr., $2,- 
025* (ps); Impala (8) 2-dr., $1,750; 
Biscayne (6) 2-dr., $1,400; Corvair 
700 (6) 2-dr., $1,350; 4-dr., $1,265. 

’59 Impala (8) sport coupe, $1,540* (ps); 
Bel Air (8) 4-dr., $1,350* (ps). 

58S Impala (8) sport coupe, $1,025*; x 
Brookwood (8) 4-dr., $990*; Biscayne greater 
(8) 2-dr., $765; Biscayne (6) 4-dr., 





$620°. safety! . i + : 
‘57 Bel Air (8) conv., $950* (ps); sport Timken-Detroit F-900 Series Front. Axles by 
gohan S775". Si Rockwell-Standard. 
g wo-ten (8) 4-dr., re s \ ® 
‘55. Two-ten (8) station wagon, $335. Agr ey Whatever you operate — from light com- 
a ee ee. ee stability! mercial vehicles to the heaviest off-high- 


(ps), 

COMET—’60 Comet 4-dr., $1,690*, $1,455. 

DeSOTO—’57 Fireflite station wagon, $810* 
(ps). 

DODGE—’57 Custom Royal (8) 2-dr. hard- 
top, $675* (ps). 

EDSEL —'58 Pacer 2-dr. hardtop, $600* : Tey 4 

(ps). _ , | 
FORD—'60 Galaxie (8) Starliner, $1,680*; i eres service. 
4-dr., $1,470*. } 
‘59 Thunderbird (8) 2-dr. hardtop, $2,- 
050* (ps); Galaxie (8) 2-dr. Victoria, 
$1,360* (ps), $1,130* (ps); 4-dr. Vic- 
toria, $1,265* (ps); Fairlane (8) 4- 
dr., $1,150*%; Custom 300 (8) 4-dr., 
$1,140, $1,100, $1,040*; 2-dr., $1,110*. 
‘58 Thunderbird (8) 2-dr, hardtop, $1,- 
715* (ps); Fairlane 500 (8) Skyliner, 
$1,065* (ps); 4-dr., $900* (ps). 
‘57 Thunderbird (8) 2-dr. hardtop, $1,- 
455* (ps); Country Sedan (8) 4-dr., 
$705*; Fairlane (8) 4-dr. Victoria, 
$690*, $575* (ps); 2-dr, Victoria, 
$615*; Custom (8) 2-dr., $385*; 4-dr., 
$375. 
55 Fairlane (8) 2-dr., $250. 
LINCOLN—Premiere 2-dr. hardtop, $650* 
(ps). 
OLDSMOBILE —’58 (88) 2-dr. Holiday, 
$1,200* (ps); (88) Super Fiesta 4-dr., 
$1,150* (ps). 
*56 (88) Super 2-dr., $545*. 
*55 (88) Super 2-dr., $305*. 
PACKARD—’57 Clipper 4-dr., $415* (ps). 
PLYMOUTH—’59 Fury (8) 4-dr., $965* 
(ps.) 

"56 Savoy (8) 4-dr., $315*; Plaza (6) 
4-dr., $175. 

RAMBLER — ’60 Ambassador (8) 4-dr., 
$1,500*. 

‘59 Ambassador (8) Cross Country, $1,- 

390* (ps); Deluxe (6) 4-dr., $630. 

MISCELLANEOUS—’56 Ford pickup, $465. 


way equipment — there is an exact size and 
type of F-900 Series Front Axle to meet your 
need. 

Superior design and construction fea- 
tures assure better performance under all 
conditions. These improved front axles re- 
duce driver fatigue . .. make steering easier 
... hold the driving path better... help to 
prolong vehicle life. 

In addition to the F-900 Series Axles, the 
following two new front axles are available 
from Rockwell-Standard. Each is the prod- 
uct of more than 50 years of field testing 
and laboratory research. 





OS ee, Te ae eae SS ee ee ee SS ee eS ee ae Oe aa a ae AE ee 


COLUMBUS, O 
| 4 I» ° i 
Capital Auto Auction, Inc, Sale every 
geureday. Prices are for sale of Jan, 26. 
arket increasing on ’57 and ’58 model “ i ” n 7” at 
Ford and Chevrolet, Sold 162 cars from Center Point Steer Front freee 


Axles give either on-highway 
or off-highway vehicles the 


290 consignments, 
BUICK—’58 Super 4-dr. Riviera, $1,125* 





57 Oiiaee oan Siviers, euin* (ps), Tandem Front Steering Axles provide two non-driving advantages of easy steering 
ae ts te Meeee ton) front axles that increase maneuverability and double without the additional cost 
is 4-dr., $370* Ss). ° 2 5 . . . 
CADILLAC—60 (62) “aer., $4,000* (ps). the front axle carrying capacity on special off-high- penalties of power assistance. 
59 (62) 4-dr. hardtop, $2,750* (ps). way vehicles. 


’58 (62) 4-dr. hardtop, $1,850* (ps). 
’57 (62) Sedan de Ville, $1,500* (ps). 
’56 (62) conv., $950* (ps); 2-dr. hardtop, 
OH $550* (ps). 
JHE VROLET—’60 Impala (8) sport sedan, 
$1,075+, $1,975" (pe); Bel Air (8) 2 Yisher Lpodily.. ROCKWELL-STANDARD 
dr., $1,425; Corvair 700 (6) 2-dr., nee 
$1,665*; 4-dr., $1,325*. CORPORATION 
‘59 Impala (8) sport sedan, $1,530* (ps), 
$1,330*; Brookwood (8) 4-dr., $1,350* i ‘ f 
(ps); Bel Air (8) 4-dr., $1,250*, $1,- Transmission and Axle Division, Detroit 32, Michigan 
150*, $1,025, $995; Bel Air (6) 2-dr., ‘ 

















[See What RAMBLER 
SINGLE-UNIT CONSTRUCTION | 
[Years NO One Hurt! 


~~» ALL DOORS OPEN 
SEE IT-TRY IT- BUY IT! 












Display of Strength— 
This 1960 Rambler, which had been involved in a major accident, was traded in to 
Northwest Rambler, Baltimore, for a new model. It then was displayed in front of the 
dealership to promote the safety and strength of Rambler's single-unit construction. 
: As the sign points out, no one was hurt in the accident and the doors were not even 
] sprung. 
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Be sure you see...be sure you sell... 
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Used Import Car Prices 


ALBANY 
Hillman—’59 Deluxe 4-dr., $525. 


Metropolitan—’59 2-dr. hardtop, $520. 


Opel—’58 station wagon 2-dr., $690. 


BORDENTOWN, N. J. 


Fiat—’'59 2-dr., $440. 
Metropolitan—’'59 2-dr. 
’5S 2-dr. hardtop, $475. 


CHICAGO 
Ford (English)—’59, $445. 
Goliath—’58 2-dr., $270, $220. 
Metropolitan—’59 2-dr. 
Renault—’60 4-dr., $750. 

’5S sunroof, $435, 

Simca—’59, $530. 
Triumph—’59 TR-3 10, $340. 
Vauxhall—’58 4-dr., $395, $320. 


COLUMBUS, O. 
Fiat—’59 600 sunroof, $410. 


DAYTONA BEACH, FLA. 
Opel—’60 4-dr., $1,575. 


Simca—’59 station wagon 2-dr., $415. 


Triumph—’ 59 TR-3 2-dr., $705 
Vauxhali—’58 4-dr., $415. 


DETROIT 
Metropolitan—'59 conv., $790. 
Volkswagen—’57 2-dr., $650. 


DYER, IND. 
Ford (English)—’56 Anglia, $200. 
Renault—’60 4-dr., $720. 


NEW PRODUCTS — complete range of mats 


from popular universal twin sets to custom-fitting 
one-piece mats for all standard and compact cars. 


NEW DISPLAYS -— new Master Wheeler completes 
the selection of sales-producing merchandisers for 
every display and space requirement. 


NEW PACKAGING — colorful new self-selling 
cartons for Rubbermaid’s complete line picture in- 
use identification. 


hardtop, $600. 


hardtop, $590. 





Triumph—’59 4-dr., $405. 
Vauxhall—’58 4-dr., $265. 


FLINT 
Opel—’59 Rekord, $630. 
Simca—’59 station wagon, $375. 
"5S 4-dr., $330. 
Volkswagen—’59 sunroof 2-dr., $1,180. 
"57 2-dr., $550. 
'56 4-dr., $440. 


LOS ANGELES 
Austin-Healey—’60 roadster, $1,900. 


VW Picks Renault Dealers 


In Ohio, Pennsylvania 


DETROIT. — Establishment of 
two additional Volkswagen dealer- 
ships has been announced. Parma 
Motors Co., 7115 Brookpark Rd., 
Cleveland, formerly a Renault-Peu- 
geot dealership, has received a VW 
franchise, according to the head of 
the firm, Ernest Gerzeny. 

Westmoreland Motor Car Co., 
Lincoln Highway East, Greensburg, 
became a VW deal after S. H. 
Chelsted bought it from John W. 
Crawford and G. K. Henry sr. The 
firm had handled Buick and Re- 
nault. 









Rubbermaid. 





e e e Of course! 


AUTOMOTIVE DIVISION - RUBBERMAID INC. - WOOSTER, OHIO 
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Borgward—’'60 Isabella 2-dr. hardtop, $1,. 
950. 
Fiat—’59 500 2-dr. sunroof, $230. 
Ford (English)—’59 Anglia 2-dr., $500, 
’55 Prefect 4-dr., $235. 
Porsche—’59 600 roadster, $2,290. 
Renault—’'59 Dauphine 4-dr., $535. 
Triumph—’59 TR-3 roadster, $1,070. 
Volkswagen—’61 2-dr., 3 at $1,650; sunroof 
2-dr., $1,650. 
‘58 Karmann-Ghia 2-dr., $1,235. 
’57 2-dr., $790. 
’56 Karmann-Ghia 2-dr., $780. 


MANHEIM, PA. 
Fiat—’60 2100 4-dr., $1,350. 
Ford (English)—’59 4-dr., $435, $340. 
Lloyd—’58 2-dr., $225. 
Mercedes-Benz—’58 180 4-dr., $1,225, 
Metropolitan—’59 conv., $685. 
Sunbeam—’59 conv., $560. 
Taunus—’60 2-dr., $600. 
Volkswagen—’61 113 2-dr., 
545. 
*60 2-dr., $1,350, $1,290. 
’59 Karmann-Ghia 4-dr., $1,400. 


MASON CITY, IA. 
Renault—’60 Caravelle, $1,370. 
’59 Dauphine 4-dr., $650. 


FTC Complaint 
Raps Ad Claims 
For Lectra Plugs 


WASHINGTON, — The Federal] 
Trade Commission has charged 
three firms distributing Lectra Fuel 
Igniter spark plugs with using false 
performance, guarantee and gov- 
ernment-tested claims and other 
misrepresentations. 

The firms are Lectra Spark Co, 
Jenkintown, Pa.; Lectra Sales 
Corp., New York, and Barilen Corp., 
doing business as Lectra Fuel Ig- 
niter Co., New York. Six officials 
of the firms also were named in 
the complaint. 

The FTC objected to advertising 
claims that purchasers will “. . 
never use spark plugs again” and 
will “drive farther, faster, cheaper 
without spark plugs and get peak 
performance using nonpremium 
gas. Save six cents per gallon or 
more.” 

The FTC complaint alleges that 
the Lectra Fuel Igniter itself is a 
type of spark plug and is not su- 
perior to conventional plugs in fuel 
economy, power or performance, 

The commission also challenged 
the product’s “unconditional” guar- 
antee and said that the United 
States government is not a substan- 
tial purchaser of Lectra Fuel Ig- 
niters and that none of its agen- 


cies have field-tested them, 
* * * 


Indiana Firm Accepts 


FTC Price Order 

WASHINGTON. — Under terms 
of a consent order affirmed by the 
Federal Trade Commission, Perfect 
Equipment Corp., Kokomo, Ind., is 
prohibited from discriminating in 
price among customers in the sale 
of replacement auto parts, supplies 
and tools. 

The order requires the company 
to charge the same net prices to 
purchasers who compete with each 
other in reselling or distributing 
the items. The agreement is for 
settlement purposes only and does 
not constitute an admission by the 
company that it has violated the 
law. 


Sales Aide Named 
By VW of America 


ENGLEWOOD CLIFFS, N. J.— 
Paul R. Davis has been appointed 
assistant sales manager of Volks- 
wagen of America. 

Davis will be re- 
sponsible for sales 
promotion and 
training and na- 
tional used-car 
merchandising. E. 
W. Valentin, who 
has been an as- 
sistant sales man- 
ager since 1959, 
will continue to 
direct field sales 
operations, dis- 
tributor-dealer 
development and overall business 
management. 

Davis joined Volkswagen last 
summer as a marketing consultant. 
He formerly served as general sales 
manager of Studebaker-Packard 
Corp., and also held district and re- 
gional sales managerial positions 
with Lincoln-Mercury, 


Cliff Heath Dedge 
ATLANTA.—A new Dodge deal- 
ership, Cliff Heath Motors, has 
opened at 3483 Peachtree. L. Wayne 
Hamilton is general manager. 


$1,555, $1,- 





Paul R. Davis 
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(Continued from Page 45) 


(6) $875, 
(ps), 
Cus- 


4-dr., 
$875* 
$705*; 


Country Sedan 
$800*; Fairlane (8) 2-dr., 
$860* (ps); 4-dr., $755*, 
tom 300 (6) 4-dr., $670. 

57 Country Squire (8) 4-dr., $770 (ps); 


005°; 


Country Sedan (8) 4-dr., $700, $600*; 
Fairlane 500 (8) 4-dr., $590*, 

56 Fairlane (8) 4-dr., $540; 2-dr. Vic- 
toria, $505*; Custom (8) 2-dr. Vic- 
toria, $370*. 

55 Country Squire (8) 4-dr., $410*; 
Fairlane (8) 2-dr. Victoria, $375; 4- 
dr $305*, $295; Custom (8) 2-dr., 
200”. 

154 Custom (8) 2-dr., $285*; 4-dr., $170; 
Country Sedan (8) 4-dr., $220. 

153 Crest (8) 2-dr. Victoria, $225; Cus- 


tom (8) 2-dr., $185. 
MERCURY—’60 Colony Park 4-dr., $1,965* 

(ps). 

59 Park Lane conv., $1,595*, 

58 Turnpike Cruiser 2-dr, hardtop, 
$785*. 

'56 Montclair 4-dr., $595* 
2-dr., $205*. 

’54 Monterey 2-dr. hardtop, $205*. 


(ps); Medalist 


OLDSMOBILE — ’58 (98) 4-dr., $1,425* 
(ps). 

57. (88) 2-dr. Holiday, $1,040* (ps), 
$790*; (98) 4-dr. Holiday, $975* (ps). 

56 (98) 4-dr. Holiday, $705* (ps); (88) 
4-dr., $625*. 

’55 (88) 2-dr, Holiday, $515*, $205*. 

54 (88) Super 4-dr., $215*, $155* (ps). 


PLYMOUTH-—’59 Suburban (8) Custom 4- 


dr., $1,420*, $1,365*; Belvedere (8) 4- 
dr., $1,000*, $945*. 
'58 Belvedere (8) 2-dr. hardtop, $800*; 


Savoy (8) 2-dr., $580*. 
‘57 Savoy (8) 4-dr., $535* 
’53 4-dr., $110. 

PONTIAC—’56 Star Chief 4-dr., $425*. 
’55 Star Chief 4-dr., $380*, $335*, 
54 Star Chief 4-dr., $215*. 

RAMBLER—’61 Ambassador (8) 

wagon, $2,629, $2,545, $2,395; 

$2,343, $2,262; American (6) 

wagon, $2,023; 2-dr., $1,996. 
’60 Ambassador (8) 4-dr, hardtop, $2,- 

050* (ps); Custom (8) Cross Country, 

$1,530. 

'59 Ambassador (8) 4-dr., $1,385* (ps). 
'58 Ambassador (8) 4-dr., $825*; Deluxe 


(ps), 


station 
4-dr., 
station 


(6) 4-dr., $670. 
STUDEBAKER—’59 Lark (8) 4-dr., $1,- 
055. 


MISCELLANEOUS — '61 Chevrolet 

LWB pickup, 5 at $1,950. 

'59 Willys Jeep pickup, $1,300. 

'5S Ford “%-ton, $915; Chevrolet pickup, 
$850; International travelall, $750; 
Dodge panel, $690. 

’57 Ford F-250, $860; panel, $660; Inter- 
national travelall, $850; Chevrolet pick- 
up, $725; Willys utility wagon, $680. 


%-ton 


56 Ford %-ton pickup, $650. 
’55 Chevrolet %-ton pickup, $515; walk- 
in, $375; GMC pickup, $515; Willys 


wagon, $460; Ford %-ton, $275. 
'54 Dodge %-ton, $310. 
’63 Willys full cab, $515. 
’52 Chevrolet %-ton pickup, $260. 
'51 Chevrolet %-ton pickup, $220. 
49 Ford pickup, $200. 
48 Ford %-ton pickup, 


MASON CITY, IA. 


Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Jan, 25. 
Surprisingly strong and active on late mod- 
els of all kinds. Buyers eager for all and 
any sharp units. Sold 79.8 percent of 181 


$160. 


consignments. 
BUICK—’59 LeSabre 4-dr., $1,505* (ps). 
’58 Century 4-dr., $1,010* (ps), 

‘57 Century 4-dr., $840* (ps); Super 2- 


dr. Riviera, $700* (ps); Special 2-dr. 
Riviera, $600*. 

56 Special 4-dr. Riviera, $625* (ps); 
4-dr., $515*. 

CADILLAC—’60 (62) 4-dr., $3,640* (ps). 

"69 (62) 4-dr., $2,925* (ps). 

"58 (62) 4-dr., $1,925* (ps). 

57 (62) conv., $1,525* (ps); 4-dr., $1,- 
420" (ps). 

566 (62) 2-dr. hardtop, $1,140* (ps); 
Sedan de Ville, $1,030* (ps), 

CHEVROLET—’60 Impala (8) 2-dr. hard- 
top, $1,935* (ps); Bel Air (8) 4-dr., 
$1,705*; Biscayne (6) 4-dr., $1,500; 
Corvair (500) (6) 4-dr., $1,275*, $1,- 
230. 

59 Brookwood (8) 4-dr., $1,355* (ps); 
Impala (6) 4-dr., $1,250*; Bel Air (6) 
4-dr., $1,195*, $1,175*; Bel Air (8) 4- 
dr., $1,185*, $1,170; Biscayne (6) 2- 
dr., $1,050, $1,040; 4-dr., $1,020. 


58 Impala (8) sport coupe, $1,260*, $1,- 
200* (ps), $1,050*; Bel Air (8) 4-dr., 
$1,015* (ps); 2-dr., $970*, $900*; Bis- 
cayne (8) 2-dr., $950*; 4-dr., $820*; 
Biscayne (6) 4-dr., $920; Brookwood 
(6) 4-dr., $920; Brookwood (8) 4-dr., 
$900; Brookwood (6) 4-dr, (9 pass.), 
$895*; Delray (6) 4-dr., $765, 

’57 Bel Air (8) 4-dr., $900*; 
(6) 4-dr., $830; One-fifty (6) 
$590*. 

’56 Two-ten (8) 4-dr., $550*. 

’55 Two-ten (8) 2-dr., $370. 

’53 Bel Air sport coupe, $265*. 

CHRYSLER—’57 NY 4-dr., $970* 
dr. hardtop, $635* (ps). 


DODGE—’60 Dodge Dart (6) station wag- 


Bel Air 
2-dr., 


(ps); 4- 


on, $1,765* (ps). 

"59 Coronet (8) 4-dr., $1,270*, 

’58 Royal (8) 2-dr. hardtop, $1,055* 
(ps); 4-dr. hardtop, $760*. 

’57 Coronet (8) 4-dr, hardtop, $650*; 4- 
dr., $650*, 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,720* (ps). 

’60 Thunderbird (8) 2-dr. hardtop, $2,- 
900* (ps); Galaxie (8) 4-dr., $1,675* 
ps); Fairlane 500 (8) 4-dr., $1,445* 
(ps); Falcon (6) 2-dr., $1,360, $1,305; 
4-dr., $1,290, $1,245. 

‘59 Thunderbird (8) conv., $2,350* (ps); 
skyliner, $1,575* (ps); conv., $1,300*; 
Galaxie (8) 4-dr, Victoria, $1,500, $1,- 
4175* (ps), $1,370* (ps); 4-dr., $1,375* 
(ps); Custom 300 (8) 4-dr., $1,030*; 
2-dr., $915. 

‘58 Thunderbird (8) 2-dr, hardtop, §$1,- 
800* (ps); Fairlane (8) 4-dr., $875*; 
Fairlane 500 (8) 4-dr. Victoria, $860*. 

‘57 Fairlane (8) 4-dr. Victoria, $825*; 
t-dr., $615*; Fairlane 500 (8) 2-dr. 
Victoria, $730*, $605*. 


’56. Custom (8) 4-dr., $550*, $520; Fair- 
lane (8) 4-dr., $400*, $380. 


’55 Country Sedan (8) 4-dr. (9 pass.), 
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’57 Custom (6) Cross Country 4-dr., 
$735; 4-dr., $460* (ps). 
’55 Custom Cross Country 4-dr., $445*, 
$370*. 
VALIANT—’60 V-100 (6) 4-dr., $1,290. 
BORDENTOWN, N. J. 
National Auto Dealers Exchange. Sale 
every Wednesday. Prices are for sale of 
, ; Jan. 25. Snow and extreme cold held down 
$500; Fairlane (8) 2-dr., $380; 4-dr., | registrations. Buyers were here in mass 
$340*, , and due to the scarcity of merchandise the 
IMPERIAL—'57 Crown Imperial 4-dr., $1,- | well detailed cars were bringing top dollar. 
unary: "es Steat ea . Sold 79 percent of 238 consignments. 
ae onterey 4-dr., $930", | guICK—'59 Electra 4-dr., $1,510*' (ps). 
. ’ ‘ , - iviers 75* 
‘58 Monterey ar., $600"; Montclair 4-| $5 Century 4-0, Riviera, 075", (oe, 
t., $425*. a chia 6. de jotnen amen ‘ 
'55 Montclair 2-dr., $350*. 7" Sarees — $570* (ps); 
OLDSMOBILE — '61 (88) 4-dr., $2,725* 56 RM conv., $640* (ps): Special 4-dr 
(ps). $500*. 2 ‘ 71 
‘59 (88) 4-dr. Holiday, $1,675* (Ps);| +55 Special 4-dr. Riviera, $450*; 4-dr., 
x98), 4-dF., $1,590* (ps). $200*; 2-dr. Riviera, $310* (ps), $285*; 
57 (88) Super 4-dr., $825*. Super 4-dr., $390* (ps). 
‘56 (88) 4-dr., $580*, $550* (ps); 4-dr. 54 Special 2-dr. Riviera, $100* 
Holiday, $550*; (98) 4-dr., $550* (ps). |. a arene ia ee 
55 (88) Super 4-dr., $435*, a tees cee 60 (62) 4-dr. hardtop, §$1,- 
« s) 
PLYMOUTH—'60 Savoy (6) 4-dr., $1,210.| +5" (g9) Special 4-dr. hardtop, $1,900* 
’59 Fury (8) 4-dr., $1,185* (ps); Belve- (ps); (ea 4edr. hardtop $1,800" (ps); 
dere (8) conv., $1,175* (ps); 4-dr., 2-dr. hardtop, $1,790* (ps) 
$1,100* (ps); Suburban (8) 2-dr., 56 (62) 4-dr., | $800* (ps); 2-dr. hard- 
__ $975". : top, $600* (ps). 
57 Fury (8) sport coupe, $800* (ps); CHEVROLET 60 Parkw {8 
Suburban (8) 4-dr, (9 pass.), $645*; . Bees ee ee wood (8) 4-dr., 
Belvedere (8) 4-dr., $625*. not 815* (ps). ma 
‘56 Suburban (8) 4-dr., $505*; Belvedere 59 Impala (8) 4-dr. hardtop, $1,550 
(8) 4-dr. hardtop, $475*. (ps), $1,475 (ps); Parkwood (8) 4- 
'55 Savoy (8) 4-dr., $390*. ci bet’ Baie tan), ELSee? tons’ 
PONTIAC—'61 Tempest 4-dr., $1,850. $1'170°, 41°100°: wel Air’ <6) 4-ar. 
°60 Catalina Safari 4-dr., $1,975* (ps); | $1.200*, §1.100*. $1,075*: Brookwood 
_sdr., $1,900*. n (8) 4-dr., $1,175*; Biscayne (6) 4-dr., 
57 Star Chief 4-dr., 780*. $1,130*; 2-dr $865. 
’56 Chieftain 4-dr, Catalina, $410* (ps). 5S Impala (8) 2-dr. hardtop, $1,100*; 
55 Star Chief 4-dr., $380*, Biscayne (6) 2-dr., $840, 2 at $830; 
RAMBLER—’59 Super (8) 4-dr., $1,260*. 4-dr., $810*; Yeoman (6) 4-dr., $760*. 
"58S Super (8) 4-dr., $845* (ps). 57 Bel Air (8) 4-dr. hardtop, $1,050* 
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(ps); 2-dr., $775*; Bel Air 
$420; 2-dr. hardtop, $750* 
ten (6) 2-dr., $775. 

'56 Bel Air (8) 4-dr., $550* 
ten (8) station wagon 2-dr., 
Two-ten (6) 4-dr., $350. 

’54 Two-ten 4-dr., $100*. 

'53 Bel Air 4-dr., $115; 2-dr., $115. 

’51 Deluxe station wagon 4-dr., $115. 


2-dr., 
Two- 


(6) 
(Ps); 


(ps); Two- 
$530"; 


DODGE—’60 Matador (6) 4-dr., $1,535. 

"54 Royal 2-dr., $110*. 

FORD—’60 Country Sedan (8) 4-dr., $1,- 
800* (ps), $1,550* (ps); Galaxie (8) 
starliner, $1,680* (ps), $1,640* (ps); 
4-dr., $1,500*. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
300* (ps), $2,115* (ps); Galaxie (8) 
2-dr. Victoria, $1,400* (ps); Custom 
300 (8) 4-dr., $720*. 

’58 Country Sedan (8) 4-dr., $740*; Fair- 
lane (8) 2-dr., $655*, $525*; 4-dr., 
$650* (ps); Custom 300 (8) 2-dr., 
$530". 

‘57 Country Sedan (8) 4-dr., $840* (ps), 
$790*, $690*; Fairlane (8) 4-dr. Vic- 
toria, $655* (ps). 


’'56 Ranch Wagon (8) 2-dr., $275*; Cus- 
tom (8) 2-dr., $230*, $210. 

‘55 Fairlane (8) 4-dr., $270*. 

’54 Custom (6) 4-dr., $200*; 2-dr., $100; 


Custom (8) 4-dr., $150*; 2-dr., $100. 
’52 Custom (8) 2-dr., $125. 
IMPERIAL—’57 Imperial 2-dr. hardtop, 
$1,110* (ps). 
MERCURY—’59 Monterey 4-dr., $1,040* 


(ps). 
"58 Monterey 4-dr. hardtop, $910* (ps). 


’57 Monterey 2-dr. hardtop, $850* (ps), 

S580". 
OLDSMOBILE *60 (98) 4-dr. Holiday, 

$2,300* (ps). 

59 (98) 4-dr. Holiday, $1,750* (ps); 
(88) 4-dr. Holiday, $1,600* (ps). 

"5S (88) 4-dr. Holiday, $1,090* (ps); 
4-dr., $975* (ps); 2-dr., $780*. 

’56 (88) 4-dr., $575* (ps); 4-dr. Holiday, 
$365*. 
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PLYMOUTH — '59 Suburban (8) 2-dr., 
$980* (ps); Belvedere (8) 4-dr., $980* 
(ps); Savoy (6) 2-dr., $760*. 

’58 Suburban (8) 4-dr., $945* (ps); Bel- 
vedere (8) 4-dr., $630*. 

’57 Plaza (8) 2-dr., $325*. 

'56 Belvedere (8) 2-dr. hardtop, $165*. 


'55 Belvedere (8) 4-dr., $285*; Plaza (6) 
2-dr., $115. 


’54 Plaza 2-dr., $140. 

PONTIAC—'59 Bonneville conv., $1,800* 
(ps); Star Chief 4-dr. Vista, $1,650* 
(ps). 

'5S8 Chieftain 4-dr,., $800* (ps). 

‘57 Star Chief 4-dr. Catalina, $870* 

(ps). 

°56 Chieftain 4-dr., $530*. 

55 Star Chief 2-dr. Catalina, $215*, 

$185*, $110", 

’54 Star Chief 4-dr., $150*. 
RAMBLER—’60 Custom (6) 4-dr., $1,555. 
VALIANT—'60 V-200 4-dr., $1,410*. 
MISCELLANEOUS—'59 Willys Jeep, $1,- 

325. 
* * * 


— Auctions in Brief — 
CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday (Jan, 26). Snow and cold slowed 
the past today, Many sharp units hand 
picked. Sold 324 cars from 512 consign- 
ments. 

* * Ed 


FONTANA, WIS. 

Fontana Auto Auction, Sale every Thurs- 
day (Jan. 26). All cars selling good. Prices 
up on all sharp cars, Sold 153 cars from 
247 consignments. 

* * * 


MANHEIM, PA. 
Manheim Auto Auction, Sale every Fri- 
day (Jan, 27). Weather: Bad snow. Sold 
70 percent of 360 consignments, 








or profit, sell safety through periodic 

inspection and maintenance. This requires lifting 

cars on a Hoist . . . because three out of four service 
jobs are accessible only from below the car. 

And Globe Hoists (FS-10 single post and FS-27 

two post) have unmatched superiorities for both 

They get cars up faster, 


lubrication and service. 
















““FRAME-KONTACT” TRUCK 
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*“‘*FRAME-KONTACT” 
TWO-POST 


FOR SERVICE 


AND PROFIT 
USE A 
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HOIST 


TWO-POST, 










provide greater accessibility. Full rotating 3-position 
pads, mounted on long-sleeved, easy swiveling arms 


reach specified pick-up points for all cars . . . with 
nearly 20% extra reach to cover future needs. 

For complete data on Globe Frame-Kontact 
Hoists, write to Globe Hoist Company, East Mer- 
maid Lane at Queen Street, Philadelphia 18, Penna. 


ELECTRIC, 
AUTO 












Barrett Kirkendall has been ap- 


pointed Pacific Coast sales man-/| 37 years with GMAC. 


ager for Firestone Tire & Rubber} 


Co. He formerly held a like position | ager of U. 
in the Central Sales Division ral joined GMAC in Dallas, 


headquarters in Akron, 


Kirkendall will be in charge of | AMC Appoints Willlamson 


wholesale, retail store and dealer | 
sales in 13 states, including Alaska 
and Hawaii. 

+ 


Lott Joins Ford Credit 
Charles E. Lott has been appoint- | 
ed manager of Ford Motor Credit 
Co.’s new Cleveland branch office. 
Before joining Ford Credit, Lott 


* * 


was Cleveland sales representative | 


with Associates Discount. 
K * i 


Dayco Names Barron 


Roy A. Barron has been named | 
manager of Dayton Tire & Rubber| 


Co.’s newly organized Memphis | 
sales district. 
* 


Muldoon Appointed 


NAPA General Manager 


E. J. Muldoon has been appoint- 
ed general manager of the Nation- 
al Automotive Parts Assn. 

Since 1948, Muldoon has served 
as general sales 
manager of the 
Small Tools Divi- 
sion of New Brit-| 
ain Machine Co. 


* * 


joined New Brit- 
ain in 1943 as as- 


Tools 
later becoming 
sales Manager of 
one of New Brit- 
ain’s product lines. For the past 12 
years, Muldoon has served as a di- 





E. J. Muldoon 


rector of the N-A-P-A Manufactur- | 


ers’ Council. 
* 


Carter Boosts Johnson 


To Aftermarket Chief 


Appointment of Marvin G. John- 
son as director of aftermarket sales 
at the Carter Carburetor Division 
has been announced, He succeeds 
A. P. Lauer, who returned to his 


. = 


previous duties as central district | ; 
istatistics and 


manager of aftermarket sales in 
Chicago, 

Johnson has held various sales 
posts during his 19 years at Carter. 
For the past seven years he has 
been Western district manager of | 
aftermarket sales. 

* cd 


Hull Heads esas 


In GMAC Promotion 


Deryl Hull, vice-president of Gen- 
eral Motors Acceptance Corp., has 
been placed in charge of branch 
operations in the United States and 
has been elected a director of the 
company, it was announced. He 
succeeds Thomas F,. Gentleman, 


| 


| 


| 


| Ford Motor Co, where he held 


He originally} 


sistant sales man- | 
ager of the Hand | 
Division, | 


| office of the Ford 


| been with Ford since 1951. 


| pervisor in the Ford Division’s ad- 
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who retired after an association of | 

Hull, previously assistant man- 
S. branch operations, 
in 1928, 


* * 


Assistant to Abernethy 


J. Beach Williamson has been 
promoted to executive assistant to| 
| Roy Abernethy, vice-president of | 
automotive distri-| 
bution and mar-| 
keting of Ameri-| 
can Motors Corp. | 
Williamson, for- 
merly business) 
management 
manager of the} 
Detroit Zone of| 
AM, succeeds the | 
late William L. 
Courage. 

Williamson 
joined AMC eight 
|months ago after 19 years with 





J. B. Williamson 


many top-level administration posi- 
tions. 


Mack Purchasing Headed 


By Williams; Mintz Upped 

William M. Williams has been 
appointed purchase director for 
Mack, and Gerald E. Mintz has 
been named chief engineer of the 
firm’s newly created Engineering 
Department. 

Before joining Mack Williams 
was a purchasing executive with 


Ford Promotes 


Domagall in Sales 


DEARBORN. — Lawrence E. 
Domagall has been appointed sales 
operations manager—a newly cre- 
ated position in the general sales 


Division. He will 
be responsible for 
distribution, busi- 
ness Mmanage- 
ment, finance 
plans, market 
representa- 
tion and sales 


analysis. 
Domagall, who 
had served as ex- 
ecutive assistant 
to the Western regional sales man- 
ager since September, 1959, has | 





L. E. Domagall 


He joined the company as a su- 


ministrative services department 
and a year later became manager 
of the department. He joined the 
sales office in 1954 as manager of 
the administrative planning depart- | 
ment and held that post until join- 
ing the Western regional manager’s 
staff. 





“STRONG IDENTIFICATION AT LOW COST”... 
say about Childers Carports with colorful Panorama trim. Big sign letters 
are easily attached to the smart front panel. Save the expense of a separate 
sign! Sheltered cars stay sparkling clean, and gay night lighting attracts 
extra customers. Read how Childers Carports pay for themselves by reduc- 


ing display costs. See Page 33. 
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that’s what dealers 





|}company refused to replace the| 


| district attorney’s office, 


American Radiator & Standard 
| Sanitary Corp. Mintz had been 
| chief engineer for buses. 

* * 


| Ford Stamping Shifts Miller, | 
| Names Chendes Successor 


Walter F. Miller has been ap-| 
| pointed manager of the Cleveland 


stamping plant, and Albert J. 


Chendes has been named manager | ; 


of the Dearborn stamping plant. 
Chendes succeeds Miller at the 
Dearborn plant. Both are 30-year 
veterans in automotive manufactur- 
ing operations. 

Miller is a graduate of Henry 
Ford Trade School and joined Ford 
jin 1930 ag a die maker. Chendes 
|joined Ford in 1954 as assistant 
manager of the Wayne (Mich.) as- 
sembly plant of Lincoln-Mercury. 
He formerly was with General Mo- 
tors Corp., Fruehauf Trailer Co., 
Briggs Mfg. Co., and Motor Prod- 
ucts Corp. 

* 


* * 
Goodrich Appoints Reidy 


Equipment Tire Sales Chief 


Robert J. Reidy, product man- 
ager for truck and off-the-road 
tireg since 1957, 
has been appoint- 
ed manager of 
equipment tire 
sales for B. F. 
Goodrich Tire Co., 
a division of B. F. 
Goodrich Coa, 
Akron, 

Reidy succeeds 
Russell E. Mont- 
gomery, recently 
named managing 
director of B. F. 
Goodrich Australia, Pty., Ltd. a 
B. F. Goodrich subsidiary, In his 
new position, Reidy will manage} 
the company’s tire sales to automo- | 
bile, truck and equipment manufac- | 
turers. 


R. J. Reidy 


* 
Top Switches at Gould 


Albert H. Daggett, president of | 
Gould-National Batteries, Inc. here, | 
was elected chairman and chief ex- | 
ecutive officer. Daggett, who had} 
been president since 1936, was suc- 
ceeded as president by Fred W. 
Roth, vice-president of industrial 
operations. 


* * 


* * * 
Autolite Ups Snellbaker 
U. Seldon Snellbaker has been 
named manager of Electric Auto- 
lite’s Oakland (Calif.) battery plant. 
He had been controller. 
* * * 


Kruger Shifted by Olds 


Noel C. Kruger jr. has been ap- 
pointed Oldsmobile’s Houston dis- 
trict manager. He had been Okla- 


homa City district manager. 
* a ok 


Grote Promoted in Sales 

Walter F. Grote jr. has been ap- 
pointed assistant sales manager of 
the Cabinet Division, Grote Mfg. 
Co. He has been with the firm 
since 1948 and _has Served in the 


‘New-Car’ Buyer 


Charges Vehicle 
Had 7,000 Miles 


AUBURN, Calif—John Stull, a 
witness in the trial of O. E, Saug- 
stad, Roseville auto dealer, testified 


| that he purchased a car from the 


dealership as new and later found | 


| automotive sales, 
| sion, 
| He will be head- 


production, purchasing and sales | 


departments. 
+ * 


Rubbermaid Ups Cusick 


|\In Automotive Division Sales 


Leo P. Cusick has been promoted 
to manager of jobber and distribu- 
tor sales for the| 
automotive di vi-| 
sion of Rubber-| 
maid, Inc. 

Cusick joined 
Rubbermaid 
in 1958 ag a 
housewares terri- 
tory salesman in 
New York. Last 
February he was 
transfered to 
Wooster as field 
representative in 
is a| 


* 





L. P. 
the automotive division. He 
graduate of Seton Hall University. 


Cusick 


* & 


Piggot Rejoins Lyon Metal 

Lyon Metal Products, Inc., has 
appointed A. W. Piggot assistant 
manager of the new product re- 
search and contract sales depart- 
ment. Piggot, a former Lyon sales 
executive, left the firm in 1954 to 
go into business in Texas. 

a * Ok 


Pontiac Names Goold 


Appointment of Gordon C. Goold 
|as assistant zone manager of Pon- 
| tiac’s Oklahoma City sales zone is 
announced. A member of the Pon- 
tiac field sales organization since 
1950, Goold succeeds Huffman 
Walker, who has resigned to enter 
the retail auto business. 

| * * 


Pittsburgh Plate Names Keim 


To Detroit Sales Position 
Laurence A. Keim has been 
named technical service manager— 
for Glass Divi- 
Pittsburgh Plate Glass Co. 


* 


* 





quartered in De- 
troit. 
Keim joined 


Pittsburgh Plate 
in 1936 as a re- 
search chemist in 
the glass divi- 
sion’s’ research 
laboratory. 
He transferred to 
the company’s 
general office in 
1953 where he has 
gained wide experience as an auto- 
motive technical representative in 
the division’s product development 
department. 


* of Ed 
Messall Joins Sealed 


Thomas Messall has been named 
by Sealed Power Corp. as zone sales 
manager in the St. Louis area. Mes- 
sall has been active in automotive 
parts sales work for the last seven 
years in Iowa, Nebraska, Missouri, 


Kentucky, Tennessee and Arkansas. 
* * * 





L. A. Keim 


Ford Plant Manager 


Promotion of Donald W. Merrick 
to plant manager of Ford Division’s 
Norfolk, Va. assembly plant is an- 
nounced. He succeeds G. L. Lemoine, 
who has been plant manager since 
July, 1946. Lemoine plans to retire 
in December. 

+ 


Holley Promotes Wilson 

R. S. Wilson has been named re- 
gional sales manager of Holley 
Carburetor Co.’s Southwest District. 


* * 





a lubrication sticker on the vehi-| 
cle indicating it had been driven| 
7,000 miles. | 

Saugstad, William Kimball, 
former general manager, 


his | 
and| 


| James Quirk, sales manager, have | 


been indicted by a grand jury on | 
eight counts of conspiracy to de- 





|fraud and making false reports or | 
|sales to the State Department of 
|Motor Vehicles. 


Stull said he was given another 


;car after finding the lube sticker. | 


He added, “I took the second car | 
to a garage to have it serviced and 
found that the oil was dirty and 
it had been driven before, but the 


second car.” 

Prosecutor Wayne Wylie, of the} 
attempted 
to show that several persons were 
sold the same car, which was rep- 
resented as new, He charged that 
one 60 model was sold as new to 
Stull and two other men, 

The prosecution also charges that 
sales reports were sent to the De- 
partment of Motor Vehicles after 


He formerly was service and educa- 
tion representative in that district. 
| Wilson succeeds Jerry O’Connell, | 


who resigned. 
Bo 





* * 


Knight on Dana Board 


W. W. Knight jr. has been elected | 
to the board of directors of Dana| 


Corp. He is chairman of the Toledo- | 


Eisenberg Gets | 
Sabra Sales Post 


NEW YORK.—Bill Eisenberg has | 
been appointed sales manager for| 
Sabra Motors Corp. of America, | 
eastern distributor of the Israeli| 
car. He has spent the past six} 
years in the auto business in man-| 
agerial and sales capacities, most| 
recently with Tri-Color Renault. 

Three new Sabra dealers in| 
metropolitan New York are Sabra| 
Motors Corp. of America, 1836) 
Broadway, New York 23, the dis- 
tributor; Hall Oldsmobile, 1900 
Coney Island Ave., Brooklyn, and 
Strans Foreign Cars, 1474 Jerome 











the legal deadline of 24 hours after 
the sale. 


Ave., Bronx. 


| is president of Nicholas Corp., 


|Special Equipment Engineer 








Lucas County Port Authority and 
To- 
ledo. 


es 


White Truck Names Dick 


ak 


Harvey F. Dick has been named 
special equipment engineer of the 
White Truck Division, He will be 
responsible for the design and re. 
lease of all special truck orders 
issued by the Engineering Depart- 
ment, the firm said. 

Before joining White, Dick was 
with American La France as chief 
engineer, and prior to that he wag 
a product test engineer with Inter- 
national Harvester. 

* * 


Widmier Joins Brockway 
As District Sales Manager 

H. L. Widmier has joined Brock- 
way Motor Trucks as district man- 
ager of the Homer (N. Y.) sales 
and service branch. 

He had been executive vice-pres- 
ident of Cortland Baking Co., Cort- 
land, N. Y., for more than eight 
years. 


* 


* 


* Ba 

Ford Appoints Moffit 
Donald W. Moffit has been ap- 
pointed assistant district sales man- 
ager for the Ford Division in Bos- 
ton. He replaces J. F. O’Brien, who 
was transferred to Buffalo as assist- 
ant sales manager. 

* Eo * 

Proper, Briggs, Singer, 

Suss Promoted in IH Sales 


Four district sales appointments 
have been announced by Interna- 
tional Harvester. They are: 

C. A. Suss, supervisor of parts 
and service merchandising in the 
Northwest region; James W, 
Briggs, Los Angeles sales manager; 
John R. Singer, assistant Los An- 
geles manager, and L. R. Proper, 


assistant Des Moines manager. 
* * 


Smith, Schreiber Shifted 


At Securities Investment 


Stuart H. Smith has been elected 
president of Securities Investment 
Co., 
Contract Finance Corp., which op- 
erates finance and personal loan 
offices in 37 cities in Middle West 
and South, 

C. Harold Schreiber has _ been 
elected chairman of finance com- 
mittee of Securities Investment Co. 
Schreiber was Smith’s predecessor 
as president. 





LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 









Model S-58 Shown on Falcon 
Dealer Cost, $26.70 
(Clamp-ons from $14.85) 

Send for Details on Your Make 


CANELL ~ 


HUbbard 9-9651 
63 So. State St., Hackensack, N. J. 


DISTRIBUTOR INQUIRIES INVITED 







WESTERN WRECKERS 


For All Vehicles—WILLYS @ FORD 
DODGE @ CHEVROLET @ GMC 


* Eel’ 
Laff? 


@ 3 Ton Models Available from 


Stock. 
Retails from 


STATE & LOCAL 
TAXES EXTRA 


4 Ton 
Model 


© 


~~ 


DEALER INQUIRIES 
INVITED 


WESTERN WRECKER DIV., Dept. AN-2-6 
DOUGLAS MOTORS CORP. 
1234 N. 62nd St., Milwaukee, Wis. 
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By Leo T. Parker 


Attorney at Law 


HIGHER court held that a| 


legal title, and right to use real 
estate, can be acquired by proof 
that a nonowner used the property 
for a period of 20 
yearg, 

For example, in 
Shellow v. Hagen, 
101 N. W. (2d) 
694, testimony 
showed that one 
Hagen owned a 
lot. A man named 
Shellow began 
using the lot in 
1928 for parking 
his autos and the 

Leo T, Parker autos of his 
guests. Hagen made no objection 
to Shellow’s use of the property 
for these purposes until 1954, when 
he demanded that Shellow cease 
using the lot, Later Hagen erected 
a 25-cent parking sign which was 
ignored, and then a barricade was 
erected across the parking lot. 

In subsequent litigation, the 
higher court held that Shellow 
can continue using the lot, and 
also granted an injunction re- 
quiring Hagen to remove all bar- 
ricades and restraining him from 
obstructing the free and open 
access and use of the lot by Shel- 
low and his guests, invitees, suc- 
cessors and assigns. The court 
said: 

“When it is shown that there has 
been the use of an easement for 20 








Pontiac Reports 
Big Gain in Use 


Of 4 Accessories 


PONTIAC.—Air conditioning, 
power windows, steering and 
brakes are the Pontiac accessories 
which have gained most in popu- 
larity in the last six’ model years, 
according to a survey by the com- 
pany. 

The biggest advance was achiev- 
ed by air conditioning. Only 1.1 per- 
cent of the 55 models had this ac- 
cessory, while thus far it has been 
ordered on 12.3 percent of the ’61 
cars, a gain of 1,018 percent. 

The popularity of power windows 
has increased by 336.3 percent, 
jumping from 2.2 percent in the ’55 
model year to 9.6 percent thus far 
in the current year. 

Power steering is ordered today 
on 87.4 percent of Pontiac’s models, 
an increase of 290 percent over the 
‘65 run when only 22.5 percent of 
production included this option. 

The use of power steering has 
risen by 168 percent, with 82 per- 
cent of today’s cars having this 
accessory in comparison with 30.6 
percent of the ’55 models. 

Pontiac said the most popular 
accessories continue to be heater, 
Hydra-Matic transmission, radio 
and backup lights. 


Cold Day; Hot Car 


Device Warms Up Engine 


Witheut Driver 


MONTREAL.—George Sturbois, a 
Montreal inventor, believes he has 
the answer to driving away in a 
warmed-up car all winter long. His 
patented device, called Sturbomatic, 
Starts the car by remote control. 

The equipment, now on the mar- 
ket, works on a clock motor. The 
Owner can set the dials for what- 
ever time he wants the car to be 
turning over before he uses it. The 
timer can be set as long as 18 hours 
in advance. 

Sturbois says there’s no danger 
of someone else driving the car 
away. A safety device stops the 
engine as soon as the car is put 
In gear, and the owner must use his 
Own key before the car can be 
moved. 


Oakdale Motors Builds 


OWATONNA, Minn.—Oakdale 
Motors (Chrysler-Dodge), a re- 


Lawsuits Affecting Dealers .. . 
Court Decisions 
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| years, it will be presumed to have 
been under a claim of right. The 
easement claimed by the plaintiffs 
(Shellow) lies in the use he made of 
the property. Claim of title is not 
necessary, and the use need not be 
to the exclusion of the owners.” 

This higher court went on to ex- 
Plain that the same law is applica- 
ble to rights-of-way, roads, lanes, 
driveways, etc. 

* Eo * 


Motor Number Is Wrong 


J W. WHITE, Buffalo, wrote a 
* letter asking whether a chattel 
mortgage on an auto always is in- 
valid if the motor number of the 
auto is listed incorrectly in the 
mortgage. 

According to a late higher 
court decision, a mortgage or con- 
ditional sale contract for an auto 
is not always rendered void where 
the motor number in ‘the mort- 
gage or contract is incorrect. 


For example, in Associates In- 


DETROIT. — Fuel and mainte- 
nance costs of Chrysler-Perkins 
diesel taxicabs have been cut in 
| half over a two-year test period, ac- 
|cording to a tabulation announced 
by Chrysler Corp.’s Marine & In- 
dustrial Engine Division. 


Cab operators all over the na- 
tion reported “outstanding econ- 
omy records,” a spokesman said. 


He added that one cab in Detroit, 
after travelling nearly 70,000 miles, 
had a total maintenance cost of 
.005 of a cent per mile, compared 
with .012 of a cent for a typical 
gasoline-powered taxi. 

One fleet of 17 ’59 cabs in Detroit, 
powered by Chrysler-Perkins diesel 
engines, reduced average fuel con- 
sumption to 20.3 miles per gallon, 
he continued, compared with about 
10 miles for a gasoline cab. 

Consumption was down to 23.4 
m.p.g. for a fleet of ’60 diesel cabs 
in the same city, he added. 

“We are more than cutting our 
operating cost in half,” said 
Charles Ross, a Motor City cab 
operator. Diesels have saved him 
“many thousands of dollars in 
fuel and maintenance bills,” he 
said. 

“Drivers find they cannot jack- 
rabbit diesel cabs away from traffic 
lights as they can gasoline-powered 
vehicles, but this has its advantages 
in fuel and maintenance costs,” 
another operator said. 

The Chrysler-Perkins diesel model 
P4-203 was built especially for taxi 


Norfolk Market 
Claims State Lead 
In New-Car Sales 


NORFOLK, Va. — The Norfolk- 
Portsmouth Metropolitan Area was 
Virginia’s leading new-car market 
in 1960, according to the Virginian- 
Pilot and Ledger-Star. The news- 
Papers said 17,865 new autos were 
registered here last year, compared 
with 17,369 for the Richmond Met- 
ropolitan Area. 

The Norfolk-Portsmouth total 
was about one percent below the 
1959 figure of 18,037 registrations. A 
decline in imported-car sales ac- 
counted for the dip. 

Imports fell from 2,702 registra- 
tions in 1959 to 2,244 last year. The 
year-to-year loss was 17 percent. 

Domestic-car sales rose from 
15,335 in 1959 to 15,621 in 1960. Six 
American-made compacts took 
4,452 sales in 1960. They were: Fal- 
con, 1,279; Rambler, .853; Corvair, 
787; Valiant, 727; Comet, 475, and 
Lark, 331. 

Chevrolet was the top-selling 
standard with 3,334, followed by 
Ford, 2,587; Pontiac, 1,083, and 
Plymouth, 918, 

Renault led the imports by a wide 











cently organized dealership, built 


& new 50-by-60-foot structure in the 
Oakdale addition of this city. Rob- 
ert Seykora is manager. 


margin with 603 sales. Others reg- 
istering more than 100 units in 1960 
were Volkswagen, 377; Opel, 158; 
English Ford, 150, and Peugeot, 105. 


vestment Co. v. Pippin, 211 S. W. 
(2d) 887, the testimony showed 
these facts: A man named Pippin 
bought a second-hand Buick from 
a dealer in Texas. The sale was evi- 
denced by a written contract which 
| recited a cash payment of $250 and 
|a balance of $511.80. 


the contract recited that upon fail- 
ure to make any payment when 
due, the balance then due should be 
immediately payable, and that the 
dealer could take possession of the 
car. 
signed by the dealer to Associates 
Investment, 

Pippin drove the car out of Texas 
and thereafter failed to make 
agreed payments, and sold it to one 
Wills. Later the finance company 
located the auto. 

co * * 


New Owner Balks 


give possession of the car to the 
finance company, and he proved 
that the motor number of the auto 
was 43,314,561, whereas in the sale 
contract it was 53,316,461, 

Nevertheless, the higher court 
held that the finance company 





Diesel Cabs Cut Costs 
In Half, Operators Report 


service and is available in Plymouth 
and Dart cabs, the Chrysler spokes- 
man said. 

He added that Chrysler-Perkins 
diesel cabs are in operation in many 
cities, including Los Angeles, De- 
troit, New York, Miami, Chicago, 


| Indianapolis, Louisville, Boston, 


Cleveland, Philadelphia, Memphis 


and Seattle. 








4 


| This balance was payable in| 
monthly installments of $42.65, and | 


The contract was duly as-| 


[HE possessor, Wills, refused to | 





FIRST in Cleveland 
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ADVERTISING* 


SIXTH in America 
in Total Advertising 


| prosecuted for a felony. 


| owners were left with the sales de- 


|for repairs, he drove the vehicle 





could take possession of the car 
because the court was convinced 
that it was the same auto pur- 
chased by Pippin from the auto 
dealer in Texas. This court said: 


“Except only for the discrepancy 


| 


|in the motor number there is no} 


testimony which leaves any doubt | 
about the identity of the car Pip-| 
pin bought in Texas.” 

* + ca 


‘Theft’ Is No Felony 


HIGHER court held that the 
owner who steals his auto out | 
of a garage, without paying repair | 
charges, is guilty of the crime mis-| 
demeanor, but that he cannot be 


For illustration, in Thomas, 
District Court of Appeals, Second 
District, Division 2, California, 4 
California 667, the testimony 
showed facts, as follows: A man 
named Thomas took his 1957 
Ford auto to Harbor Lincoln- 
Mercury Co. for repairs, and 
signed a repair order using the 
fictitious name of “Bill Marlin.” 
The service department closed at 
5 p.m., although the back door was 
left open. The ignition keys of all 
autos not then called for by the 


partment at the front of the build- 
ing. 

During the evening, Thomas re- 
turned to the premises, entering 
through the open rear door of the 
service department, and without 
permission or paying the charges 


from the premises. Thomas was ar- 
rested and was held in jail while 
awaiting trial on “stealing” his own 
auto. 

The higher court granted a writ 
of habeas corpus and the sheriff 
was ordered to discharge Thomas 
from custody and jail. 

This higher court explained that 
Thomas had not committed a fel- 
ony but a misdemeanor, which is a 
lesser offense. 








RETAIL SALES IN CLEVELAND AND ADJACENT COUNTIES 
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$15 Billion Saving 
In Moving Goods 
Called Possible 


DALLAS.—An annual saving of 
$15 billion is feasible in the truck 
transportation industry with in- 


| creased attention by top manage- 


ment to the science of moving 


| goods, a GMC Truck & Coach Divi- 


sion executive told the annual con- 
vention of the Private Truck Coun- 
cil of America. 

The statement was made by J. W. 
Millard, manager of transportation 
productivity research, before a 
group which accounts for nearly 
70 percent of all intercity highway 
ton-miles of freight. 

“The savings opportunities are in 
expense categories where manage- 
ment still has relative freedom of 
action,” Millard said. “The overall 
concept of physical distribution 
must comprehend not only the 
costs of dock-to-dock transport but 
also related costs of packaging, 
warehousing, materials handling 
and others.” 

Limiting his study area to mate- 
rials handling and freight transpor- 
tation for manufacturing industries, 
Millard estimated that $62 billion 
represents the national cost of 
movement of goods through all 
channels. 


“Our studies and many others 
show that a 25 percent improve- 
ment factor is wholly feasible, with 
a minimum national savings poten- 
tial of upwards of $15 billion,” he 
said. 

He said savings may be attained 
through scientific vehicle selection, 
good maintenance and better re- 
placement programs. Millard rec- 
ommended “a great deal of home- 
work” by fleet supervisors to de- 
velop the picture needed to startle 
top management to attention. 


















CLEVELAND 26 ADJACENT TOTAL 

COMMODITY CUYAHOGA COUNTY COUNTIES (000) 
(000) (000) 

Total Retail Sales $2,347,689 $1,977,224 $4,324,913 | HERE IS THE 
Retail Food 581,935 498,319 1,080,254 pnd A pl 
Retail Drug 92,487 59,441 Ee By peendyeoes 
Automotive 357,776 368,264 726,040 | one oF 35 
Gas Stations 144,966 161,669 306,635 ENTIRE STATES 
Furniture, Hsld. Appliances 121,723 86,025 207,748 


(Source, Sales Management Survey of Buying Power, May 10, 1960) 
Akron, Canton and Youngstown Counties are not included in above sales 


Cleveland PLAIN DEALER 


Represented by Cresmer & Woodward, Inc., New York, Chicago, Detrott, Atlanta, San Franctsco, Los Angeles. 
Member of Metro Sunday Comics and Magazine Network. 


*Source: Media Record 









Across the Nation... 





SOUTH BEND. — Studebaker- 
Packard announced that it has 
signed 10 new dealerships. They 
are: 

Barney Auto Mart, 1600 S. Cicero 
Ave., Cicero, Ill.; R. B. Cox & Co., 
631 Church St., Ottumwa, Ia.; 
Charlesgate Motor Sales, Inc., 
Watertown, Mass.; E & S Motor 
Sales & Service, 179 Westminster 
St, Fitchburg, Mass.; Harvil 
Studebaker Sales, 504 Broadway, 
Chesterton, Ind.; Judson T. Min- 
yard, Inc., 533 N. Pleasantburg Dr., 
Greenville, S. C.; Motor Mart, Inc., 
1135 Main St., Lewiston, Id.; Nelson 
Implement Co., Beaver, Wis.; Jere 
W. Smith, Inc., 550 El Camino Real, 
Sunnyvale, Calif., and Warren Sub- 
urban Motors, Inc., 3900 Youngs- 
town Rd., Warren, O. 


* * * 


Pack Moves to Calif. 
LOGAN, Utah.—Dean C. Pack, 
president, and Maurice H. Pack, 
vice-president of Dean C. Pack 
Motor Co. have announced liqui- 





Weatherhead Names 


OEM Sales Manager 


CLEVELAND. Weatherhead 
Co. has announced the appointment 
of A. S. Wade as general sales 
manager, automo- 
tive original 
equipment, with 
headquarters in 
Detroit. He for- 
merly wags gen- 
eral sales man- 
ager of the firm’s| 
Fort Wayne 
(Ind.) Division. 

Weatherhead 
also announced 
a the transfer of 

A. S. Wade the sales and en- 
gineering department from Fort 
Wayne to its administrative offices 
here. 
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dation of the entire stock of 
Chrysler and Plymouth products. 
They are moving to Whittier, 
Calif., to become an Imperial- 
Chrysler-Plymouth-Valiant dealer 
known as Pack Motor Co. 

* * * 


Chevrolet Newcomer 


STANLEY, Wis.—South Side Mo- 
tors Co. is a new Chevrolet dealer- 
ship here. Charles E. Colburn is the 
dealer, 

* * x 
Williamson-Willey 
BIRMINGHAM, Ala.—William- 
son-Willey Pontiac Co., has for- 
mally opened in its new quar- 
ters at 3500 Sixth Ave., S, 


* * * 
Mountain States Builds 


DENVER.—Mountain States Mo- 
tors, Inc., Volkswagen agency at 
E. 13th and Lincoln here, is build- 
ing a $100,000 dealership on a 418- 
foot frontage on S. Colorado Blvd. 
between E. Louisiana Ave. and E. 
Arizona Ave, Ground-breaking took 
place in mid-August on the prop- 
erty, which was purchased for 


* * & | 


Walter Miller Motors 


BALTIMORE, — Chrysler Corp. 
announces appointment of Walter 
Miller Motors, Inc., as an authoriz- 
ed Chrysler-Plymouth-Valiant deal- 
er. In the automotive business for 
31 years, Walter Miller is president 
of the dealership, at 611 Frederick 
Rd., Catonsville, Md. 


* * * 


Edmark Buys GM Deal 


CALDWELL, Id.—Jason Smith 
Motors, Inc. (Oldsmobile-Pontiac) 
has been bought by Thomas L. 
Edmark (Lincoln-Mercury-Ram- | 
bler) here. Edmark, who also has 
a Lincoln-Mercury dealership in 
nearby Nampa, was expected to 
move his new Oldsmobile-Pontiac 








TO 
this 
inet 


NEW 


dealership to his present Caldwell 
location. Smith has sold Oldsmo- 
bile here since 1945 and took over 
the Pontiac dealership in 1958. 


* * 


Olds Deal Formed 


MISSOULA, Mont.— Alfred T. 
Turmell and Robert DeMarois 
have formed Turmell-DeMarois 
Co. and will operate an Oldsmo- 
bile dealership here. 


* * x 


Byron Simca Adds Fiat 


HAYWARD, Calif.—The Fiat 
franchise for southern Alameda 
County has been acquired by Byron 
Motors, of 21101 Mission Blvd. Al- 
bert M. Byron said he would con- 
tinue to sell Simca, as well as the 
new line. 

* 


* * 


Kumpf Property Sold 

DENVER.—Florian Barth, presi- 
dent, Kumpf Motor Car Co., 1201 
Acoma St., has sold the company’s 
real estate to Louis A. Charsky, 
Denver investor. He said he has 
leased back all of the property from 
Charsky and will continue as 
authorized dealer for Lincoln, Mer- 
cury, Comet, Rolls-Royce, Bentley, 
Jaguar, Daimler, Austin-Healey, 
MG and Morris. 

* 


Pontiac Makes a Triple 

REDWOOD FALLS, Minn. — 
Scott-Preusse Chevrolet-Buick 
Co. recently added Pontiac. Deal- 
ership name has been changed to 
Scott-Preusse Chevrolet-Buick- 
Pontiac Co. Wilbur H. Preusse is 
owner. 

* 


* * 
Hatch Buick Adds Pontiac 
CUT BANK, Mont.—Hatch Buick, 
operated by Mark Hatch, has add- 
ed Pontiac to its lines. 
* * ok 


Saab to Lewiston 


LEWISTON, Me.—Lewiston Auto 
Sales, 810 Lisbon St., held a two- 
day open house to introduce area 
residents to the Saab automobile, 
for which the firm has been ap- 
pointed dealer for Androscoggin 
County. Richard Lussier is pro- 
prietor of the five-year-old firm. 


VALIANT DRIVERS... 


means a new, slimmer cab- 


a super-size evap- 


orator coil that produces the 
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industry's greatest cooling ca- 
pacity 
twin squirrel cage blowers). .. 
exclusive multi-adjustable lou- 


(delivered by powerful 


. « « precise cooling con- 
. . . satin-finish, anodized 


aluminum face plate, compli- 
mented by vinyl that's lami- 
nated to a streamlined steel 
cabinet . 


. and quiet, de- 
able performance backed 
12-month or 12,000-mile 


guarantee! 


TO VALIANT DEALERS... 


this means you can buy and 
sell the 
siderably less than 


'61 Frigette for con- 
factory- 
led equipment . . . earn 


o comfortable margin .. . and 


keep customers happier 
with a unit that’s 
famous for being 
trouble-free! 
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| Chevrolet joined the fold in 1922; 
General Motors Acceptance Corp., 


| forced the breakoff of the Cadillac, 





Prepariay for a Party— 
Campbell-Ewald Co., Detroit advertising agency, prepares to celebrate its 50th 


birthday tomorrow (Feb. 7). Here, Anthony Nelson, right, art director, shows his 
birthday cake design to Henry G. Little, seated, board chairman, and Thomas B. Adams, 
president. All 800 of the agency's employes will receive a 50th anniversary remem- 
brance. The women will receive gold charm bracelets and the men gold cuff links 
inscribed with the firm's emblem. C-E'’s automotive accounts date back to 1917. 


Campbell-Ewald Celebrates 
50 Years in Ad Business 


By Martin L. Whitmyer 
Staff Writer 


|ner Agency; Cadillac and Pontiac 
advertising was taken over by Mac- 
DETROIT.—Campbell-Ewald Co.,| Manus, John & Adams, and Olds- 
Detroit-based advertising agency! mobile and AC Spark Plug were 
with automotive accounts dating | taken over by the newly organized 
back to World War I, celebrates | 
its 50th anniversary tomorrow} D. P. Brother Agency. 
(Feb. 7). | Largest automotive client with 
Founded in 1911 by the late | C-E is Chevrolet. For two years 
Frank J. Campbell and Henry T. running, C-E television commer- 
Ewald, the company has grown | cials produced for Chevrolet have 
into one of = —— aan a | won worldwide acclaim and two 
agencies in the Midwest, wi ae . ‘ ‘i 
ofhces, 800 omple on ama 48 prizes—at the World Film Fes- 
clients aueughees the United ween, - a in 1959, and at 


States, Se 
Its automotive history dates back| Winning awards, however, is 
nothing new at C-E. Ten magazine 


to 1917, when Delco-Remy, then 

Dayton Engineering Laboratories, | advertisements prepared for four 

became its first automotive client.| different clients—Chevrolet, Nation- 

Delco-Remy still is a Campbell-| al Steel, Champion Paper and Hertz 

Ewald client and one of nine ac-| Rent A Car, were among those re- 
cently singled out by Business 


counts with GM divisions, : . 7 
GM institutional advertising went| Week magazine as being the high- 
est rated advertisements for 1959. 


to C-E in 1919 along with the 
United Motors Service account; In 1960, the C-E creative product 
dominated Detroit's Advertising 
Awards Night. Advertisements cre- 
ated by the agency won 15 of 31 
“Umbrella Awards” for “ads out- 
standing in both copy and art.” 
Many of the awards were for news- 
paper ads, several were for outdoor 
boards and one was for a radio 
commercial. 

Under the eight-year direction of 
Henry G. Little, who succeeded the 
late Mr. Ewald as chairman of the 
board in 1953, and in the three 
years that Thomas B. Adams, has 
served as its president, C-E has 
successfully sought not only to di- 
versify its accounts, but also its 
abilities to service those accounts 
creatively and completely. 

In addition to Little and Adams, 
seven men set policy and run the 
agency, serving on the board of di- 
rectors and its executive committee. 

They include Joseph L. Harti- 
gan, senior vice-president who 
heads media and serves as vice- 
chairman of the board; Lawrence 
R. Nelson, financial director and 
chairman of the executive com- 
mittee; Edward A. Schirmer, sen- 
ior vice-president who is in 
charge of out-of-town reports and 
manages a number of client ac- 
counts; John H. Forshew, senior 
vice-president in charge of mar- 

keting and research; Colin Camp- 

bell and Clarance Hatch, execu- 
| tive vice-presidents who manage 
major client accounts, and Ken- 
singer Jones, senior vice-president 
who serves as creative director of 
the agency. 

In speaking of the anniversary, 


1925; Delco Products, 1926; Pack- 
ard Electric, 1934; Delco Radio, 
1936, and Delco Moraine, 1938. 
Campbell-Ewald, in fact, held all 
major GM advertising accounts 
until 1934, when a directive from 
William S. Knudsen, GM president, 


Buick, Oldsmobile and Pontiac ac- 

counts as well as some supplier di- 

visions such as AC Spark Plug. 
The Buick account went to Kud- 


Dowgard ‘Good’ 


For Two Years 


CLARE, Mich.—Dow Chemical 
Co. announces that it has extend- 
ed the lifetime of Dowgard coolant 
to a period of two years’ time, 
rather than only one year as ini- 
tially stated. This applies to ‘58 
and newer models. 

Brand Manager G. C. Fritts said 
motorists who presently have Dow- 
gard cooling system fluid installed 
in 1958 or newer model cars may 
leave the product in for a total of 
two years “with complete assur- 
ance.” He also stated that 1961 
marketing plans for the product} 
will be announced shortly. 








Nylon Compact Tires 


Offered by Goodyear 


AKRON.—Addition of nylon cord | 
construction in two sizes of tires | 
for compact cars was announced 
last week by Goodyear Tire & Rub- 
ber Co. | Little said “we’re pretty proud of 

C, W. Thorp, marketing manager | our 50-year history but our primary 
of the Tire Sales Division, said 3-T| interest is in the 50 years ahead of 
Nylon Custom Super Cushion tube- | us. With the whole business of 
less tires will be offered in the re-| communications more important 
placement market in 6.00x13 and' than it’s ever been, the next half 
6.50x13 compact-car sizes, The tire| century should be the most exciting 
is made in both blackwall and|that the advertising business has 
whitewall models. | ever known.” 
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For Profit Appeal to Factories . . . 


NADA to Organize ‘Task Force’ 


(Continued from Page 1) 


destroying practices on the part 
of the dealers, including discount 
offers, ruinous advertising and 
supp! ying of discount houses. 
Cooper said he believes that 
while NADA has not yet finished 
compiling financial statistics for 
1960 that dealers earned an operat- 
ing profit of less than one percent. 
That, he said, will compare with 
about 12 percent of sales for the 
manufacturers. 

“’m not complaining about their 
profit,” he said. “They are entitled 
to it. Maybe they do a better job 


than we do.” 


* * * 


HE directors approved this reso- 
lution: 

WHEREAS, in this traditionally 
fast moving and highly competi- 
tive business there is grave con- 
cern by NADA for the very fu- 
ture of this industry; and 

WHEREAS, dealer business mor- 
tality has for several years been 
alarming and is continuing to 
grow at an accelerating pace; and 

WHEREAS, a grave crisis and 
dealer financial loss threatens to 
affect both the basic franchise 
system and also the automobile 
and truck manufacturing busi- 
ness, and the very economic well- 
being of the nation; and 

WHEREAS, the progressive deteri- 
oration of quality dealer morale 
and business opportunity is kil- 
ling the enthusiasm for this busi- 
ness of reputable and previously 
successful dealers and discourag- 
ing businessmen of character 
from entering the retail automo- 
bile and truck business, 

NOW THEREFORE, we recom- 
mend that the president of NADA 
appoint a “task force” commit- 
tee to more completely define and 
analyze the problems of our in- 
dustry; 

AND FURTHER, that this com- 
mittee be instructed to present 
its detailed analysis of the deal- 
ers’ problems to the manufactur- 
ers, indicating NADA’s grave 
concern; 

AND FURTHER, that this com- 
mittee give the manufacturers all 
the assistance and help that they 
may be called upon to give; 

AND FURTHER, that this commit- 
tee insist on a reasonable and 
prompt “action program” on the 
part of the manufacturers to as- 
sist in rebuilding the dealer fran- 
chise system; 

AND FURTHER, that if the com- 
mittee gets no satisfactory and 
constructive results, that the 
“task force’ committee explore 
with the proper officials of the 
Congress and the executive 
branches of the federal and state 
governments ways and means 
that might be available, through 
administrative and legislative ac- 
tion, to assist the industry in 





Mercedes Forms 
Separate Parts, 


Service Division 


SOUTH BEND.—An expanded 
parts and service organization, 
completely separate from that of 
the parent corporation, has been 
established by Mercedes-Benz Sales, 
Inc. It will serve the 45,000 owners 
of Mercedes-Benz, DKW and Auto 
Union cars. 

Promotions and realignments of 
duties as a result of the new or- 
ganization are as follows: 

J. C. Sheppard, formerly eastern 
regional parts and service manager 
for Studebaker-Packard, has been 
Named manager of MBS parts and 
Service. He is responsible for field 
Service, technical service and train- 
ing, parts distribution, import car 
Warehousing and customer rela- 
tions. 

F. R. McBride is parts manager, 
Supervising parts procurement and 
distribution activities. 

B. D. Wood has been appointed 
field parts and service manager. 
V. J. Tomhave is manager of tech- 
Nical service, and J. W. Hudson 


been named customer relations 
Manager. T. H. Clow is manager 
of import operations. 








stabilizing its distribution sys- 
tem; 

AND FURTHER, that if NADA 
finds it necessary to take our 
problems to government, a copy 
of this resolution together with 
a letter explaining its importance 
be presented to the President of 
the United States or his repre-| 
sentative. 


* * * 


1RECTORS also approved a pro- | 

gram of streamlining the com- | 
mittee function, reducing the num- 
ber of standing committees from | 
18 to nine and giving the office of 
first vice-president, now held by 
Thomas Abbott, of Fort Worth, 
greater importance, since he will 
administer the work of the com- 
mittees. 

Many dealers at the convention 
voiced the opinion that the solu- 
tion to dealer problems was sim- 
ple—stop overproduction. 

Makers as well as dealers agree 
that there has been, and is, a glut 
of new cars. For example, Ben D. 
Mills, Lincoln-Mercury chief, said 
he sees a need of a downward read- 
justment in new-car stocks of 
350,000 to 400,000 from the present 
stocks of about a million. 

Incidentally, nearly all makers 
held press conferences during the 
convention. Some saw a glimmer of 


| Stabilization of the used-car mar- 





hope for an upward movement in 


sales from the flat spot in January. 


ket was one of the favorable signs. | 
x * * 

1 jgrvcnnn the convention climate) 
generally was one of concern | 
and of crisis, many dealers voiced 
optimism. 





Volkswagen Will Occupy 
New Site in Vancouver 

VANCOUVER, B. C. — Volks- 
wagen Canada, Ltd., will move 
into a new $285,000 parts depot 
and wholesale and distribution 
center here April 1, 

Volkswagen will lease the 
28,000-square-foot, one-story 
building in Lake City Industrial 
Park, Burnaby, 








“There’s too much talk of gloom} 
one small dealer as-| 


and doom,” 
serted. “I live in a town of 60,000, 
and I made $60,000 last year. For 
me this is good. And there are 
thousands of small dealers like me 
in a similar position, You are hear- 
ing too much from the metropolitan 
distress areas.” 

The career-selling program, 
proposed by J. Saxton Lloyd, of 
Daytona Beach, Fla., reportedly 
was tabled Thursday until the 
directors meet next month. 

At the board meeting before the 
convention, directors had split 23- 
23, with reports that the Lloyd com- 
mittee had made an excellent pre- 
sentation but that it was buried in 
an atmosphere of fear and petty 
objection. 


* * 


7 respect to heavy invento- 
ries which hurt the profit pos- 
sibilities this winter in spite of new 
models, Cooper said in a press con- 
ference that a sales slump in Aug- 


* 





Court Ruling on GM Stock 
Approved in duPont Brief 


WASHINGTON.—In a _ 135-page 
brief, duPont Co, has urged the 
United States Supreme Court to 
allow the chemica] firm to keep 
its ownership of General Motors 
common stock in exchange for re- 
linquishing its voting rights. 

This is the solution to the anti- 
trust case against duPont and 
GM that was proposed by U. S. 
District Judge Walter J. LaBuy, 
of Chicago, who heard the case. 


The Justice Department _dis- 
agrees. It feels that the antitrust 
laws would not be met unless 
duPont gets rid of all its GM stock 

DuPont owns 63 million shares of 
GM common. This is 22 percent of 
the 283 million shares outstanding. 

Oral arguments are expected to 
begin before the Supreme Court 
this month. 

In its brief, duPont declared that 
its plan protects the public inter- 
est, while avoiding the “drastic 
consequences” that forced divesti- 
ture would have on the nearly one 
million shareholders of the two 
firms. 

The Justice Department original- 
ly proposed that duPont’s GM stock 
be distributed to duPont sharehold- 
ers over a 10-year period. Judge 
LaBuy rejected that idea, 

Justice later modified its posi- 
tion by suggesting that duPont 
figure out the most advantageous 
and least disruptive way of ac- 
complishing total divestiture. 

The duPont brief warned the 
Supreme Court not to be misled by 
the appearance of flexibility of that 
proposal, It actually amounts to the 
same thing the lower court rejected, 
according to duPont. 

The brief said Judge LaBuy 
found that the original Justice pro- 
posal would have cost duPont 
shareholders $750 million to $1 bil- 
lion and would have seriously de- 
pressed the market values of the 
stock of both GM and duPont, in- 


N.M. Sunday Ban 
Wins by a Vote 


SANTA FE.—The State House of 
Representatives has approved a bill 
prohibiting sale of new and used| 
cars on Sunday, by a vote of 30-29. 
The bill now goes to the Senate. 

Rep. Travis Brem, of Deming, 
who introduced the measure, is an 
automobile dealer. He said his plan 








had the approval of the New Mex- 
ico Automobile Dealers Assn., 


juring hundreds of thousands of 
shareholders. 

Under present tax laws, the dis- 
tributed shares would be taxed as 
ordinary income to the recipient at 
their market value on the date of 
distribution. 

The government brought its anti- 
trust case against GM and duPont 
in 1949, charging that duPont’s 
holding placed it in a position to 
to exercise unfair pressure on GM’s 
purchases of paints, textiles and 
other products manufactured by 
duPont. 


Judge LaBuy dismissed the 
case after a long hearing, but the 
government appealed, and the 
Supreme Court sent the case back 
to District Court in 1957. The 
high court ruled that the duPont 
holding did violate the Clayton 
Act and directed the District 
Court to enter an appropriate 
judgment. 

In 1959, Judge LaBuy ruled that 
duPont could keep the stock but 
must give up the voting rights. He 
contended that this complied with 
the Supreme Court’s 1957 finding. 

The Justice Department claimed it 
did not. That is the question now 
before the high court. 

As a result of the 1959 judgment, 
five duPont men withdrew from the 
GM board of directors, and Alfred 
P. Sloan jr., GM honorary chair- 
man, resigned from the duPont 
board. 


Pittsburgh Dealers 
Fight Plan to Tax 


New-Car Swaps 


PITTSBURGH.—Efforts of tax- 
ing bodies here to tax new-car 
swaps between dealers is being op- 
posed in court by the dealers. 

The courts have been asked for a 
clarification on the matter by Mc- 
Kean Oldsmobile Co. and Ed Mc- 
Kean Oldsmobile Co. with the as- 
sistance of the Pittsburgh Automo- 
bile Dealers Assn. 

The City of Pittsburgh and the 
Pittsburgh School Board are in- 
cluding new-car swaps in their cur- 
rent assessments. A number of 
dealers have been reassessed and 
the amount of these swaps have 
been added to their taxable grosses, 
PADA said. 

A number of Oldsmobile officials 





ust, which no one expected, was| 
the cause. 

Factory men had mentioned that 
| forecasts were worked out 60 days 
'in advance and that, by the time 
| the full impact of the slump was 
| noted, it was too late to avoid the 
| huge carryover. 
Cooper said that the great va- 
| riety of new compacts has con- 

fused the market. | 
| “Weare in a revolution,” he said, | 
| and he indicated that until the in- 
| dustry finds out which way the 
| public is going, the auto dealers 
| had better try to keep inventories 
low. 

“The dealer will need backbone 
and judgment,” he asserted. 

* * cS 
— accented an optimistic 
note: 

“There is no question about the 
future, but NADA will have to edu- 
cate dealers so they can stay 
around for it.” 

There was a confusing note 
among dealers interviewed in halls 
and hotels. Most agreed that there 
was a lack of communication be- 
tween dealer and factory. 

But dealers were saying different 
things. Some were calling on the 
factories for aid; others were com- 
plaining that the factories were 
giving too much aid to the weak. 

At the factory headquarters, 
there was unanimous expression 

of concern for dealers and appre- 

ciation of their importance in the 
distribution system. 

Cooper said that the main legisla- 
tive effort in 1961 will be to fore- 
stall efforts to saddle dealers with 
minimum-hour provisions of the 
proposed labor bill. 

Cooper noted that mechanics 
largely work under a 50-50 system 
with dealers and would be hurt 
under the 40-hour provisions of the 
bill. 

James C. Moore, executive vice- 
president, also noted that efforts 
would be made to bring salesmen 
under provision of the bill 

* Bg * 
JAD weather in the East held 
down attendance to some ex- 
tent, although the total was 9,675, 
including 3,000 dealers, 2,300 wives, 
1,500 service managers, 650 parts 
managers, 425 sales managers, 1,200 
representatives of the auto makers 

and 600 miscellaneous, 

Nearly 150 foreign dealers and 
their wives attended. Among other 
countries, they represented Norway, 
Sweden, Den- 
mark, England, 
Belgium, Austra- 
lia, West Ger- 
many and Japan. 

Before the close 
of the convention, 
Birkett L, Wil- 
liams, retiring 
president, wired 
President K e n- 
nedy, noting his 
consider a- 
tion of the plight 
of the auto business in the State 
of the Union address. 

Said Williams: 

“It is our belief that the automo- 
bile industry has demonstrated its 
vital interest in our national well- 
being. As you know, there has been 
no advance in new-car prices for 
the last three model years. 

“In order to move into the chan- 
nels of commerce, the more than 
1,000,000 new vehicles you men- 
tioned as now in dealers’ hands, a 
2% months’ supply, we respectfully 
request your consideration of a pro- 
gram to remove immediately the 
burdensome and discriminatory 
federal excise tax on these new 
vehicles, or to advance the date for 
reduction of the excise tax from 
July 1, 1961. 

“Either of these proposals, partic- 
ularly the complete removal of the 








Birkett Williams 





and dealers told a county court how 
the system works and why they 
need it. Lawyers for both sides are 
now preparing briefs on the issues. 


which he said was composed of! After the briefs are filed, the court 


both ‘big and little dealers.’ 


is expected to rule. 


federal excise tax, could be the nec- 
essary sales stimulus to our indus- 
try which could provide the stopper 
for the downtrend in our economy. 

“NADA stands ready to assist you 
or your representatives with the 





51 
organization, implementation and 
administration on any program de- 
signed to help our nation back on 
the road to peace and prosperity.” 


ok ¥ * 


Cooper a Dealer 


‘For 28 Years 


SAN FRANCISCO.—W alter B. 
Cooper, of Fort Collins, Colo., was 
elected president of the National 
Automobile Dealers Assn. as NADA 
opened its 44th annual convention 
and exhibition here at the Civic 
Auditorium, 

He succeeded Birkett L. Williams, 
Cleveland, who relinquished the 
office at the conclusion of the con- 
vention sessions on Wednesday. 

Thomas F. Abbott jr., Fort 
Worth, Tex., was elected first vice- 
president of the Association; Wil- 
liam M, McCune, Kittanning, Pa., 
treasurer, and W. N. Neff, Fremont, 
Neb., secretary. 

Cooper, who operates a Chev- 
rolet-Oldsmobile dealership in 
Fort Collins, has been a dealer 
since 1933 and an NADA member 
since 1938. During his long career 
he has served as both first vice- 
president and secretary of NADA 
and as president of both his state 
and local dealer associations, 

He also has been the NADA di- 
rector for Colorado since 1951. 
Cooper is president of the govern- 
ing board of Colorado State Uni- 
versity and president of the Colo- 
rado Good Roads Assn, He is past 
president of the Colorado State 
Chamber of Commerce and a past 
district governor of Rotary Inter- 
national, He has also served as 
chairman of the Colorado Highway 
Advisory Board. 

Abbott (Pontiac-Rambler) has 
been a dealer and an NADA mem- 
ber since 1939. He currently is a 
regional vice-president and chair- 
man of NADA’s National Affairs 
Committee. He has been the NADA 
director for North Texas since 
1952. Abbott is also president of 
the Texas Highway Safety Council, 
a former member of the board of 
regents of Texas Tech. 


McCune, a Ford dealer since 
1935, currently is chairman of 
NADA’s Auditing Committee, 
vice-chairman of the Truck Com- 
mittee and a member of the Na- 
tional Affairs Committee. He has 
also served as a regional vice- 
president and member of the 
Convention and Exhibition and 
International Relations Commit- 
tees. He is a past president of his 
state dealer association and has 
been NADA director for Pennsyl- 
vania since 1956, 


Neff (Chrysler-Dodge-Plymouth- 
Imperial-Rambler) has been a deal- 
er since 1944 and an NADA mem- 
ber since 1945. He is the current 
chairman of the Association’s Bus- 
iness Management Committee and 
has served as a regional vice-presi- 
dent and on the Nominating and 
Public Relations Committees. Neff, 
a member of the Nebraska Motor 
Vehicle Dealers License Board, has 
also been president, vice-president 
and treasurer of his state dealer 


association, 
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6 Major Reforms Urged 


By Michigan Directors 


LANSING.—Directors of the 
Michigan Automobile Dealers Assn. 
have urged directors of the Na- 
tional Automobile Dealers Assn. to 
act on the following six sugges- 
tions: 

1. Selling of new cars by auto 
manufacturers to their dealers on 
open account with no floor plan 
charges for 90 days. 

2. Increase in the percentage dis- 
count on compact cars to the 
same percentage as is established 
on major line cars. 

3. Enactment of “sales below 
cost” legislation, which would pro- 
vide that new manufactured prod- 
ucts could not be sold below the 
cost of manufacturer’s invoice to 
the retailer, plus a minimum of 10 
percent. 

4. Enactment of territory-secur- 
ity legislation. 

5. More equitable tax reforms for 
small businesses, as contrasted by 
auto manufacturers’ profits against 
average dealer profits. 

6. Arrangement with auto manu- 
facturers whereby they would 
grant a 35 percent discount to their 
dealers for their demonstrator 
cars, as allotted on an agreed for- 
mula. 


* 






















PORTABLE ... PERMANENT 
KEY CONTROL FOR 24/36/48 CARS 


Hangs up—locks in desk—goes with you for 
selling. 

Any position keys safe—can't fall off. 

Large number on key tag matches same on 
panel and car sticker, 

Pat. lock—release holder for easy removal and 
replacement of keys. 

Pilfer-proof—no mix-up or tangle of keys. 
Glance tells what keys are out. 

Pat. clip-board back for writing notes/orders. 


Order Direct from 


A. N. HANNA COMPANY, INC. 
Atlantic Highlands, N. J.—AT 1-169/ 















48 Keys—Silver or Gold . . . . . . $15.00 
36 Keys—Silver or Gold . . .... 11.50 
24 Keys—Silver or Gold 7.75 








Add $6.75 for Cabinet with padlock. Jobbers write for prices. 
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BRAVO! IS THE WORD OF PRAISE FROM SAN JUAN, Puerto Rico, 
where this Childers Carport serves as a 365-day-a-year showroom under 
the tropical sun. Above is a part of the Metropolitan Sales Corporation's 
Childers Carport installation. Dealers the world over are discovering how 
Childers Carports pay for themselves ...See Page 33. 


KEEP CUSTOMERS 
COMING BACK 
FOR SERVICE! 
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Once you do aLUBRIPLATE lubri- 
cation job for a customer, he will 
come back again and again. Driv- 
ers can quickly feel the differ- 
ence. They marvel at the smooth- 
er riding and easier car handling after a complete 
LUBRIPLATE lube job and a LUBRIPLATE H.D.S. 
Motor Oil change. Yes, LUBRIPLATE lubricants are 
business builders. 


A Complete Line 


Auto-Lube ‘‘A”’ 
Best for chassis, wheel bearings, 
universals and other car parts 


AGT3-(78F * 


All-Purpose 
Gear Lubricant 
Best for standard transmissions 
and all differentials 


H.D. S. Motor Oil 
Best for all crankcase use 
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TIO 
Automatic 
Transmission Fluid 
Type &, Suffix A 
Best for all automatic transmis- 

sions (fully approved) 


Other Lubriplate Lubricants 
Made especially for trucks, busses and tractors 
If your jobber does not regularly carry LUBRIPLATE 
lubricants, write us for source of supply. LUBRI- 
PLATE lubricants are nationally advertised. Point 
of sale material available. 


LUBRIPLATE DIVISION 
Fiske Brothers Refining Co. 
Newark 5, N. J. Toledo 5, Ohio 
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Motors, who has sued the city for 


cars. 
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Dealers See Trend, CIT Says... 





Bigger-Car Revival in 62 ? 


SAN FRANCISCO.— United 
States-made compacts will take 
one-third of the domestic new-car 
market in 1961, compared with 
about 27 percent last year, accord- 
ing to a survey of 700 dealers at- 
tending the convention of the Na- 
tional Automobile Dealers Assn. 

The survey was conducted by 

Universal CIT Credit Corp. Some 
40 percent of the respondents de- 

tected a trend that could become 





Dealer Interest 
Spurts in New 
Shop Equipment 


picture of their operation from day 
to day and month to month, 

One exhibitor spoke of a Midwest 
dealer who had been able to double 
the usable floor space in his service 
department by rearranging his 
stalls and equipment, and going to 
mobile, instead of stationary, 
equipment for many operations. 

* * * 


Ams this line, one exhibitor 
showed a film featuring equip- 
ment that enabled a serviceman to 
take off and completely replace a 
muffler in a little less than 10 min- 
utes. 

In fact, practically every equip- 
ment manufacturer was featuring 
some tool or machine that en- 
ables the conservation of working 
space or enables the mechanic to 
do a job in less time yet retain 
the quality of workmanship, 

Factory men reported that at- 
tendances at their consultation 
areas were the highest since these 
features were added to the exposi- 
tion. 


GM Dealer Aide 
Steps Down 


DETROIT.—Rudolph F. Schreit- 
mueller, manager of the dealer or- 
ganization department of General 
Motors, retired last week after 
serving more than 
30 years with the 
corporation and 
and its divisions. 

Schreitmueller 
joined GM in 1922 
as manager of 
market analysis 
for Chevrolet at 
Tarrytown, N. Y., 
and became head 
of the Chevrolet 
analyzation de- Fe 
partment in De- R. Schreitmueller 
troit in 1925. He moved to the GM 
central office as manager of the 
dealer organization department in 
1930. 

Succeeding Schreitmueller is Eu- 
gene D, Foley, who has been his 
assistant since 1957. Foley joined 
Pontiac in 1940, was district man- 
ager in Cincinnati and Cleveland 
and moved to the division’s home 
office in 1947. He was Pontiac sales 
administration manager prior to 
his assignment to the corporate 
sales section. 


U.C. Scandal Ousts 
Four Phila. Aides 


PHILADELPHIA.—Two city em- 





a swing back to standard-sized 
cars by 1962 or 1963. 

Dealers holding that view men- 
tioned that some buyers of com- 
pacts missed the comfort of larger 
cars or were disappointed in the 
“small difference” in price and op- 
erating costs. 

More than half the dealers ques- 
tioned predicted that domestic 
new-car sales this year will not 
reach last year’s estimated 6.1 mil- 
lion, but 40 percent believed that 
sales will top six million. Overall, 
the predictions averaged 5,750,000 
domestic units for 1961. 

Dealers who expect six million 
sales cited an upcoming improve- 
ment in the national economy, the 
availability of more compacts, an 
increase in multiple-car families 
and a rising driver-age population. 

Those predicting a decline men- 
tioned an unfavorable economy, 
overproduction in 1960 and a used- 
car sales problem. 

Most of the dealers surveyed 
said the possible introduction of 
smaller compacts in 1961 or 1962 
would not increase the percent- 
age of domestic compact sales in 
relation to sales of standard-sized 
new Cars. 

A majority of the dealers felt 








ployes have resigned and two 
others have been dismissed as a 
result of an investigation into al- 
leged negligence in trade-in prac- 
tices for city vehicles. 

Public property commissioner 
William T. Gennetti said he accept- 
ed resignations from William Shev- 
lin and George Griffin. Shevlin was 
administrative assistant in the 
automotive division. Two inspec- 


tors in this division had previously] } 


been dismissed. 

The four men were suspended in 
late December after a report 
charging they acted more in the 
interest of an auto dealer rather 
than for the city in used-car trans- 
actions. Dealings were with Ogontz 


money it claims is due for police 











that the percentage of customers 
who finance their new-car pur. 
chases will rise in 1961. 

CIT President Alan G. Rude at. 
tended the NADA convention and 
urged a sound, middle-of-the-roaq 
policy on credit extensions in to. 
day’s uncertain business climate, 

He said that in such times, con. 
sumers and institutions which sup. 
ply credit are tempted to take ex. 
treme action in two opposite direc. 
tions, 

At one extreme, he said, an insti. 
tution may decide that the con. 
sumer can no longer be trusted 
with credit and that the prudent 
thing to do is just about to close 


up shop. 
It would be unfortunate, Rude 
said, if these institutions should 


tighten terms to the extreme, ap. 
prove only the very best risks, pull 
out on their commitments to deal- 
ers and manufacturers and “run 
for all they are worth to the eco. 
nomic storm cellers.” 

Just as bad, he declared, is the 
tendency to abandon sound rules 
and credit principles for the sake 
of maintaining volume and obli- 
gating dealers, 

He said it can be tragic if credit 
institutions “allow themselves to be 
stampeded by the prospect of lower 
volume and, as a result, let down 
the bars so that credit is extended 
in a desperate, foolhardy way.” 

He concluded, “We must commit 
ourselves to a firm, middle-of-the« 
road course in all our operations,” 





Association Managers Call 
Profit Outlook Bleak 


(Continued from Page 3) 


(Calif.) manager, asked about the 
problem of makers releasing cars 
in large numbers to fleet users, 
who hurt used-car values when 
they peddle the cars. 

Freed said this is a problem 
coming under the heading of mal- 
distribution, which is under study 
by the committee. 

John Hofbaur, Louisiana man- 
ager, asked about the possibilities 
of makers sharing the cost of car- 
rying inventories through 90-day 
billings or some other arrangement. 

Freed: “If you want a frank an- 
swer, no chance. Makers are ada- 
ment on this. They do not want to 
bear the cost.” 

Walter Mallory, Florida man- 
ager, asked about the possibility of 
an increased allowance on driver- 
training cars. Mallory said that the 
dealers lose $400 to $500 on each car 
loaned, and are becoming more re- 
luctant in view of poorer business 
outlook. 

Freed indicated that there was 
hope of the makers raising the 
$125 allowance per car to $250. 

McLaughlin brought up the prob- 
lem of overproduction and high in- 
ventories. 

Freed said that multiple options 
had increased problems. Some deal- 
ers, in making estimates, fail to 
take into consideration the special- 
purchase cars. 

“So,” said Freed, “we have over- 
production, we have maldistribu- 
tion and unfortunately, we also 
have overbuying on the part of the 
dealer. We ask: ‘Why did you buy 
so many.’ The reply is: ‘We missed 
the boat on our estimates.’” 

Al Kahl, Iowa manager, conduct- 
ed a panel on the “Universal Guar- 
anteed Warranty” plan, which his 





Muskegon Piston Names 


Detroit Office Manager 


MUSKEGON, Mich.—Stanley J. 
Bourdon has been named Detroit 
office manager for the Original 
Equipment Division, Muskegon Pis- 
ton Ring Co. 

Bourdon, for- 
mer sales engi- 
neer, will be re- 
sponsible for the 
coordination of 
the efforts of the 
company’s De- 
troit based staff 
of sales engineers. 
He will also re- 
tain specific ac- 
count responsibil- 
S. J. Bourdon ities and will ad- 








minister the operational details of 
the Detroit office. 


association originated and which is 
spreading to other states. 

Dealers like it, he said, because 
it appeals to the public, it clears 
up misunderstanding over a 
hodge-podge of warranties, and it 
makes money for the dealer while 
most warranties cost dealers 
money. 

The program provides the buyer 
of a “Guaranteed Warranty” car 
with a card entitling him to a 1 
percent discount on parts and labor 
on all repairs-for a year at the shop 
of any participant in the plan, Most 
of the dealers have signed up for 
the plan in the states where it has 
been adopted. One dealer said he 
liked it because it “keeps us closer 
to the used-car buyer.” 

J. B. Wagstaff, Chrysler Corp. 
vice-president and chairman of the 
Auto Industry Safety Committee, 
and M. R. Darlington, executive di- 
rector, filled in managers on safety 
plans. 

Darlingtor noted that 18 states 
and the District of Columbia now 
have inspection laws, with Missis- 
sippi, Louisiana and Rhode Island 
having joined in the last year. 
While the driver is the main cause 
of accidents, no one knows, he said, 
how much unsafe cars contribute to 
accidents. 

—Rosert M. FIniay 
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Slightly higher in the west 
Including rubber tires and hot waters 
rinse attachment. j 


DEALERS WANTED! 


Exclusive Territories now available. fj 
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NADA Industry Relations Airs Remedies. . . 





Dealer Mortality Rued by Freed 


(Continued from Page 1) 


its program and report back to the 
poard at the earliest opportunity. 


This action was in addition to| factor y-dealer groups and the 


strong endorsements of the 1960 re- 
port and NADA’s “task-force” res- 
olution. 

The IRC is composed of chair- 
men-dealers representing every 
major domestic make, plus chair- 
men for the Volkswagen and im- 
ported-car groups. Each chair- 
man heads a Make Advisory 
Committee composed of one deal- 
er from each state. 

The make committees include the 
factory-dealer council chairman for 
the specific make. Their dealer-fac- 
tory policy problems, as separated 
from “nuts and bolts” problems of 
factory-dealer councils, are for- 
warded to the IRC for consolida- 
tion. 

After discussion, the IRC pre- 
sents major problems to the NADA 
board with a recommendation that 
NADA Executive Vice-President 
James C. Moore take action to re- 
solve difficulties reported by the 
dealers. 

%* * * 
‘4 Serious Situation’ 


HAIRMAN FREED presided 
over the meeting of the Indus- 
try Relations Committee. 

He lost no time in telling the 
group exactly how matters stand. 

“We've lost 2,500 dealers from 
the industry in the last year,” 
Freed said, “and this attrition 
seems to be accelerating, So if 
we’re serious about getting some- 
thing done, let’s stand up and 
support it.” ‘ 

Attending the meeting were: 
Robert F. Pulliam (Ford), Colum- 
bia, S. C.; Paul E. Ruch (Dodge), 
Clearfield, Pa.; Carl E. Fribley 
(Cadillac), Norwich, N. Y.; William 
F, Spreen (Volkswagen), Atlanta; 
Lee D. Butler (Lincoln-Mercury), 
Washington; Samuel H. White 
(Oldsmobile), Houston, and M, H. 
Yager (Pontiac), Albany. 


Also, William Hermann (Ram- 


bler), Detroit; R, E, Bickelhaupt 
(Studebaker), Clinton, Ia.; J, L. 
Rowlett (Plymouth), Peoria, IIl.; 


A. W. Bartlett (Chrysler), Ogden, 
Utah; Chick Norton (Buick), Tul- 
sa; James C. Downing (imported 
cars), Atlanta, and NADA staff 
members Moore, Paul Herzog and 
Stephen S. Simmerman, 
oo * * 

— showed the first copy of 

the committee’s 1960 progress 
report and read the 12 proposals 
and four motions with which the 
group has been concerned. 

On the subject of discounts, 
the report said: “All manufac- 
turers have been urged to restore 
the historic discount, particularly 
on the new compacts, 
“Manufacturers indicate a great 
reluctance to comply with this re- 

quest for competitive reasons, Fu- 
ture progress on this point appears 
to be uncertain.” 

The report continued, “All manu- 


facturers have been urged to im-|§ 
Prove their buildout bonus systems | © 


in line with dealer needs. Marked 
improvement was noted in 1960. 
Greater improvements have been 
promised for 1961.” 

* * * 


Elected Councils Sought 


THE subject of elected corporate 
dealer councils was touched 
upon as follows: “Two manufactur- 
ers now have a council structure 
which assures direct contact by 
councils with top corporate policy- 
making officials along lines advo- 
cated by NADA. 

“One company which does not 
now have such a council has indi- 
cated great interest, and one has 
indicated little interest, preferring 
to use appointed dealers as an ad- 
Visory group to top management.” 

(Editor’s Note: Here is the 
breakdown — Ford Motor and 
American Motors have elected 
councils; Chrysler Corp. has ex- 
pressed interest, and General Mo- 
tors prefers appointed councils.) 

The report acknowledged that 
Provisions have been made for the 
NADA model dealer council pro- 
gfam to include meetings without 
factory personnel present, prior to 
those which factory men attend. 

As a portion of the accelerated 
Program, all national factory-dealer 








council chairmen were invited to 
the make committee meetings, This 
move was designed to strengthen 
lines of communication between the 


NADA Industry Relations Commit- 
tee. 
* * * 

_ DISCUSSING NADA’s request 

for more equitable rebates, the 
report said: “The manufacturers 
whose franchises currently do not 
include a specific provision for re- 
bate with respect to model obso- 
lescence have been requested to in- | 
clude in their agreement a provis- 
ion providing for an equitable per- 
centage rebate. 

“This request is receiving serious 
consideration and we hope that this 
goal will be achieved in the near 
future.” 

GM, Studebaker and AMC pay 
a 5 percent carryover rebate. 
Ford and Chrysler also pay 5 per- 
cent, but their franchises do not 
oblige them to do so if a buildout 
bonus program has been in effect 
during the cleanup period. 


According to the report, one man- 
ufacturer is giving serious consider- 
ation to a NADA proposal that 
bona-fide demonstrators be avail- 
able at a special price or discount. 
Other car makers are said to be 
studying the request. 

Slow progress is expected by the 
Industry Relations Committee on 
NADA’s request that makers re- 
duce the number and complexity 
of models. 

The report indicated the NADA 
research department is making a 
survey of parts distribution systems 
used by the various auto makers to 
permit the Industry Relations Com- 
mittee to study the problem of 
parts sales through non-dealer out- 
lets. 

* * * 


Intro Problem Studied 


A MAJOR complaint of many 
dealers, regarding introduction 
of the 1961 cars, was premature re- 
lease of pictures and information 
of new models. The IRC report 
said, “This matter has been called 
to the attention of the several man- 
ufacturers. 

“They are in agreement that 
the leaking of pictures and in- 
formation so far in advance of 


Chrysler Service 


Headed by Farley 


DETROIT.—J. W. Farley has 
been appointed service director for 
Chrysler-Imperial Division. He re- 
places C. T. McClure, who resigned 
after 13 years 
with Chrysler 
Corp. 

Farley formerly 
was manager of 
field operations 
for the division’s 
service depart- 
ment, He joined 
Chrysler in 1954 
as a service rep- 
resentative in the 
New York region. 

He became New 
York regional service manager in 
1955 and was appointed field op- 
erations manager in 1958. 





mam § 
J. W. Farley 


Detroit’s WJR to Buy 
2 West Virginia Stations 


DETROIT.—Purchase of WSAZ, 
Inc., Huntington-Charleston, W. Va., 
has been announced by WJR, The 
Goodwill Station, Inc., Detroit, sub- 
ject to Federal] Communications 
Commission approval. Upon such 
approval, WJR will acquire WSAZ- 
TV and WSAZ-Radio from Hunt- 
ington Publishing Co. 

Announcement of the purchase 
agreement was made jointly by 
John F. Patt, WJR chairman, and} 
William D. Birke, president of the| 
selling company. The price, they 
said, was $6 million. 








Fire Destroys Rambler Deal 


ORTONVILLE, Minn. The | 
showroom and garage of Midwest 
Auto (Rambler), 20 cars and trucks | 
were destroyed by fire. Loss was| 
estimated by John Conrad, owner, 


| accrues to the shipper using piggy- 





at about $100,000. 


the introduction of the 1961 mod- 
els was bad for the entire indus- 
try. This as well as a shortened 
introduction period, is being stud- 
ied, and we believe that beneficial 
changes at the time of next new- 
model introduction will be in ef- 
fect.” 


A final recommendation, that spe- 
cial “introduction price” stickers 
not be used, carried sufficient 
weight that when such stickers 
showed on one line of cars, “within 


hours after it had been called to} - 


the manufacturer’s attention, 
of the sticker was halted.” 
* * * 
| eee: motions, adopted _ by 
NADA’s board of directors at its 
Oct. 18 meeting in Detroit, have 
been acted upon as follows: 


“1. In all discussions with the 
manufacturers pertaining to the 
problems of maldistribution, there 
was unanimous agreement that this 
is one of the most serious problems 
concerning the industry. 

“Some evidence of the manu- 
facturers’ concern has been ex- 
pressed by their efforts toward 

rescheduling production to bring 
it more closely in line with actual 
market conditions. Proper mar- 
ket allocation is the greatest sin- 
gle step in the direction of a 
quality-dealer program. 

“2. The question of detailed pub- 
lic information on the 12-12 war- 
ranty program has been discussed 
with the manufacturers, and there 
is recognition of the necessity of 
eliminating the confusion which ac- 
companied announcement of the 
program, 

“One manufacturer now is listing 
specifically what his new warranty 
does, and does not, cover in every 
ad in which the warranty is men- 
tioned. 


use 





* ok * 
Freight-Charge Inquiry 
” HREE. Manufacturers are 
unanimous in their desire to 
continue and expand the driver- 
training program. 

“Each manufacturer has stated 
that he has the NADA proposal (a 
$250 rebate on driver-training cars) 
under study and indicates a will- 
ingness to take any reasonable step 
to encourage continuation of this 
program. 

“4, Preliminary findings show 
that a substantial cost advantage 





back compared with more conven- 
tional methods of trucking or 
freight cars equipped with Evans 
loaders. 

“Steps are currently being taken 
to trace actual shipments of ve- 
hicles from specific points of origin 
to destinations and the amount of 
freight charge to the dealer in each 
case. 

“This will permit comparisons of 
actual freight costs versus freight 
charges. We hope to have this 
study completed at the time of the 
next Industry Relations Committee 
meeting.” 

* * * 

AttT™ Moore’s presentation of 

the report, the IRC group 
moved to its meeting with members 
of the make-advisory committee. 
Addressing the 280 members of the 
make committees, Chairman Freed 
said, “This could well be the most 
important meeting in our history. 

“The board of directors considers 
this a crisis period. We've been 
going over the grave problems of 
our industry. Your 56-man board 
accepted the report (previously pre- 
sented by Moore at the IRC meet- 
ing) by a unanimous standing 
vote.” 

Freed then asked, “Why are 
our problems different from those 
of other retail businesses? For 
one thing, we are dependent on 
the thinking of the management 
of our one source of supply. If 
they’re wrong, we suffer too. This 
is why we have factory relations 
at the top of our list. 

“Doesn’t it make good sense to be 
more closely associated with the 





| factory before they act?” Freed 


continued, “If we’d been consulted 
in advance about the 12-12 pro- 
gram, we’d have asked them: ‘What 
will it do to used-car sales? What 
affect will it have on our service 
income? On the sale of parts?’ I’m 
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Ford Gets U. S. Order 


For 923 Buses 


DEARBORN, — Ford Division 
announces it has been awarded 
a@ $3,551,755 government contract 
for 923 B-600 buses. Each has a 
seating capacity of 29 adults, 

The Ordnance Tank Automo- 
tive Command in Detroit signed 





the contract for delivery of 915 
buses to the Air Force, two to 
the Marines and six to the Army. 
Ford chassis, assembled in Nor- 
folk, Va., and Louisville, will be 
delivered to body suppliers in 
Kosciusko, Miss., Richmond, Ind., 
and High Point, N. C. 





sure we’d have come up with a bet- 
ter program. 
* * * 


What Is Needed 


. Industry Relations Commit- 
tee firmly believes that a good 

quality dealer, making a profit, is 
the most valuable asset a manufac- 
turer can have,’ Freed declared. 
“And to have a profitable quality- 
dealer organization, the following 
things must be present: 

“1. A strong dealer council rela- 
tionship with the factory. 

“2. A strengthening of the elected 
dealer council program, 

“3. An improved buildout bonus 
setup. 

“4, An obsolescence clause 
every franchise. 

“5. The historic discount on every 
vehicle we buy. 

“6. A special price, or discount, 
on demonstrators. 


in 


|with a 





“7, Continuation of the import 
council. 

“8. A greatly simplified lineup of 
models and options available, 

“9. Announcement dates closer 
together and no more leaks to the 
press. 

“10. A nationally advertised price 
on all cars. 

* * ed 
“TO LEVEN. No fleet deliveries be- 
fore the local dealer has ample 
stocks. 

“12. Explanation of the 12-12 war- 
ranty program to the public with 
adequate compensation to the deal- 
er and a one-third markup on parts. 

“13. Reduction of paperwork and 
warranty payments within 30 days. 

“14. Elimination of ‘phantom’ 
freight charges.” 

Freed continued, “It’s a shame 
that some of us won’t be here 
next year because we won’t be 
dealers. 

“We should have the guts to 
stand on our hind legs and say ‘no’ 
when it’s justified. And we must 
find a sincere desire on the part of 
factory management to make this 
business profitable. 

“You committeemen are the bul- 
wark of the largest retail business 
in the United States,” Freed said. 
“The dealers are looking to us for 
action and leadership—NOW.” 

* * * 


Problems Aired 


Stowe questions from the 
floor, the meeting ended and 
committeemen went to conference 
rooms for closed sessions. 

In general each make group was 
briefed on past activities and future 
problems. Each dealer then was 
asked to list the three problems he 
considered most important. 

The secretary then polled the 
meeting to record the listed prob- 
lems, and each was discussed in- 
dividually to determine its cause, 
its effect on the auto business and 
a practical solution. 

After the meeting, the three 








Move to Repeal 
Sunday Ban Fails 


INDIANAPOLIS. — Indiana’s 
House Public Policy Committee has 
rejected a bill calling for repeal of 
the Sunday closing law, according 
to the Automobile Dealers Assn. of 
Indiana. 

Among those who spoke in op- 
position to the bill were William A. 
Grawemeyer, ADAI vice-president; 
Herman Schaefer, ADAI executive 
secretary; Rep. Robert Speckner, 
Brownstown auto dealer, and Ray 
Beeler, salesman for McGee Lin- 
coln & Mercury, Indianapolis. 


The only speaker in behalf of the 
legislation was its sponsor, Rep. 
Anthony Adolfi. 
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problems considered most import- 
ant by the make committee were 
delivered to NADA staff mem- 
bers for consolidation and presen- 
tation to a future meeting of the 
industry relations committee. 


There were 14 separate make 
meetings, which in theory resulted 
in 42 different problem reports. In 
practice, there was some duplica- 
tion, which simplifies the IRC’s job 
of boiling a maximum of 42 prob- 
lems down to a workable three. 

It is reported to be IRC opinion 
that having a limited number of 
sharply defined goals, upon which 
NADA can concentrate, greatly in- 
creases success of the important in- 
dustry relations program, 

* « * 


AK E-COMMITTEE reports to 

the IRC weren’t slow to pin- 
point major dealer problems, GM 
dealers seemed most concerned 
lack of profit, too many 
cars in the wrong places and lack 
of continuity in factory-dealer rela- 
tions. 

Chrysler Corp. dealers were 
equally concerned about their prof- 
it picture, and they also included 
undercapitalized dealers with criti- 
cism of excess inventories, 

An excess of models, loss of 
the uniform discount on compacts 
and overproduction were cited by 
Ford Motor dealers as their 
major problems, 

AMC and Studebaker were listed 
as suffering from unethical adver- 
tising, lack of quality dealers and 
difficulties with warranty claims. 
Volkswagen and the all-other-im- 
port group cited inadequate fran- 
chise agreements, lack of communi- 
cation with the factory and poor 
distribution policies as their major 
problems. 

* cK * 


Dealer Comments 


N THE closed session, which 
Automotive News was invited to 

attend, there was frank discussion 
seldom heard in the automobile 
business. Typical comments includ- 
ed: 

“As far as we are concerned, we 
have too damn many models. Today 
we’re loaded with one style, and 
short of another.” 

“Let’s face it. It’s not for us to 
worry about the factory’s profits. 
They have maintained their his- 
toric percentage (dollarwise) per 
unit, at our expense.” 

“I know a dealer who had little 
cleanup trouble this year. He just 
looked the factory man in the eye 
and said, ‘Sorry, we just can’t buy 
any more.’ If dealers are going to 
let these stupid district managers 
(and I’ve seen few smart ones) run 
our business, we deserve to suffer.” 

ok 


* * 
‘I DON’T care what you call it 
(deferred billing or open ac- 
count), but if the factory had to 
participate in losses of the loaded 
dealer, they’d be more careful in 
overselling and overproducing.” 

“At a recent meeting of the 
American Institute of Manage- 
ment, we were told that the fu- 
ture of the automobile business 
included sale of all cars (by 1970 
or 1975) through factory discount 
houses using canned _ television 
advertising. So we’d better decide 
where we want to go.” 

“We can sit here ’till hell freezes 
over trying to educate all the deal- 
ers. But we can, and should work 
with the factories to avoid ship- 
ments to dealers who want to profit 
at the expense of their neighbor 
dealer, 

“The problem is too many cars in 
the hands of too few dealers, which 
allows one bad apple to spoil an 
area and ruin profits for everyone.” 

ok * ok 

A SIDE effect of delayed billing 

wag pointed out by a dealer- 
member of the IRC who said, “The 
franchise system weakened when 
the flow of applicants for dealer- 
ships ceased. Open points were fill- 
ed by almost anyone who could 
qualify for flooring. 

“If inventory relief (delayed 
billing) becomes a fact, the fac- 
tory representative will be able 
to say, ‘Let me ship you a couple 
of carloads. It won’t cost you a 
dime.’ Doesn’t this give the fac- 
tory a lever to further overstock 
the dealer?” 

Perhaps the best summation of 
current dealer problems comes 
from compilation of make commit- 
tee reports to the IRC. Eight of the 
14 reports were headed by a prob- 
lem related to dealer profits. The 
other six concerned overproduction 
or maldistribution. 





} 
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Fight Back in Los Angeles .. . 





Coast Dealers Rebel 
On Discount Houses 


(Continued from Page 2) 


of new cars. 


Shortly afterward | 


Myers was interviewed by AUTOMO- | 


TIVE News. Among other things he| 


said: 


“I’m glad to see it go. We should | 


have the auto business either one 
way or the other: All discount 
houses or all franchised dealers. I 
learned a lot in the four and a half 
months we operated (Aug. 25 to 
Jan. 10) and look forward to being 
in the retail trade with Chevrolet 
or Ford. We were moving 60 to 65 
cars a month, half of which were 
Chevrolets. A lot of Fords went, 
and a few Ramblers, Dodges and 
Plymouths. But cars became almost 

impossible to get, we had to quit.” 

(Myers seemed to be of the 
opinion that factory action was 
responsible for eliminating the 
flow of cars through his discount 
operation.) 

Here’s what Wilson H, (Lou) 
Albertson, president of the Los An- 
geles Motor Car Dealers Assn., had 
to say: 

“There has been continual action 
toward relieving the discount house 
situation. Shoppers, hired by the 
LAMCDA, report in severa] cases 
that the former automotive sales 
areas of discount houses now dis- 
play announcements reading, ‘No 
new cars until further notice!’ 

* * * 

*“7ERBAL communication with 

discount houses,” continued 
Albertson, “discloses that certain 
cars are unavailable for as much as 
eight weeks because, ‘We are hav- 
ing factory trouble.’ The board of 
directors of LAMCDA is doing 
everything in its power to elimi- 
nate this problem in legislation and 
other fields. The members of the 
board and of the Los Angeles as- 
sociation, have indicated they will 
not provide cars to discount 
houses.” 

N. L. McLaughlin, executive sec- 
retary of the Long Beach Motor 
Car Dealers Assn., told AUTOMOTIVE 
NEws: 

“We believe it destroys the econ- 
omy of the community, Because 
cities depend on sales tax on major 
items, loss of sales through distant 
discount selling reduces tax income. 
It reflects on the auto industry as 
a whole. 

“If discount selling survives, it 
means death of independent deal- 
ers, local stocks of parts and a 
shortage of good mechanics, most 
of which are highly trained at deal- 
er expense.” 

The Auto Dealer Business Let- 
ter of Dec. 2, 1960, writes: “A 
union organizer said that organ- 
izing the salesmen would clean 
out the discount houses with one 
stroke of the pen. Because the 
dealer would have to pay his sales 
force a commission on every car 
sent over to the discount house.” 

Individual dealer action to com- 
bat discount house selling of new 
cars is said to revolve around five 
points: 

A disinterest in honoring service 
policies on cars sold by discount 
houses, not trading cars with deal- 
ers who supply discount houses, not 
buying parts from discounting deal- 
ers, and when a discounting dealer 
is working on a competitive deal, 
doing everything possible to cut his 
profits out of the transaction. 

A more aggressive dealer is re- 
ported to have prepared shop in- 
structions which read, “One way to 
help the cause, and make people 
think twice about their discount 
house bargain, is to send them back 
to the selling dealer for service.” 

* * * 


FTC Wants Data 


EDERAL Trade Commission at- 

torney-in-charge at San Fran- 
cisco, Raymond J. Lloyd, is report- 
ed to have written: 

“With respect to the point raised, 
that of representing that a discount 
house has the facilities similar to 
a franchise dealer, the commission 
would appreciate receiving such 
evidence, as well as contrary evi- 
dence to show the representation to 
be misleading or having a tendency 
to mislead. 

“However,” continued Lloyd, “the 
jurisdiction of the Federal Trade 








Commission over the advertising 
and selling practices of such a busi- 
ness is highly doubtful, The pri- 
mary function of the commission 
is to regulate false and misleading 
advertising, and unfair acts and 
practices in interstate commerce. 


“Normally, the selling practices 
of an automobile dealer are local 
in nature, and as such the com- 
mission is without jurisdiction. 
The question of the use of false 
or misleading advertising in me- 
dia crossing state lines is now 
the subject of litigation insti- 
tuted by the commission. Such 
litigation is presently active, and 
no conclusions of law or fact can 
be made at this time.” 

That discount houses operate a 
clean business may be drawn from 
the statements by members of the 
Los Angeles police department and 
the district attorney’s office that no 
complaints have been filed, nor are 
investigations being made of dis- 
count selling of new cars. 

* * * 
oe problems connected with 
attempts to restrict distribu- 
tion of new cars to establishments 
of franchised dealers were pointed 





out by Cameron Aiken, legal coun- 
sel for the Motor Car Dealers Assn. 
of Orange County. Aiken said: 


“I do not feel that existing legis- 
lation is adequate for protection of 
the public, with service and parts 
for the cars they buy. It (existing 
legislation) tends to affect the big- 
gest merchandiser (the auto deal- 
er) in the United States. 

“It’s a matter of record that 
an auto dealer usually generates 
more sales tax than anyone in 
town. In my opinion, the trend to 
‘Wisconsin-type’ legislation offers 
the best solution of the (discount) 
problem.” 

Perhaps the basic problem of 
regulation of the sales of new cars 
in California is best appreciated 
from a statement made by Al Veg- 
lia, registrar of vehicles, California 
Department of Motor Vehicles. 
Veglia told the Assembly Interim 
Committee on Finance and Insur- 
ance: 

“The Department of Motor Ve- 
hicles has not had a considerable 
amount of trouble. We have had 
some problems in policing the in- 
dustry, and I think that our au- 
thority within the Vehicle Code is 
really not as spelled out, or not 
spelled out as clearly as it could 
be, but I think that in general it is 
adequate.” 

Epitor’s Note: (Next week’s 
portion of AuToMoTIVE News’ re- 
port on the discount situation in 
Southern California begins with 
what the factories have to say, 

then tells what they did to shut 
off the flow of cars.) 
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Auto Union-DKW Adds Two-Tone Styling— 


Dealers were on hand in New York to pick up the first Auto Union-DKW model with 


; two-tone styling. The dealer meeting was one of eight driveaways held throughout the 


country. From left are J. B. McWilliams, sales and marketing vice-president, Mercedes. 
Benz Sales, Inc.; Edward K. Cumming, dealer, Elizabeth, N. J., and J. Gordon Miller, 


Auto Union-DKW sales manager. 


Says Colbert at NADA: 


‘Dealers Ordered Cars’ 





(Continued from Page 2) 


frankly discussed many of the 
corporation’s problems in the pro- 
duction and sale of automobiles. 
It was reported that he did not 





World Markets Attract Rambler 


(Continued from Page 6) 


cently toured Willys facilities in 
Toledo. 

“To be honest with you, we don’t 
know anything about a _ possible 
merger,” a Willys spokesman told 
AUTOMOTIVE NEws. 

* * * 


— points made by Romney 
in the course of the manage- 
ment report and the floor discus- 
sion: 

1. From the standpoint of com- 
pact-car inventories, AMC is “bet- 
ter off” than one of its competi- 
tors, “not quite so well off” as two 
others. 

2. AMC increased its dealer 
strength in terms of relative num- 
bers in 1960. AMC has attracted and 
held dealers because of its willing- 
ness to strengthen factory-dealer 
relations. 

3. It looks like the Rambler re- 
bate program will not pay off bonds 
in January, although if cumulative 
totals from December through Feb- 
ruary or March achieve the desired 
levels of increase, bonds will be 
mailed to January buyers at a later 
date. 

“Our faith in this program—our 
conviction of its soundness—has 
been increased, not reduced, as a 
result of our experience with it to 
date,” Romney said. 

* * * 


OUR. AMC decided to rebate 

U. S. bonds instead of AMC 
stock in its progress sharing pro- 
gram because this would tend to 
relate the sharing to the national 
interest. AMC feels that rebates to 
customers do not conflict with any 
“prior right” of stockholders to 
profits. 

5. A “break-even” point is a 
highly relative thing, but AMC 
has a potential break-even point 
this year of 130,000 to 140,000 
units. 

6. AMC has no plans to put the 
Mighty Mite into commercial] pro- 
duction. 

7. Floor traffic at Rambler deal- 
erships has picked up and Ram- 
bler sales in mid-January showed 
a smaller decline than other makes 
suffered. 

8. AMC paid off an additional $3 
million of debt to Prudential in 
1960, reducing AMC’s long-term ob- 
ligations to the lowest point in its 
history—-$7 million. AMC has no 
bank debt. 

ok * * 

INE. In the first nine months 

of 1960, conquests provided 77.2 
percent of Rambler sales. 

10. Through spending $31 mil- 
lion for plant expansion, machin- 
ery and equipment, Rambler now 
has ample production capacity for 
the first time since the compact- 





car market began to mushroom. 
Through a conservative account- 
ing policy, AMC is writing off a 
large portion of the cost in the 
early years, which nearly doubles 
the current automotive deprecia- 
tion rate, 

11. Redisco, Inc., a wholly owned 


financing subsidiary, is moving into 


the financing of fleet car sales, 
All directors were reelected. 
* 


AMC Bets $3.5 Million 


On Canadian Future 


BRAMPTON, Ont, — American 
Motors officially put down a $3,500,- 
000 wager on the future of the 
compact car in Canada when it cut 
the ribbon on its new plant here, 
25 miles west of Toronto. 

The plant has been assembling 
Rambler Classics since mid-Janu- 
ary. It replaces the company’s 
previous factory in Toronto, 
which last produced Ramblers in 
1957. 

The assembly line is geared to 
produce 32 Ramblers a day, though 
this total is not expected to be 
reached until March. 

“Initially we’ve begun with about 
45 percent Canadian content in the 
models were building here,” said 
Earl K. Brownridge, general man- 
ager of American Motors (Canada). 
“We plan boosting that percentage 
to the limit that is economically 
possible.” 

Only the Classic is being built in 


Chevrolet Offers 
‘Super Sport’ Kit 
For 61 Impala 


DETROIT.—Chevrolet is offering 
“Super Sport” versions of its Im- 
pala models at prices ranging from 
$731 to $779 above the regular Im- 
pala tags. The package includes 
styling touches and a wide range of 
high-performance options, 

Styling features include “SS” em- 
blems on the deck lid and quarter 
panels, wheel covers with three-lug 
simulated knock-off hubs and a 
padded passenger-assist bar on the 
right side of the instrument panel. 

Power-train choices consist of a 
305-horsepower V-8 engine with 
Powerglide or four-speed manual 
transmission and 340 and 350-horse- 
power V-8s with four-speed manual 
transmission, 

Other equipment in the Super 
Sport package is: Heavy-duty front 
and rear springs and shock absorb- 
ers, sintered metallic brake linings, 
power steering, power brakes, 
8.00x14 four-ply narrow-band white- 
wall tires, padded instrument panel 
and tachometer. 











Canada. Other models, including 
the Metropolitan, American and 
Rambler Ambassador, will be im- 
ported. 

Roy D. Chapin jr., president of 
the Canadian company, and George 
Romney, presi- 
dent of the United 
States parent 
company, oOfficiat- 
ed at the opening 
ceremonies. 

Chapin confirm- 
ed American Moa- 
tors’ optimism 
for the compacts. 

The new plant 
employs 500. The 
layout was de- 
signed for easy 
expansion when required from the 
present 250,000 square feet. 

Romney predicted expansion: 

“The venture won’t be successful 

unless we have to expand.” 

Works Manager Harry Shotton 
remarked on the utilitarian appear- 
ance of the plant. “This isn’t a 
show plant. There are no unneces- 
sary gadgets or fancy fittings that 
some manufacturers like to display. 
It was designed to build quality 
cars at the lowest possible price.” 

At a pre-opening luncheon, Rom- 
ney expressed disappointment that 
Canadians had not participated in 
the cost of putting up the new 
assembly plant. 

Against his wishes, the U. S. com- 
pany had to put up all the money, 
he said. 

“IT would have much, much, much 
preferred to share in the under- 
taking with Canadian owners,” 
Romney told a joint meeting of the 
Canadian and Empire clubs. 

“We consulted some of the most 
reputable and competent banking 


E. K. Brownridge 


and financial institutions in Canada |! 


with the purpose of offering equity 
participation to Canadian investors. 

“Without exception these Ca- 
nadian financial institutions ad- 
vised us that this was not the 
proper point at which I should 
invite Canadian participation.” 

He said that Canadians replied, 
in effect, they wouldn’t invest at 
the start when volume was low and 
no standard of earnings or invest- 
ment had been established. 

He said he expected the plant 
would run at a loss for the first 
years, but it would release $15 mil- 
lion into the Canadian economy. 

The Brampton plant is completely 
under Canadian management, he 
noted. 

“It is my desire to carry out 
future expansion by bringing Ca- 
nadian owners into full and equal 
partnership and participation,” 
Romney said. 








discuss recent Newberg and Minor 
lawsuits, or the disclosure that his 
wife at one time owned 444 shares 
of Dura Corp. 

The major briefing given dealers 
was from Townsend. He reminded 
dealers that Chrysler-built cars 
have many salable features, such 
as Torsion-air suspension, Torque- 
flite transmissions, power steering 
and unitized bodies. 

The dealers heard Townsend say, 
“Our No. 1 mission is public ac- 
ceptance. We will not in any way 
diminish our sales promotion ef- 
forts. 

“Our field men are out with 
one purpose. To help you dealers 
sell more cars. We at Chrysler 
Corp. are taking a most realistic 
view. And making a concentra- 
tion of energy to improve our 
dealer retail sales. 

“We know this has to be done,” 
Townsend told the dealers. “We 
know where we are. What we have 
to do. And I know you'll do it. Per- 
sonally I’m prepared to devote my 
whole life and energy to this 
cause.” 

(This is said to be the same 
speech Townsend made to South- 
ern California dealers several days 
previously.) 

Following the meeting, dealer 
comments included: 

“T was surprised at his (Colbert’s) 
frank discussion of Chrysler prob- 
lems,” said one dealer, who consid- 
ered Chrysler’s major problem to 
be too many cars in inventory. 

A relatively new dealer thought 
it would be necessary to revise 
the entire Chrysler management 
group before dealer morale could 
rise. He expressed the opinion 
that dealer morale was at its 
lowest, and had no place to go 
but up. 

“Men in the regions and middle 
management people are great,” 
said a dealer. “But what can they 
do under the present circum- 
stances?” 





Belfs Promoted— 


A new drive to boost use of seat belts 
in automobiles was announced by L. Lb. 
Colbert, chairman and president of Chrys- 
ler Corp. Colbert said Chrysler will offer 
seat belts to its dealers on a nonprofit 
basis and is recommending to the dealers 
that they make the belts available to own- 
ers of all makes of cars on a similar basis. 
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Standards Get Nearly 47 Percent... 
mma ig aaa a amr ae a Ea cael 


Car Production Tops 100,000 


Hamtramck, Mich., for the entire| Pontiac will close its home plant 


(Continued from Page 1) 


week; the mediums picked up 19.3 
percent, and the highest priced 


group, 4.2 percent. 
* *K * 


Calif.; Buick Special at Flint, and 


Studebaker at South Bend. 


IEF factors in holding com- 


pact-car output to a four-week 
low was the shutdown of Falcon | 
production at Lorain, O., and Metu- | 


More shutdowns are scheduled 
this and next week. Rambler will 


suspend operations all this week, 


chen, N. J., for the entire week;|and when output is resumed Feb. 
a weeklong shutdown of Comet as-| 13, a spokesman said, daily sched- 
semblies at Lorain, and the closing | ules will be roughly 9 percent below 
of the Valiant and Lancer lines at| last week’s daily rate of 1,755 units. 


— 





Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 

































































Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Feb. 4, Week, Jan. 28, Output, Feb. 6, Feb. 4, 
196L 1960* 1961* January* 1960* 196L 
CHRYSLER CORP.** .. 11,100 27,258 9,506 36,921 134,466 42,752 
Chrysler Division ...... 2,200 2,973 2,665 9,320 15,880 10,633 
ME GMMEE oo. ccssvscsssseceece 2,200 2,536 2,263 8,517 12,386 9,830 
ITE rerfioinseserscdiaien. Jepiapageds 437 402 803 3,494 803 
Dodge Division .......... 2,200 8,613 2,834 9,950 42,919 11,380 
Dart-Polara _............ 1,600 8,613 2,315 7,961 42,919 9,007 
MUON. czin5ss4ksbeeasvenesave ee 519 ae 2,373 
Plymouth Division .... 6,700 14,350 4,007 17,651 68,505 20,739 
yg ee 8,678 2,385 11,001 45,329 13,030 
EEL sevaiwuscesesevicesss 5,672 1,622 6,650 23,176 7,709 
FORD MOTOR 46,606 24,445 115,375 246479 130,046 
Ford Division 41,589 18,998 96,988 215,436 109,891 
NIE csiesvinicesssces 11,261 9,116 31,213 56,268 34,377 
Ford (Std.) 28,524 8,048 57,830 150,053 66,371 
Thunderbird. ............ 1,940 1,804 1,834 7,945 9,115 9,143 
L-M Division .............. 2,680 5,017 5,447 18,387 31,043 20,155 
= -Fes3desebyssairdeseaser’ | eo. 2,565 PE | eusivesies 8,566 
NUNN cco itcenivsiaecescesade 800 880 792 3,486 4,295 3,972 
MEME cissyscsvgesesocesss 800 4,137 2,090 7,080 26,748 7,617 
GENERAL MOTORS .. 57,273 76,253 52,391 233,417 406,348 269,292 
Buick Division ............ 5,503 7,924 5,450 24,043 41,178 27,880 
Buick (Std.) ............ 3,973 7,924 3,936 17,611 41,178 20,206 
STEN “iilistouyasesedvecasese BO astenins 1,514 Geee aknkiesss 7,674 
IEE ccc deitvivssvbestaesaniz 3,360 3,978 3,389 14,212 20,577 16,217 
Chevrolet Division .... 33,600 43,691 29,430 128,269 240,010 148,713 
WERE vn pavrscscsasseossesen 6,600 7,298 6,172 25,328 40,916 29,354 
Chevrolet (Std.) .... 27,000 36,393 23,258 102,941 199,094 119,359 
Oldsmobile Div. .......... 6,610 10,311 6,367 30,361 52,336 35,114 
RN TORS rd Nib as uses BRO sevcivisine 1,645 R= netitedcrs 8,607 
Oldsmobile (Std.) .. 5,000 10,311 4,722 22,977 52,336 26,507 
Pontiac Division ........ 8,200 10,349 7,755 36,532 52,373 41,368 
Pontiac (Std.) ........ 5,400 10,349 4,906 23,089 52,373 26,242 
ING. issicis crsereavevese BOO scavissiere 2849 13,448 ............. 15,126 
MEMBER EUED  .occsccesssesasarsesvs 8,700 10,660 8,467 24,026 51,336 29,199 
STUDEBAKER. ............... 1,160 3,250 1,248 4,759 16,307 5,627 
MMR MRD oo. ssccccsessesoseners 125 200 122 254 280 330 
Total Cars, U. S.**...... 102,797 164,227 96,179 414,752 855,216 477,246 
*Totals for 1960 include DeSoto production. , 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan, 1 
Ended Same Ended Total To To 
Feb, 4, Week, Jan. 28, Output, Feb. 6, Feb. 4 
196L 1960* 1961* January* 1960* 1961 
CHEVROLET ................. 7,100 9,794 5,474 25,647 52,842 29,779 
MEOOINED TL... ciccccsecasess 34 80 34 121 368 139 
ED eons ci 005, vagus covseceta?. kudstteres 51 44 172 450 172 
I 4c Caeccsey eh vtxdos tneekes 1,400 1,955 1,394 4,864 9,475 5,676 
I rs Sel ch cnssnariciot 7,450 7,809 7,338 27,097 45,724 31,509 
acts a awd axes hcica casas 1,355 2,810 1,421 5,504 12,128 6,316 
INTERNATIONAL. ...... 2,537 2,987 2,533 10,310 14,600 11,831 
Ore 200 340 195 801 1,629 922 
STUDEBAKER. .............. 165 157 165 296 3800 - 396 
eg He bederresnivssiresosess 340 420 350 1,354 2,047 1,531 
NE Ses occas bush 2,240 Be ~ akisesises 6,320 12,209 7,420 
MISCELLANEOUS ....... 88 104 86 369 499 420 
Total Trucks, U.'S..... 22,909 28,707 19,034 82,856 152,771 96,111 
Total Cars, 
Trucks, U. S. ............ 125,706 192,934 115,213 497,608 1,007,987 573,357 
CANADIAN PRODUCTION—CARS 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Feb. 4, Week, Jan. 28, Output, Feb. 6, Feb, 4, 
1961 1960* 1961* January* 1960* 1961 
CHRYSLER CORP. .... 650 1,331 650 2,491 6,373 2,946 
FORD MOTOR .............. 2,020 12 2,025 9,001 9,808 10,231 
GENERAL MOTORS .. 3,700 4,886 3,202 15,788 24,144 17,886 
i Raat. 25 me. ganeateens 130 
STUDEBAKER. .............. 160 120 128 448 463 544 
Total Cars, Canada.... 6,610 6,349 6,030 27,810 40,788 31,737 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Feb. 4, Week, Jan. 28, Output, Feb. 6, Feb. 4, 
1961 1960* 1961* January* 1960* 1961 
CHRYSLER CORP. .... 160 190 156 644 930 743 
FORD MOTOR .............. 350 362 343 1,466 1,688 1,621 
GENERAL MOTORS .. 575 1,026 592 2,442 5,083 2,770 
INTERNATIONAL. ...... 234 274 233 967 1,373 1,113 
_Total Trucks, Canada 1,319 1,852 1,324 5,519 9,074 6,247 
Total Cars, 
Trucks, Canada ...... 7,929 8,201 7,354 33,329 49,362 37,984 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....133,635 201,135 122,567 530,937 1,057,849 611,341 








“Revised. 


week, Working short weeks were|for the week beginning Feb. 13. 
Falcon and Comet at San Jose, 


Falcon and Comet will be down 
|all this week at Kansas City, 

A breakdown of compact-car 
output showed Rambler on top 
with an estimated 8,700 assem- 
blies last week, compared with 
8,467 cars turned out a week ear- 
lier; Falcon off from 9,116 to 
4,869; Corvair up from 6,172 to 
6,600; Tempest off from 2,849 to 
2,800; Valiant up from 1,622 to 
1,700; F-85 off from 1,645 to 1,610; 
Buick Special up from 1,514 to 
1,530; Comet off from 2,565 to 
1,080; Lark off from 1,088 to 1,000, 
and Lancer up from 519 to 600. 
In the standard group, Chevrolet 

produced better than half the 
group’s assemblies with an estimat- 
ed 27,000 cars built last week, A 
week earlier the division turned out 
23,258 assemblies. 

Among the other makes in the 
group, Ford, with three plants 
down on Friday, turned out 14,950 
standard-size cars last week, com- 
pared with 8,048 assemblies a week 
earlier; Plymouth jumped its out- 
put from 2,385 to 5,000 assemblies; 
Dodge Dart, with its production at 
Hamtramck down, was off from an 
estimated 1,815 to an _ estimated 
1,100 units; Checker rose from 122 
to 125 assemblies. 

* * oe 
oo close down of Mercury lines 
at Los Angeles and Wayne, 
Mich., for the entire week plus 
short workweeks at Buick were big 
factors in the medium group’s de- 
cline from the previous week, 

A breakdown of medium-group 
production showed Pontiac up 
from 4,906 to 5,400 assemblies; 
Oldsmobile up from 4,722 to 5,000; 


U. S. Steel Offers 
Sales Training Kit 


SAN FRANCISCO. — Having 
launched its 1961 automotive mar- 
keting campaign before the Nation- 
al Automobile Dealers Assn. con- 
vention here, United States Steel 
Corp. is following up with a sales 
kit dealers can use to capitalize on 
a national advertising campaign. 


The kit consists of a large easel 
carrying the title of the program, 
“Deal Me In.” Packed in the easel 
are a recording of the presentation, 
samples of national] advertising 
U. S. Steel will be using in its cam- 
paign, Steelmark tags for use on 
cars, and an Auto Steel Guide 
which outlines the many uses of 
steel in cars. This last piece of 
literature is intended to be a sales- 
man’s personal guide for using steel 
as part of his sales talk, 





New Six-Cylinder Options 
Offered by Lancer, Valiant 


DETROIT.—Dodge and Plym- 
outh last week announced new en- 
gine options for the Lancer and 
Valiant. Both are six-cylinder, 145- 
horsepower, 225-cubic-inch power 
plants. 

Dodge General Manager Byron 

S. Nichols said the Lancer engine 

now is available with an alumi- 





num block. Earlier 145-HP units 
had a cast-iron block. 

The Valiant 145, being offered 
for the first time, will be built 
with both cast-iron and aluminum 
blocks, according to Jack E. Chari- 
par, Plymouth’s chief engineer. 

The suggested factory retail price 
of the Lancer engine, called the 


Charger 225, and the Plymouth} 


unit, the Super 225, is $47.35 in- 
cluding federal tax. 

Nichols said the Lancer’s die-cast 
aluminum block reduces engine 
weight by almost 65 pounds. A six- 
cylinder engine with the cast-iron 
block weighs 413 pounds. 

With the lighter engine, he add- 
ed, the load on front wheels and 
tire wear are reduced, steering re- 
quires less effort and braking loads 
are decreased. 

Charipar said the new Valiant 
engine is being installed in cars 











Buick up from 3,936 to 3,973; 
Chrysler off from 2,263 to 2,200; 
Thunderbird up from 1,834 to 

1,940; Mercury off from 2,090 to 
800, and Dodge Polara with an 
estimated 500 assemblies in each 
of the last two weeks. 

In the highest-priced group, Cad- 
illac was off from 3,389 to 3,360 as- 
semblies; Lincoln rose from 792 to 
800 units, and Imperial, down all | 
last week, turned out 402 during | 
the week ended Jan. 28. A revision 
in factory production figures gave 
the industry 414,752 car assemblies 
for January—a 20.7 percent decline 
from the 522,718 units turned out in| 
December, and 40 percent below | 
January a year ago, when the} 
manufacturers turned out 688,991 





cars. 

In Canada, the auto industry | 
turned out an estimated 6,610 cars | 
and 1,319 trucks last week. 


New Dealer Program ... 


55 


Dealer-Factory 
Advisory Group 


Named in Florida 


ORLANDO, Fla.—Frank Edelen, 
president of the Florida Automobile 
Dealers Assn., has announced the 
appointment of a Dealer-Factory 
Advisory Committee, The members 
are: 

Gordon Thompson, Gordon 
Thompson Chevrolet, Inc., South 
Jacksonville (General Motors). He 
also is chairman. 

A. P. Clark, A. P, Clark Motors, 
Inc., Orlando (Chrysler). 

W. J. Grant sr., Grant Motor Co., 
St. Petersburg (Ford). 

Don Schulstad, Schulstad Ram- 
bler, Inc., Tampa (franchised in- 
dependents). 





M-B Facilities Growing 


SOUTH BEND.—Mercedes-B e nz 
Sales, Inc., is in the second phase 
of an extensive program for up- 
grading the quality of dealership 
facilities, accord- 
ing to Lon A. 
Fleener, president 
of the Studebak- 
er-Packard s u b- 
Sidiary. 

He said the 
purpose of the 
program is “to 
solidify and 
strengthen our 
position, after an 
introductory peri- 
od of exceptional 
progress, by providing the caliber 
of sales and service establishments 
in keeping with the quality product 
we sell.” 

He looks for a higher allocation 
of cars from the West German 
manufacturer in the months ahead 
and especially in 1962, and he said 
dealers now can be expected to 
make improvements that were not 
previously feasible because of the 
limited supply of cars available. 

“For example,” Fleener said, 

“new buildings have been com- 
pleted and others are under con- 
struction in various parts of the 
country by dealers handling Mer- 
cedes-Benz and Auto Union-DKW 
on an exclusive basis. 

“The continued building of a na- 
tionwide sales and service organ- 
ization of the highest caliber is our 
No, 1 field activity for 1961,” he 
declared. There are about 375 Mer- 
cedes dealers in the United States. 

Fleener said Mercedes-Benz sales 
in this country totalled 11,945 last 
year and that Mercedes currently 
is fourth among the imports, Reg- 
istrations were 13,739 in 1959 and 
8,219 in 1958. 

“While sales of most imported 





Lon A, Fleener 


assembled in Detroit, Los An- 
geles, St. Louis and Newark, Del. 

Both the Lancer and Valiant 
power plants are inclined at 30 de- 
grees, operate on regular gasoline 
and have a compression ratio of 
8.2 to 1. Both cars’ standard engines 
have 170 cubic inches and deliver 
101 HP. 


Houston Fines 4 


For Sunday Sales 


HOUSTON.— The general man- 
ager of Mike Persia Corp, (Chevro- 
let) and three salesmen were fined 
$20 each and costs for violation of 
the Sunday closing law. 

It was the first test of the con- 
troversial statute since the city 
began enforcing it Jan, 8, Attor- 
neys for the Persia employes posted 
$100 appeal bonds and said they 
plan further tests of the cases. 

Police testified they found three 
Mike Persia outlets—the main 
salesroom and two lots—open for 
business Sunday, Jan. 15, Fined 
and convicted of the blue-law viola- 





tion were General Manager Joe 
Conte, and Salesmen Albert E. 
Hogsett, Wylie B. Johnson and 
Thomas M. Sheppard. 


cars are declining, Mercedes-Benz 
sales are maintaining their high 
level, with dealer demand exceeding 
allocation of units to this country,” 
he said. 

Fleener noted that there were 
only a few hundred Mercedes 
owners in this country five years 
ago, compared with more than 
40,000 today. He said the great 
majority of these cars have been 
sold since the formation of M-B 
Sales in 1958. 

He attributed the car’s success to 
four main factors, which he listed 
as: 

“1. Recognition by the public of 
Mercedes-Benz high quality and en- 
gineering standards. 

“2. Distinguished styling con- 
tinuity that is never obsoleted. 

“3. A nationwide network of 
parts and service facilities, 

“4, An alert, quality-dealer organ- 
ization.” 


Oben Reassigned 
In Ford Sales 


DEARBORN.— Three appoint- 
ments in sales have been announced 
by M. S. McLaughlin, Ford Divi- 
sion general sales manager. 

Wilbur Chase jr., truck market- 
ing manager for three years, has 
been named manager of the Mid- 
west regional sales office in Chi- 
cago, He replaces 
J. P. Roberts, who 
has retired. 

John F. Mc- 
Lean jr., formerly 
sales training 
manager for the 
division, succeeds 
Chase. 

Walter J. Oben 
has been appoint- 
ed Jackson- 
ville (Fla.) dis- ; 
trict sales man- Walter J. Oben 
ager. He had been used-car mar- 
keting manager in Dearborn. 

Chase joined Ford Motor Co. in 
1946 and was in truck and fleet 
sales in the Los Angeles area until 
1953. Prior to heading truck mar- 
keting he was Kansas City district 
sales manager. 

McLean, who also has been with 
Ford since 1946, started as a sales 












Wilbur Chase Jr, J. F. MeLean Jr, 
and service engineer and was 
named assistant manager of the di- 
vision’s service department in 1951. 
He was executive assistant to the 
Midwest regional sales manager be- 
fore becoming sales training direc- 
tor. 

Oben has spent all of his 11 years 
with the firm in Ford Division 
sales, starting in 1950 in the vehicle- 
distribution department. 


‘A native of West Virginia, 









(Continued from Page 3) 


Chevrolet there, You can see how 
much chance we'd have there.” 
* * * 
NOTHER was sort of dubious 
about the new line of cars. 

“I go back,” he said, “to the de- 
pression days in the thirties. So I 
remember all the screwy ones that 
came out then—Buick had the Mar- 
quette, Cadillac had the LaSalle, 
Studebaker had the Rockne, and so 
on. And where are they now?” 

ok * * 


Long Reach 


= may be a long reach from 
the auto business, but while 
working in the press room a dealer 
came in looking for a copy of the 
sermon by the speaker at the non- 
sectarian church service Sunday. 
The speaker was Dr. George K. 
Schweitzer, associate professor of 
chemistry at the University of Ten- 
nessee, Knoxville, and here’s about 
what he said: 

Here we stand with one foot in 
the Congo, one in outer space, and 
it looks like we have lost our bear- 
ings. He traced the discovery of 
rockets from the early Chinese a 
thousand years ago to the time 
Hitler almost defeated the world. 

He built the rocket to carry the 
devastating nuclear bomb, but we 
built the bomb first. 

We're in space now, we'll soon 
have space stations. We'll get to 
the moon soon. May even get to 
other planets, other stars. Our 
knowledge of the universe has 
grown, and with its growth we've 
lost spiritual stature. 

Our sun is a minor star in a 
clump of a 100 billion stars. And 
everywhere we look, we see more 
clumps, We figure there are some 
10 billion clumps. 

So man wonders if he is a mite 





Obituaries 
John Falb Sr. 


Ia.—John Falb sr., 87, 
Nov. 10. He had been a Buick and Chev- 
rolet dealer for 52 years and had taken 
his four sons into the operations with him 
in various locations in northeast Iowa, 


* * * 


Hayward E. Haught 
CORONADO, Calif.—Hayward E. 
Haught, 55, a Ford dealer, died Jan. 16. 
he had lived 





ELGIN, died 


here 29 years. 
* * * 


Dale Davidson 
HOMEWORTH, O.—Dale Davidson, 
owner of Davidson Chevrolet, died Jan. 


* * * 


Iver Schmidt 

MEMPHIS.—Iver Schmidt, owner of 
Automobile Sales Co. (Plymouth), died 
Jan. 23 after suffering a heart attack, He 
was about 76. Mr. Schmidt was one of 
the city’s first auto dealers and had been 
in business here more than 40 years. He 
also owned a trailer firm and formerly 

headed a parts company. 

* e * 


Harold D. Wilkinson 
TOLEDO. — Harold D. Wilkinson, 64, 
former owner of Toledo Truck Sales Co., 
died Jan. 24. He retired as president of 
the company three years ago. 
* % * 


John V. Mortland 
CLEVELAND.—John V. Mortland, sales 
manager for the installment loan division 
of Central National Bank the last nine 
years, died Jan. 18. He was 59. Before 
joining the bank, Mr. Mortland had worked 
wor a Dodge distributor here, had been a 


60, 
23. 


Ford field man and had been with Uni- 
versal CIT Credit Corp. 18 years. 
* Ea * 
Max Biederman 
HUNTINGTON, W. Va.—-Max Bieder- 


man, 79, president of Max Biederman, Inc., 
used-car dealer here, died Jan. 26 in a 
local hospital after an illness of three 
years. Mr. Biederman had been active in 
the automobile business for the past 40 
years. He sold his new-car dealership in 
1956. 
* Bo * 


Charles L. Turner 
PEORIA, Ill.—Charles L, Turner, 91, 
an auto dealer here from 1903 to 1921, died 
Jan. 22 in Alhambra, Calif. He was presi- 
dent of the Illinois Garage and Automobile 


Dealers Assn. from 1918 to 1921. He 
moved to Alhambra in 1921 and entered 
the real estate business. 


* * 


William S. Milne 


COLUMBIA, S. C. William Seegers 
Milne, retired Columbia auto dealer, died 
recently at Oteen Hospital near Ashe- 
ville, N. C. 


* * * 


William C. Harder Sr. 


MUSKOGEE, Okla.—wWilliam C. Harder 
sr., 76, used-car dealer here for many 
years, died Jan, 20, 

* * * 


William G, Roylance 
MT. PLEASANT, Utah. — William G. 
Roylance, 61, founder and part owner of 
Garrick Motors of Ephraim, Utah, was 
found dead in his home here Jan. 24. A 
physician reported he died of a coronary 
occlusion. 


Dealer Forum By Robert M. Finlay 
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on a speck of dust, In the reflection 
of his knowledge of the universe, 
he despairs. 

Yet the Hebrew-Christian reli- 
gion has pointed out that individ- 
ual human values are important, 
not distances. 

Even though man is involved in 
a quest of a faith in a world hang- 
ing on six slender threads—nuclear 
warfare, biological warfare, chemi- 
cal warfare, psychological warfare, 
population explosion, sociological 
factors (can we get along with one 
another?), our faith teaches that 
God has crossed time, place and 
matter to show us the way—the 
brotherhood of man in the sonship 
of God. “Behold the glory of God, 
so that it may spill over into your 
life,” he said. 


Classified Want Ads 


HELP WANTED 





SERVICE SUPERVISOR 


Established dealer handling Mercury, 
Comet, English Ford and Lincoln Conti- 
nental in progressive Southeastern city of 
1,000-car potential seeks long-term connec- 
tion with thoroughly qualified service man- 
ager. Prerequisites are several years suc- 
cessful performance as service manager or 
first assistant in a money-making dealer- 
ship, and the ability to produce the de- 
sired results through complete control of 
the service operation, This person will be 
fully cognizant of the need for customer 
satisfaction, steady labor and parts in- 
crease and rigid expense control. Com- 
pensation plan based on salary plus incen- 
tives for increased sales and profits can 
be geared to the requirements and ability 
of the person selected. The location offers 
most desirable living conditions with year- 
round equable climate. Dealership facili- 
ties excellent. If you want a challenging 
opportunity and are confident you can do 
the job, we urge you to write to Box 2220, 





c/o Automotive News, Detroit 7, stating 
age, education, complete experience back- 
ground, family status and home telephone 















WANT 


Reaching an estimated 150,000 readers engaged in all branches of the nation's automotive indus 
RATES: TWENTY-TWO CENTS (22c) PER WORD FOR EACH INSERTION. 
Tle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with 
and address at regular rates. Add One Dollar ($1) per Insertion for use of a box number. 
Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per column inch. CLOSING: 
TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. - 

AD DEPT., AUTOMOTIVE NEWS, 965 EAST JEFFERSON AVE., DETROIT 7, MICH. 





POSITION WANTED A 
full nc 
Replies 





HELP WANTED 





Growth Opportunities 
FOR EXPERIENCED 
FINANCE MEN 


If you have had successful experi- 
ence with a national or regional 
sales finance or consumer loan com- 
pany, and have not progressed to 
your fullest potential, your future 
may lie in the Southwest or West 
with one of the nation’s most ag- 
gressive finance companies. We 


need branch managers, office man- 
agers, loan managers and others, 
whose experience would qualify 
them for management soon, to help 


sustain our continued expansion in 
Arizona, California, New Mexico, 
Texas and surrounding areas. 

Good compensation, top training 
program, fine employe benefits, 
rapid advancement opportunities. 
Age to 45. 

Submit complete confidential resu- 
me. We will send full information 
promptly and arrange interview if 
you qualify. 


DICK BROOKS 
Personnel Manager 


SOUTHWESTERN 
INVESTMENT COMPANY 


Box 871, Amarillo, Texas 





SALES MANAGERS WANTED. If you are 
a producing specialist on brake lining 
sales, we have an attractive paying job 
for you selling world’s finest brake ma- 


: : . terials—also sales specialists on _ bat- 

pow lg reply will be held in strict teries, springs, tires, Tremendous pos- 

. sibilities with fast expanding national 

manufacturer. Many locations — East, 

Central and West. Write qualifications: 

ambitions, <¢ 7 Ss, > im- 

GENERAL MANAGER—Pontiaec dealer in Saedaien aaa’ sn cuaitenes tas’ wine 

Ohio metropolitan city needs man to| ¢/o9 Automotive News, Detroit 7 
manage operation doing three and one- ; 


half million volume yearly. You must 
have a_ successful record in handling 
sales volume and in making profits. Sal- 
ary plus percentage of net profits, plus 
other incentives like car and life insur- 
ance. Estimated first year income 
$16,000-$20,000. Five day work week 
with evening work limited to two eve- 
nings per week. This company has op- 
erated successfully for over thirty years. 
Wonderful opportunity for a capable 
manager who may be held back by size 
of community or size of dealership. Send 
complete résumé to Box 2216, c/o Auto- 
motive News, Detroit 7. All replies will 
be held in strict confidence. 








PARTS AND SERVICE MANAGER, Gen- 


SALES REPRESENTATIVE—Experienced, 
aggressive young man familiar with car 
and truck manufacturers’ parts and ac- 
cessories purchasing and sales operations. 
Should have established contacts to pur- 


sue sales and suggest promotions for 
OEM approved and other products. To 
represent Detroit office of well known 


manufacturer of automotive rubber and 
friction products. Salary, incentive and 
expenses. Send résumé—Box 2193, c/o 
Automotive News, Detroit 7. 


New Volkswagen Agency Located 
In New Jersey Requires: 


SALES MANAGER — one preferred with VW 
experience and proven background of top- 
flight managerial ability in all phases of 
sales and business management. 

SERVICE MANAGER — strong VW experience. 
Prefer one formerly trained or associated 





Leading 
parts for all imported and sports cars wants 
territorial representatives to sell to foreign 
car dealers and trade. Many choice terri- 
tories available. Send resume, information to 


TRUCK SALES MANAGER—-wanted 





DO YOU QUALIFY FOR THIS $15,000 (OR 
HIGHER) JOB? If you are a general man- 


ager for a car dealer, or have been a 


zone manager for a manufacturer, we want 


you as an exclusive agent for nationally 


advertised Childers Carports, used by deal- 
ers and drive-ins. No investment. Airmail 
your business background and references. 


Will send you names of agents with high 


earnings. Bob Childers, Childers Mfg. Co., 


Box 7467, Houston, Texas. 





SERVICE MANAGER WANTED in up- 
state New York, old-established dual ‘‘Big 
Three’’ dealership. Apply Box 2146, c/o 
Automotive News, Detroit 7. 


PARTS SALESMEN WANTED 





importer of top quality lines of 


Box 2210, c/o Automotive News, Detroit 7. 





for 
one of largest Ford dealerships on East 
Coast of Florida, Thoroughly experienced 
truck man required to promote sale of 
new and used units and take charge of 
sales force. Best facilities offered in an 
economy expanding area, Salary and in- 
centive. Submit résumé of experience. 
Reply to Box 2190, c/o Automotive News, 
Detroit 7. 





with factory or distributor. 


Give full resume of background in first letter 
—references and personal history. Write in 
complete confidence to Box 2219, c/o Automo- 
tive News, Detroit 7. 








WANTED 
ler Corporation 


an office manager for a Chrys- 
dealership in the Hart- 


SALESMEN — top producing professionals 


only, High earnings opportunity in boom- 
ing Phoenix, Arizona, Opportunity for 
advancement with legitimate, aggressive, 
hard-selling, well established GM dealer 
with best reputation, heavy advertising. 
No ‘‘system’’ or ‘‘T.O.’’ Please don’t 
apply unless one of top three on present 


ford, Connecticut area, Send resume to job. (Our top men make $10,000 to 
Box 2194, c/o Automotive News, De- $13,000.) Send snapshot and experience 
troit 7 r résumé, Family men preferred—no drift- 


eral Motors Distributor Guam, Marianas 


Islands, “excellent career opportunity. 
Travel and vacation allowances, Prefer 
married man to 45 currently living on 
West Coast. References requested with 


reply, Box 2195, c/o Automotive News, 


ers or boozers, Box 2191, c/o Automotive 
News, Detroit 7, 





PARTS SALES 
REPRESENTATIVES 





Position Wanted 


To encourage this classification for the 
benefit of those seeking employment, 


Position Wanted Ads are accepted at 
half regular rates, namely: 
word for each insertion. $1.00 per 
sertion for use of a box number. Cash 





in advance. (Holf-rate does not opply rala’ ab re aon if eg Not a 
‘ie ads in this section.) afraid 0 hare wor and long” ours, CH 
splay Box 2197, c/o Automotive News, De. } 
troit 7. f 
GENERAL SALES MANAGER Experi-| NEW OR USED CAR MANAGER for c 
enced in all phases of idministration, Southern Florida area available March 
heavy management experience in new- 1st. Sixteen years’ large volume Ford ex- ba 
used car sales, reconditioning, parts, perience, excellent references. Clark 
service, advertising, business manage- Booth, General Delivery, Hollywood, 
ment and factory relations, Will ex- Florida. 
change confidential information, Box 
2173, c/o Automotive News, Detroit 7. 





ACCOUNTANT-BUSINESS MANAGER — 


Experienced in office reorganization and 
managerment, ‘‘Big Three’’ dealership ac- 
counting, Complete daify operating con- 
trols for all departments, Florida area. 
Box 2155, c/o Automotive News, De- 
troit 7. 





GENERAL OR SALES MANAGER avail- 
able April 1st, wishes to make change, 
New England, General Motors or Ford. 
Age 48 with 25 years’ experience all 

Not in- 





POSITION WANTED 





jilapasniniininti ~~ 
GENERAL MANAGER or sales manager, 
44 years old, married, one small gon, 
Terrific knowledge in management and 
all phases of selling. I also understand 
the used-car problem and have the cure, 


Vie per I have 20 years’ of successful manage. 
in- ment experience—can handle any size 
deal. I am now in the New York City 








IMPORTED CAR 
WHOLESALE MANAGER 


desires position with Importer/Distributor, 
12 years’ experience in handling dealers, 
office and field staff. Conscientious, capable, 
Excellent references. Box 2215, c/o Auto 
motive News, Detroit 7. 



















S 
= 3)\ | 


phases of automobile business. SERVICE MANAGER—Twenty-five years’ 
terested in family deals, Must be sound, experience in the American automotive § — 
well financed dealership. Best factory ref- field. Former parts and_ service repre- USE 
erences, Box 2196, c/o Automotive News, sentative, experienced service manager, vo 
Detroit 7. < _ beet Southern California only with either Le 
GENERAL MANAGER—A 38-year-old au- Plymouth-Valiant or Studebaker-Merce- re 
tomobile executive who has every possi- des-Benz dealer. 48, married, Box 2199, sil 
ble qualification, desires a permanent c/o Automotive News, Detroit 7, Gl 
arrangement with a General Motors deal- | GENERAL MANAGER or general sales tir 
ership, Buy-out agreement essential, manager, 42 years old, 12 years in auto § —. 
Midwest preferred. Box 2198, c/o Auto- retail, five years as metropclitan dealer, § 4U2 


motive News, Detroit 7. 
GENERAL MANAGER or sales manager, 
GM dealers, Palm Beach County, Florida. 
I have five years’ experience and will 
show results. Age 28, sober, _married 
with three children. Excellent sales abil- 
ity and character references. Salary pro- 
portionate to volume of business accru- 














Prefer Southern California area. Would 
invest in right deal, Box 2201, c/o Auto- 
motive News, Detroit 7. 
DEALERSHIPS AVAILABLE 

CY HANDLING PONTIAC-CADIL- 
LAC—Central Illinois, 18,000 population 
and large trading area. Low overhead, 
lease available, modern equipment and 











ing under aggressive management, Box : : 
2204, c/o Automotive New Detroit 7. body shop. Only applicants with factory Ke 
—_—_—— — approval and _ sufficient finances need — 
GENERAL MANAGER or sales manager, apply. Sell all or part, owner retiring. 
settled, experienced in all phases of sell- Box 2179, c/o Automotive News, De- ones 
ing, hiring, training of sales force, Guar- troit 7. —— 


antee more volume and profit, Interested 
initiative to im- 





DEALERSHIP HANDLING OLDS — Mid- 


only in dealership with iy west city—700 car planning potential, 
prove. Box 2200, c/o Automotive News, No real estate. Must have factory ap- I 
Detroit 7. proval. Well equipped service and parts 





PARTS MANAGER—Well qualified Buick- 
Chevrolet parts, policy adjustment, es- 
timating. Now employed with Buick- 
Chevrolet agency, prefer small dealership 





department. Owner wishes to retire. Box 

2180, c/o Automotive News, Detroit 7. 
DEALERSHIP HANDLING RAMBLER — 

Oregon—Willamete Valley college town. 








located in Southwest which is interested Very fine location, Jow overhead, 175 

in increasing internal and wholesale vol- car potential. Working—investing part- 

ume. References and further details on ner desired, terms and flooring-contract 

request. Box 2217, c/o Automotive News, financing available. Call Dealer Depart- ' 

Detroit 7. ment, Courtesy Credit, BE 4-6611, 2836 aure 

aoa Ra N. E. Sandy, P land 12, Oregon 
CHEVROLET SERVICE MANAGER, 15|—N: ©. Sandy, Portland SEO). ane 

years’ experience, Presently employed. 

G.M.I. service management training, AUTO DEALERSHIP athe 

knowledge of customer relations, used | Central California, downtown dealership. Old, 


cars, L.-M.R, general dealership man- 
agement and procedures. References, De- 
sire to relocate warmer climate with old- 


style dealer, no ‘‘wheel and dealers.’’ 
Box 2202, c/o Automotive News, De- 
troit 7. 





BUSINESS-OFFICE MANAGER—Presently 
employed in Northwestern Ohio, desires 
to relocate in California or Florida area. 
Nine years’ experience Ford, General Mo- 








reliable franchise, located in fast-growing 
area of 600,000. Excellent facilities, shop, of 
fice equip. Fully equipped, complete service 


and repair. 
$45,000 


Must have factory approval. Includes author 
ized Mercedes-Benz sales and service. Write 
Box 2140, c/o Automotive News, Detroit 7. 


CITY OF 75,000, 50 





mile radius of Chi- 


tors, Chrysler dealerships. Age 36, col- cago, successful import dealership avail: 
lege graduate, excellent references, _ Box able, excellent location, immaculate 
2203, c/o Automotive News, Detroit 7, building and busy permanent service. 
3 = = ee Outright purchase and lease available, 
GENERAL MANAGER — General sales Financing arranged if necessary, Box 
manager, presently employed as general/ 9156, c/o Automotive News, Detroit 7. 


sales manager of Chevrolet dealership, 
profit for 1960 was $201,000 net—sold 
1,897 new, 2,140 used. Age 34, 12 years’ 
experience, plenty of drive and enthus- 
iasm to get the job done. I am looking 
for a progressive dealer who wants to 
make $200,000 year, or more, Reason for 
change, better incentive based on profits. 
Box 2211, c/o Automotive News, De- 
troit 7. 





FLORIDA GOLD COAST, handling General 
Motors. Owner taking larger deal. Need 
factory approval and approximately 
$65,000 to buy and operate, Box 2186, 
c/o Automotive News, Detroit 7. 

AGENCY HANDLING RAMBLER, 175 car 
potential, 25 years same _ location—San 
Joaquin Valley. Owner retiring. Box 2188, 

c/o Automotive News, Detroit 7. 








HELP WANTED | 





PROFITABLE 
DEALERSHIP 


operators, and sells at under $1,000 with 

low monthly payments. We require men 

to handle permanent, profit-building deal- 

e erships in select territories. You must be 
able to sell, finance and service this profit- 
making equipment and be prepared to han- 


Here is an excellent opportunity for 
thoroughly reliable, capable salesmen, 
mechanically inclined, who would like 
selling a product which is completely 

revolutionary in its field, has wonder- 
ful acceptance with and is greatly need- 
ed by, the service station and garage 








Fesevio 


Detroit 7. 


PARTS MANAGER for a Dodge agency in 
under the New York region. 


New Jersey, 


Must be experienced, Send résumé to 
Box 2192, c/o Automotive News, De- 
troit 7. 





PARTS MAN 
MUST BE TOP NOTCH 


Top pay. Pontiac. Chicago South Side. 


Box 2218, c/o Automotive News, Detroit 7. 








Side Line or Full Time 


Presently or recently calling on established 
clientele of new car dealers in their own 
areas. We carry thousands of items: Parts, 
accessories and hardware, paying top com- 
missions and bonuses, good sales promo- 
tion program. Looking for a change or 
additional items? State your personal and 
business experience and connections fully 
in first letter. Outline area of operation and 
sideline or full time desired. Our repre- 
sentatives know of this ad. 


Box 2214, c/o Automotive News, Detroit 7. 








AVAILABLE 

RIGHT IN 
YOUR 
AREA 








& produce an income of over $20,000 per year. 


dle it exclusively. Five sales per month will ; 


Only $2,000 capital required for inventory. 
Territories presently available in Wisconsin, 
Minnesota, lowa, Michigan, Connecticut, Ver- 
mont, New Hampshire, Maine, North and South 
Dakota, Nebraska, Louisiana, Mississippi, Ala- 
bama, Georgia, South Carolina, California and a 
few other select areas. If you have the capital 
and ability to handle a profitable dealership of 
your own we would like to hear from you. 





Write or Wire | 
Cc. A. BATEMAN, President | ( 


RACEWAY SALES INC. 


2010 Euclid Avenue, Cleveland 15, Ohio 
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| MISCELLANEOUS 
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DEALERSHIPS AVAILABLE PARTS WANTED 


AUTOMOBILE AIR CONDITION- 


CARS FOR SALE CARS FOR SALE 











NEW 



















FoRD MOTOR COMPANY dealership i 
available in metropolitan market East ERS and parts, obsolete or surplus. Price 
Coast. No surplus or obsolete assets to must be right. Beach Auto Service, . oO. 
be purchased, only minimum necessary 1961 Box 4052, Columbia, South Carolina. WHY SETTLE FOR LESS Lee 
parts and equipment. 400 to 500 new Phone: ALpine 6-2313, Se 
ynits per year potential — all price TRUCKS FOR SALE—LEASE No Other Tow Bar 
Jasses Can arrange uy-in, buy-out ———— a seinen pita 
agreement for qualified person with mini- FOR SALE OR LEASE. Large number of Can Give You These 
All models.| Outstanding Engineering Features 


automobile carrying trailers. 
Also headracks for carrying an automo- 






mum capital. If you are an experienced 











general manager, sales manager, used- bi ae Snape — i 
itor sn casmioueh appectunsty, Sam ALL TAXES PAID warding Co., Ine, 4000 West sample s.,| ~CADALLOY STEEL CAST 
on be it. Write in confidence. Box 2206, eames Bend, Indiana, Phone ATiantic COUPLING HEADS LINED 


c/o Automotive News, Detroit 7. 








- TO PROTECT CAR BUMPERS. 


a 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


Prices Include Excise Tax, Cus- 
toms, Insurance, Freight. Deliv- 
ered to your door with proper 
papers. Fully Americanized. 


got the 


TRUCKS FOR SALE 


i ———— es 
TEXAS DEALERSHIP HANDLING FORD, 
Falcon and Thunderbird, Ideal location 
on the outskirts of metropolitan area in 
excess Of 1,000,000 population, Excellent 
facilities and lease, Sales now run be- 
tween 300 and 400 annually, but with 
aggressive management this figure could 
pe doubled, Must have factory approval. 
Write Box 2207, c/o Automotive News, 
Detroit 7. 











"54 FORD WRECKER 
"52 GMC WRECKER 


Trucks have dual wheels, twin spots, hook- 
up and turn signals, Federal beacon ray, 
push bumper, electric brake lock, sirens, 





customer? 


Cars in Stock For 
Immediate Delivery 

































































































































































































































































































































































C2 ‘ 
. mST TEXAS DEALERSHIP handling ; ° * * 
iad i located in irrigated farm belt. Call or wire for meavy duly generator ~ ann. Se Cadalloy Steel Castings 
and parts, shop equipment, wrecker, furniture ‘ system, and have factory installed wrecker Minimum Yield Point: 
ire, and fixtures for $25,000, some terms. our price. rigs. These trucks are in good condition 46,000 Lbs. Per Square Inch 
Be. = 2205, c/o Automotive News, De- ; and in use every day. Only reason for 4 a 
_ ees " " selling is that we ar laci ith 
‘it PO Ww LT ELL AIN 9 Seer ry ee 
iy | DEALERSHIPS WANTED | aad secon hina units, Trucks are priced to sell at $1450. || UNIVERSAL SWIVEL ACTION 
Irs, EVROLET OR GM DUAL located in 
De Se nigan. Cash or buy-in by young, ag- g & Ww WHOLESALERS Sandy's Auto & Truck Service ON COUPLERS FUNCTIONS 
nay op errs aa. tee 2208, 139 Bayard St., Dayton, Ohio IN UNISON WITH SPRING 
u ye ; ; “ 
te ee as e OF AUGUSTA BA 8.6171, Day or Night SUSPENSION ON ALL CARS 
oS 
ex. FOR SMOOTH & SAFE 
rk HAVE $450,000.00 CASH 841 Greene St. aes TOWING 
) a ICKS WANTE ° 
AND WILL PAY TOP PRICE Augusta, Georgia TRUCKS WANTED 
g ' g 
for GM, Ford or Chrysler dealership with vol- J WANTED Used Ford, Chevroist, Interna- 
— | eeu carsales potential. | have very wc §=S@QG@ Car PH: Park 2-5565 State Erlee, Coodition ara tit paaee|  GOLTS, NUTS & WASHERS 
i dctcdis iat coh suas Weaaee a port Equipment Company. Beidospert, ARE USED TO MAINTAIN 
Cc 
apreral. Please reply in confidence to Box Nebraska. | SNUG FIT OF ALL CONNECTIONS 
214, c/o Automotive News, Detroit 7. OFFICE EQUIPMENT FOR SALE NO RIVETS TO LOOSEN AND 
Ia cnet ncaa 3 FOR SALE—Model 6116 National Cash CAUSE PREMATURE WEAR 
ors, ’ 61 Volkswagens Register with second drawer. Prints dol- 
ple, i. Gun cath te bey. Laetbene- ved lars to $9,999.99; 11 sub-totals, receipt * 
man hk — is 
"@ T Gray from lee, snow, Confidential, Deal- a cahece, ‘uveieat’ sondition “Frieed ‘very THE SUPERIOR 
er 12 years, Box 2212, c/o Automotive . . e reasonably. Motor Sales & Service Co., 
—— — News, Detroit 7. All are in fast-selling IN STOCK 461 Brunswick Ave., Trenton, N. J. BLUE CHIP 
irs’ BUSINESS OPPORTUNITIES : 2 - one: EXport 6-8154. 
iv colors and fully equipped : Smecuamenaniany “ah 
oa USED CARS—completely equipped. Present . . PP Immediate Delivery SHOP EQUIPMENT FOR SALE TOW PI LOT 
cer, volume 250 annually using ‘3 of facility. with power steering, ss e _ GARAGE EQUIPMENT—nine Weaver 2 
her Lease $250. Six months advance rent only z Excise Taxes Paid post lifts $200 each, 5% H.P. compres-| With Lubricated Automatic Brake 
ce requirement. Partner available if de- R& 7; automatic trans- sors, Lincoln overhead lub system, 70 and Brake Cable 
99, sired, San Diego suburb, main street. . ‘ ‘ MINIATURE VEHICLES parts bins, Sun testers, IBM time clock, 
Great potential. Box 2213, c/o Automo- mission, many with 277 Clint A N k, N. J 100 ft. H.D, track with chain falls, large | Dealers’ List Price, F.O.B. Factory. . . $69.80 
Tes tive News, Detroit 7. inton Ave., Newark, N. J. ventilating fan and ducts, desks, etc, All Dealers’ 25% Discount 17.45 
aS UTO WRECKING YARD approximately power brakes—the works! ee ee oe earta uses ee _ on ee Dealers’ Net ‘with ae . 
a BA » ap] N. Y. phone: WHitehall 3-7390 -0194, Syracuse, N, Y, $52.35 
uld 150 cars from ’41 through ’59 models. bin Herth Cintilnn conte: Julians fillet Standard plus 2 Large 
Son ager led — Sees a Chevys, Fords, Plym- . M, Stafford Auto Auction Adapter Clamps Fed. Tax. Inc. 
three highways. EX 9-0921 Stainl I 
aie Chapman, Rte, No. 2, Box No. 20, Tem- ouths, Buicks, Cadillacs Press 9- ainless Stee 
an ene = : ; Automotive Undercoating THE FAMOUS 
[- | FoR SALE OR LEASE—Filling station, Pontiacs. Sedans, hard- ; : ene ; : 
10n motel and truck garage, Buildings one CARS WANTED Contains stainless steel in rapid drying plastic MOTO-MATIC 
ad, year old, approximately 1% acres. Write tops, wagons and con- i coating. 
ind or call: Edwards Motor Co., Lexington, $ TOW GUIDE 
ory fm Kentucky, Phone: 2-8709. verts—you name it, we’ve MONROE CHEMICAL CO., INC. 
f . 
ng. DEALER SERVICES got it! Low mileage, Hilton, New York With Universal Swivel Action! 
3 clean and sharp - real i SHOP EQUIPMENT WANTED Deal ea ig a 
id- TWO ESSENTIAL SERVICES ° s ME? NTE ers’ List F.O.B. Factory 
al, bell ringers! @ | BEAR EQUIPMENT, send list with age, | Dealers’ 25% Discount ..... 
AD- INVENTORY SERVICE a ine = any Bear ens | Sates lee with 4 $44 85 
ilar goods. 0 P.O, Box 414, Johnson City, Tennes-| Standard plus 2 Large ° 
}0x APPRAISAL SERVI CE 1959 and ’60 models are U S FE D 1 9 6 Oo see, Adapter Clamps Fed. Tax. Inc. 
oa ° MAILING LISTS 
a furniture-—Equipment—Machinery—Tools now available at Hertz | DEALERS MAILING LIST—Ford, Chevro- " HE BALL" 
ee et en ee F teeanes offices across the country. let, Plymouth, Dodge, Chrysler, Oldsmo- ON T BALL 
tts Reports, Tax, ng a nsurane bile, Pontiac, Buick, Mercury, Studebak- 
a Write for free ; er, etc. Complete national list, February, TOW PI LOT 
rt- “Hidden Earning Power’ booklet. = checked, On addressed labels, 35M, 
36 WIOMOTIVE INVENTORY & APPRAISAL CO. L MODELS News Detroit ys 2% c/o Automotive | with *Cadalloy Steel Safety Coupler 
— eeland Ave. etroit 27, Michigan AL : ceca Dealers’ List F.O.B. Factory ................ $51.00 
WEbster 3-6445 CALL CELE SOONERS SCHOOLS Dealers’ 25% Discount .............c.:s008 12.75 
ETON AIRS RIESE A ION: AUCTIONEERING. Nationally rec- | pealers’ Net with 2 
i, THE HERTZ MANAGER ROSELAND PLYMOUTH ognized diploma, Free catalog! Missouri | Standard plus 2 Large $38.25 
ng Auction School, Box 8466-P3, Kansas] adapter Cl Fed. Tax. | 
of- ‘ IN YOUR CITY TODAY CO 4-1300 CO 4-6600 City 14, Missouri. Se ee 
7 1961 Auto Costs! te: Mr. L. E. Spati Wire or Call Collect MMOMLLA NEOUS e 
or write: roi. ti. atl 2 2 
Dicover how much your Deal's cars really ae 34 West 103rd Street, 972.20, Hendlinings, $12 50, Free gatsice, | 2Ubstantial Discounts 
on fy wt. The book, “AUTO COSTS,” gives you The Hertz Corporation BIG BUCK, 12 Elliott, Beverly, Mass. To Distribut 
ite {he factory invoice prices of all 1961 American = Chicago 28, Illinois ° istriburors 
ars, 25 foreign cars, 4 American trucks, and 660 Madison Avenue wioas "an jake hooks, heleaben, Write for Illustrated Catalog 
~ ff all their equipment. Used by dealers and h : : : . 
ik bals ‘nationwide, Order your ‘él edition New York 21, N. Y. price asked. Phil Swasey, Box 622, Lake PILOT DISTRIBUTING CO. 
jay for on ree year subscription Jales, Florida. i 
2 lncloding at cana, , P WANTED—LATE MODEL WRECKS and ne ae Factory Sales Division 
le. wn “= police cars. Ed Matt, 55 Madison Ave., BATTLE CREEK 9, MICH. 
ox © COSTS, Spencer Publishing Company, Paterson, N, J. SHerwood 2-4488. 
7. Liberty, N. Y. SEE PAGE 43 Phone WO 2-5257 All Depts. 
i for the nation's “Leaders in on 
ely since 
7 WANTED TOP AUTO AUCTIONS 
= ||| IMPORTANT NOTICE Ample Supply of 1961 CADILLACS 
- i ane lela: leak Gllbias i P |\---------------- - - ------ Oe 
purchasing any import automobiles CLEAN We need new Cadillacs for our leasing e ° ] 
—< or trucks, they should be sure to . operation. Dealers protected. Replies con- | 
check the seller as to what, if any, a | 
excise taxes and duties have not fidential. | 
paid on the vehicles. é ti L P h | | 
xecuTive Lease Furcnase 
. . . | . 
Cann Por sale CARS Division | Send Automotive News to Address Below : 
P. O. Box 216 | U. S., Canada and U. S. Possessions | 
1961 Vespa "400" 1960 1959 1958 Fairfield, Connecticut | One Year $9 [|] or Two Years $16 [] | 
— ee 
@ Choi ee Col ! All Other Countries — One Year $13 [ or: Two Years $22 [] | 
oice o ofors CLES NH ETC RNR OLSEN ROIS | | 
@ Liberal Discounts MOST MAKES 
Factory Distributors a | AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. | 
MONTGOMERY, INC. CUR yY | 
2210 North Main, Houston, Texas LLOYD PARTS for all models. Complete | TO 
Tieue Gh 85100 stock. Fast service. Foreign Cars Corpo-|! TO-+.++++++.+++- Kabbskeasseae nee wee sole ae wena so bgadeendaeeene coos 
CHEVROLET Eaucstdsies Poets. Ya ete || | 
' 1 dale, - JA 2-7491. | ieuenes baReee es Vereseeaets Ren kateneneieeaweden sede toned Peas eee “4 
B'way & 133rd St., N. Y. C. BMW PARTS AND ACCESSORIES for|| ................. saga (ntctiiuchalécghidscdiaeene cveve anes 
VOLKSWAGENS Ed Hogan AD 4-6000 Isetta ‘‘300,"" ‘*600,""_‘*700."" Contact | | z 
nearest distributor or National Parts Str Add Z N ! 
Center, Ludwig Motor Corp., 421 E. 91st || eet FOSSwccccccvccccccsccccscccs Cocccccccccccces one NO....-se+% | 
—— St., New York 28, TRafalgar 6-7010/| - 
1961s—All Models Smemccr (Sole U.S. Importer for BMW cars ana! oa ates cab ie Boe ronal aids re. vee Re 
IMMEDIATE DELIVERY pa rt s Frontek Corporation, formerly 
BMW-FADEX Corp., 230 Park Ave., | 
Will Ship to Any Port 1961 PEUGEOTS New York 17, MUrray Hint 9210), |t TRADE CONNECTION: 
CHECK OUR PRICES z Spstes ooo FOREIGN CAR PARTS LIQUIDATION. | Car Dealer Oo Truck Dealer O Manufacturer 0 | 
Over $97,000.00 close out Jaguar, Volvo, ° . : 
CAR WHOLESALERS, INC. MONTGOMERY. INC Hillman, MG, Alpha, Triumph, Mercedes | | Jobber [] Insurance [] Financial [] Supplier [J ; 
1555 Jerome Ave., New York 52, N. Y ' ” and Lucas, Fast. service, excellent dis- } e 
7 , N.Y. 2210 North Main, Houston, Texas count, Jack Pry, Ltd., 1539 Pennsylvania ke Oe Cet enccrecccvescscnveocescseesonececencss Mesiceseetany on AA 
CYpress 9-8040 Phone CA 8-5108 Ave., S. E., Washington 3, D, C. LI ! 2-6-61 : 
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“Mr. INTERNATIONAL” 


unveils the most for I96I | 








—the most improved, most sell-able models 





in INTERNATIONAL history 


That’s right! This new INTERNATIONAL light-duty line 
can be the complete answer to the needs of your custom- 
ers. Picture your share of market when you sell... 


The most improved — Over-all height lowered 3 to 5 
inehes without sacrificing ground clearance or cab room 
¢ Choice of new independent torsion-bar front suspen- 
sion or I-beam front axle with leaf-type springs to meet 
any load or road condition ¢ Hydraulically-operated 
clutches in all models for shifting ease * New longer- 
lasting frames * Wheelbases 5 inches longer for best 
maneuverability. 


INTERNATIONAL TRUCKS che tick sosivess... 


SSHTSHSHSHHSSHSHSHSHSHSHSHSHSHSHSHSHSHSHHSHHSHSHHHSHSHSHEHSHESHHSHHHEHSHEHSHSHSHHEHEHSHSHEHEHEHSSSHSHSHSSHSHHSSHSHSHSHHHSHSHSHHEHSHHHHHSHEHSHSHEHSHHEHSHESHHHHHHHHESEESEHHE® 


Dear Sir: 


‘The most sell-able—With all those features— with a 


complete truck line-up—with traditional INTERNATIONAL 
quality — you can’t miss out on the ’61 market! 

And there’s more to come! Watch for exciting informa- 
tion on the new idea in low-cost transportation. INTER- 
NATIONAL is creating more sales from new markets. 


So cash in now—Improve your share of this year’s sales 
opportunities by filling out the coupon below and mail- 
ing it to: Divisional Sales Manager, Motor ‘Truck Divi- 
sion, International Harvester Company, 180 North 
Michigan Avenue, Chicago 1, Illinois. 





I want more information about the INTERNATIONAL Motor Truck franchises that are available in 1961. 





Address 








